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Lollipops and Taxes 


eee , 


Selling Fords with Lollipop 


Pe. 5 


Unusual promotions are standard equipment at Levittown-Ford in Levittown, N. Y., 
according to Lewis R. Benny, president. At present the dealer is running several 
contests simultaneously—a beauty contest every Thursday, a count-the-balloons contest, 


a “Jr. Bonanza Contest" for kids and a 


“Tower Sitter Endurance Contest.” In the 


photo above, outside salesmen are shown working a shopping center with the aid of 
Walkie-Talkies and pretty girls who pass out lollipops, balloons and contest blanks. 
tower sitter is perched atop the dealership with bed, TV set and telephone. 
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Visual Proof of Truck Taxes— 

Rep. William H. Ayres, Akron, points to the $118 which a five-axle tractor-trailer; This year’s Janflary total was 440,- 
owner now pays in Federal excise taxes on a set of tires and tubes. The truck is | 924, the smallest total for any 1955 
covered with 3,212 dollar bills, all that could be plastered on, to emphasize to resi- 


dents of Washington that taxes on it total $4,480. Sponsored by the American | hung up du 
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Mortality, Low Profits Alarm Senators ... 


U.S. Sifts Dealer Peril 


By William Ullman 
Washington Correspondent 
ASHINGTON. 
trends in new-car dealer mor- 
tality and dealer profits and the 
record number of unsold new cars 
are of grave concern to U.S. sena- 
tors studying automobjlerath 
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Top Aug. Outlook 


°55 Finally Encounters 


Mark It Can’t Shade 


ABULATORS in the auto indus- 

try whose business it is to shout 
about broken sales records can un- 
plug their calculators and take an 
extended vacation this month. 

August will be the first month 
since January that a registra- 
tions record set in a previous 
year will stand firm against the 
1955 onslaught. 

September and October also stand 
a good chance of keeping their 
records intact. 

cad * x 

HE situation comes about not 

because of any sudden collapse 
of 1955 sales, but because of the 
almost unbelievable sales activity 
of the late summer of 1950, goaded 
by fighting in Korea. 

Except for that 1950- Augusf 
record of 683,995 new-car regié- 
trations (also the alltime high 
total for any month) Augus¢ of 
this year should have no t 
topping all other August 


units, 
580,373, both set in 
fairly safe, particul 


* * 
vos January 


one to stand 
is 472,766 units, 


far this year— 
egistered in 1951. 


month, j 
Here is a/rundown of records 


ng this year’s Febru- 


trucking Assn., the display is intended to arouse public opinion against Federal | ary-July whingding: 
highway financing proposals that would increase the total taxes on a five-axle truck 
by another $1,372. See story on Page 2 for action on road bill. 


Dealer Pacts Boost Shop Wages 





By Joseph M. Callahan 
Staff Writer 
INTRACT settlements between 
auto dealers and unions in the 
six months of 1955 provided 
the average employe 
with an hourly raise 
of 11% cents and 
some additional 
fringe benefits. 
This data is based 
h an analysis of a dozen settle- 
Ments in 12 different areas. Af- 
fected were about 10,000 employes 
nd some 200 dealers. 
The largest pay boost was 
ted by 70 Minneapolis dealers 
Who gave their 1,500 workers a 25- 
mt-an-hour hike to avert a strike 


by a narrow margin. The mechan- 
ics’ share of the customer labor 
charge in Minneapolis also was 
raised from 45 to 46% percent. 
Curiously, the 36 dealers in 
neighboring St. Paul settled with 
their 1,300 workers for a 5-cent 
hourly raise, the smallest boost 
granted in any of the new con- 
tracts. However, it should be 
noted that the St. Paul scale was 
about 20 cents above the Minne- 
apolis rate before the settlements. 
Other settlements covering from 
one to 74 dealerships in the first 
half of 1955 are as follows: Detroit, 
20 cents; Washington, 15 cents; 
Chicago Ford dealers, 10-13 cents; 
San Francisco, 12% cents; Mis- 





1. Feb: total of 476,584 new 
(Contigued on Page 4, Col. 1) 


soula, Mont., 10 cents; Seattle, 10 
cents; King County (Wash.) 10 
cents; St. Clair and Madison Coun- 
ties. (Ill.), 7%-10 cents; Oakland, 
Calif. 6% cents, and Longview, 
Wash., 5 cents. 


* * * 


Vacations Improved 


Amoue the fringe benefit im- 
provements, vacations were the 
most popular. Better vacations were 
granted in San Francisco, Oakland, 
Longview, and Detroit. Missoula 
dealers cut the work week from 
44 to 40 hours. Flat rates were 
hiked in Washington, Minneapolis 


Unfavorable | 


Committee, headed by Senator 


| A. S. Mike Monroney, Oklahoma 


Democrat. 


The Monroney subcommittee, in 
its report, said it intends to watch 
the automobile market situation 
closely “in the critical months ahead 
during the model changeover pe- 
riod.” 

* * * 

HE subcommittee said it had 

developed a file of dealer com- 


plaints which constituted, “more or | 
less, a bill of particulars to be used | 


at such time as the subcommittee 
determines hearings shall be held.” 

It was reported earlier that the 
Monroney group had been con- 
sidering public hearings on auto 
marketing practices some time 
this fall. 


“In connection with the study of | 


industry practices,” the report said, 
“the staff has done a legal analy- 
sis of the contracts under which 
dealers operate and the bills passed 





in the various state legislatures and | 
in the House of Representatives | 
dealing with this pfoblem.” This 


background study is still in prog- 
ress, the report said. 

The thorough background study 
was being carried out, the Mon- 
roney group said, because the man- 

(Continued on Page 44, Col. 3) 


FBI Is Cracking Down 


On Wreck Chasing 


BALTIMORE. — FBI agents 
here have arrested two officials of 
a Baltimore body repair firm on 
charges of “monitoring” poiice 
radio broadcasts to beat compct- 
itors tow trucks to the scene of 
accidents. 

John Samuel Nuckolls, man- 
ager of Harford Body and Fender 
Co., and his brother, James Con- 
rad Nuckolls, affiliated with the 
firm, were accused of violations 
of Federal laws which forbid the 
interception of an interstate radio 
communication. 

The FBI said that it was the 
first time in history such a charge 
had been made. 
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“Dream” trucks are 


dreams no longer — and 


they’ve really changed the market. Page 19. 


A bit of pencil artistry shows how Buick dealers 
outsell Chevrolet dealers. Page 3. 


Unity in highway transportation is explored at 


truck-trailer makers’ 


Arizona dealers try 


conference. Page 2. 


a new approach to safe- 


guarding the franchise system. Page 3. 


Truck highlights, Page 19. New-car, truck registrations and new- 
car prices, Page 40. Used-car auctions, Pages 4, 36. 
Production by makes, Page 45. 


Hot GM, Ford 


Pace Keeps 


Car Output at 165,960 


By Martin L. Whitmyer | 
Staff Writer 

AltHouGs many dealers are 
becoming concerned about 
cleanup of their ’55 models, only 
Chrysler Corp. of the major car) 
manufacturers has slowed its as- 

sembly lines to any great extent. 
Last week’s outturn of 165,960 
cars represented 162.5 percent of 
AUTOMOTIVE News’ three-year index. | 


It also was .2,200 more units than | 
were produced during the average | 
week of the record-breaking first 
half of this year. The average 6-| 
day work week of the first half 
produced 163,725 cars. 
The previous week’s output of 
169,096 cars was 165.6 percent of | 
the index and contributed heav- | 
ily to the establishment of a new 
alltime record for any July in 
the history of the industry. 
Led by General Motors and Ford, | 
the industry built an estimated | 
667,994 cars during the month, | 
erasing the former high of 601,005! 
cars assembled during July of the 
record production year of 1950. The 
average month of the first half 
produced 709,475 cars. 
7 = * 
AND: unless the major manufac- 
turers taper schedules consider- 
ably in the next few weeks, it ap-| 


and Chicago. San Francisco dealers | pears that August also may go | 


(Continued on Page 8, Cel. 1) 





down in automotive history as one | 


of the highest third-quarter pro- 
duction months in the annals of 
the industry. . 
Adding July’s estimated output to 
the record 4,256,850 cars turned out 


(Continued on Page 45, Col. 3) 


Top Cars 


New-car registrations for five 
months, plus 20 states for June: 
1955 Pos. Make 1954 Pos. 

1—630,655 Ford 575,592— 2 
2—629,485 Chev. 580,542— 1 
38—326,551 Buick 218,492— 3 
4—294,465 Plym. 183,443— 4 
5—249,280 Olds. 160,805— 5 
6—226,849 Pontiac 154,662— 6 
7—149,668 Mercury 130,172— 7 
8—126,293 Dodge 67,447— 8 
9— 738,579 Chrysler 48,637— 9 
10— 64,639 Cadillac 44,469—10 
1l— 54,154 DeSoto 35,385—13 
12— 45,895 Stude. 41,524—11 
138— 39,093 Nash 36,716—12 
14— 22,652 Packard 20,281—14 
15— 20,293 Hudson 14,382—16 
16— 12,985 Lincoln 16,831—15 
17— 3,910 Willys 8,185—17 
183— 739 Kaiser 4,072—18 
17,739 Misc. 11,429 


Total All Makes 
2,988,914 2,353,066 
Further details on Page 40. 
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Subject Explored at TTMA Parley... 


Unified Front on Transport? 


By Jack Weed 
Truck Editor 

peeewar groups can find com- 

mon ground but they view ma- 
jor issues from divergent view- 
points. These points were brought 
out at the annual summer meeting 
in Detroit last week of the Truck- 
Trailer Manufacturers Assn. 

A four-man panel, represent- 
ing the four largest segments of 
the ‘trucking industry, discussed 
whether it was possible to reach 
a common front in presenting the 
truck side of the picture to the 
public and state legislatures. 
Rep. William H. Ayres, Ohio Re- 

publican, said in a telephone re- 
port to the convention that so much 
heat hag been put on the Fallon 
bill for raising funds for the new 
Federal highway program that he 
believed it would not pass Con- 
gress at this session. 

He intimated in Washington that 
the Public Works Committee was 
being accused of writing a tax bill 
instead of a road bill. 

+ * * 

“= panel was composed of Ar- 

thur C. Butler, director National 
Highway Users Conference; Karl 
M. Richards, manager truck divi- 
sion, Automobile Manufacturers 
Assn.; Walter W. Belson, assistant 
to the president and public rela- 
tions director, American Trucking 
Assns., and A. B. Gorman, presi- 
dent of the Private Truck Council 
of America, with E. J. Lucas, vice- 
president of Kingham Trailer Co., 
as moderator. 

The panel dealt with two ma- 
jor questions under the heading 
of “Improved Coordination of 
Highway Public Relations.” 

The question that generated the 


Costley’s Offer 
Of 4-Year Terms 
Startles Atlanta 


ATLANTA. — Although it doesn’t 
“like it,” East Point Dealer Chev- 
rolet, Inc., startled the auto indus- 
try here by offering 48-month sales 
contracts on new-car purchases. 

The dealership is owned by Alton 
M. Costley, a member of NADA’s 
executive committee and board of 
directors. Previously, 36-month 
terms had been tops in the area. 

On a 150 Chevrolet sedan, the 
firm is advertising payments of 
$32.95 per month for four years, or 
payments of $39 per month for the 
same period on a Bel Air two-door 
sedan. 

A spokesman for East Point said: 
“We're not talking about down pay- 
ments.” He added that this de- 
pended “upon the individual receiv- 
ing the loan. We don’t like the 48- 
month idea, but we were driven 
to it.” 

At the other end of the city, Cen- 
tral Chevrolet is offering free fi- 
nancing, collision insurance and 
life insurance for the term of the 
contract with each purchase of a 
1955 car bought at “list price” from 
stock on a 24-month basis. 

Central also has staged a “penny 
accessory sale” on two weekends. 
The customer, under this plan, pays 
the list price on a ’55 model from 
stock and has the privilege of buy- 
ing for one-cent each such option- 
als as Powerglide, overdrive, E-Z- 
eye glass, radio, heater, backup 
lights and white sidewall tires. 


most spirited debate was, “Is it 
possible for all segments of high- 
way transportation to assume a 
unified position?” 

This was posed against a back- 
ground of a Congress considering 
sharply increased Federal excise 
and product taxes to be imposed 
on the automotive industry and in 
particular on operators of commer- 
cial trucks and truck trailers. These 
taxes are to meet the demands of 
a “pay as you go plan” for financ- 
ing the proposed Federal highway 
system. 

_* * + 
as panel found two points 
of common ground in this rela- 
tion: 

1, That all truck interests are in 
accord over the need for the high- 
ways and that additional taxes are 
needed to finance the project but 
the taxes should be equitable, and, 
if a fuel tax was needed, it should 
be uniform also, if a rubber-used- 
in-tires tax was found needed it, 
too, should be uniform in its appli- 
cations. 

2. That neither the Public Works 
Committee nor the states should 
attempt to “guess” what propor- 
tion trucks should pay until ade- 
quate figures are developed. 

All panelists agreed that on 
most major points a common 
meeting ground could be found 


House Kills Bills 


For New Roads 


WASHINGTON.—There will be 
no Federal highway construction 
legislation for this session of Con- 
gress. The House has killed both 
the President’s program and the 
Democratic - sponsored substitute 
measure. 

The House voted down the 
Democratic pay-as-you-go plan, 
which would have boosted excise 
taxes on gasoline, trucks and 
tires, by a vote of 292 to 123 after 
killing the Administration bill in 
two votes, 184 to 178 and 221 to 
193. 
House leaders attributed the 
defeat of the Democratic program 
to the vigorous opposition of the 
trucking and tire industries. 


even though there is a wide di- 
vergence of opinions in many 
cases due to the widely varied 
interests of the several groups. 


Mayor Albert E. Cobo of Detroit, 
in welcoming the association, said 
that in the “pay-as-you-go” plan 
of financing roads the job can be 
done only piece-meal as the funds 
are made available, but when bonds 
are written against the project as 
was done in Detroit and the in- 
come earmarked to pay off the 
bonds, the whole project can be 
planned and accomplished at one 
time while the need is acute. 


He said that the current pro- 
posed plan of financing would 
greatly delay planning and con- 
struction. 


R. R. King, Oklahoma City, pres- 
ident of TTMA, in opening the 
summer meeting, forecast a 26 per- 
cent gain in truck-trailer produc- 
tion this year. He estimated 1955 
output as around 70,000 units, com- 
pared with 55,417 for 1954. 


* * * 


CCEPTING the “challenge of 

the future” which formed the 
theme of this meeting the TTMA, 
through a panel of trade paper 
editors, explored methods of im- 
proving publicity as a means of 
bringing about greater general un- 
derstanding of their industry. L. C. 
Allman of Allman Co. moderated 
this panel discussion. 


The association also paid homage 
to its nine past presidents: M. J. 
Neeley, Hobbs Mfg. Co., Ft. Worth; 
N. A. Carter sr., vice-president 
Fruehauf Trailer Co., Memphis; 
Christopher Hammond, Great Dane 
Trailers, Savannah, Ga.; E. J. Lu- 
cas, Kingham Trailer Co., Louis- 
ville; J. L. Glick, Truck Engineer- 
ing Corp., Cleveland; Harrison Rog- 
ers, Rogers Bros. Corp., Albion, Pa.; 
L. C. Allman, Allman Co., Detroit; 
W. E. Grace, Hobbs Mfg. Co., Ft. 
Worth, and John C. Bennett, Utility 
Trailer Mfg. Co. 

R. R. King, American Body & 
Trailer, Inc., and current presi- 
dent of the association, presided. 

A resolution in opposition to al- 
tering the Nationa] Transportation 
Policy was passed by the member- 
ship. 


Hull-Dobbs Still Growing 


Spokesman Denies Chain Is Retrenching; 
Just Making Money, He Says 


MEMPHIS. — Although Hull- 
Dobbs Co. recently sold two of its 
dealerships in Los Angeles and St. 
Louis, the Ford dealership chain 
has no intention of retrenching. 

“As a matter of fact, said James 
K. Dobbs, one of the principal 
owners, “we are going to try to 
expand rather than withdraw. 

We have several more dealer- 


Circleville (O.) Dealers 
Elect Harden President 


CIRCLEVILLE, O.—Ned Harden 
has been named president of the 
Circleville New Car Dealers Assn. 
Other officers are Charles Mumaw, 
vice-president; Bud Helwagen, 
secretary, and Bonner Ezell, treas- 
urer. 


Business Barometer 


Auto Production — 192,978 cars, 
trucks in week vs. 123,470 year earlier. 

Business Failures — 172 in week 
vs. 188 year before. 

Department Store Sales — Up 
10 percent in week from year earlier. 

Freight Carloadings — 799,040 
cars in week, up 15 percent from year 
before. 

New-Car Sales — 2,988,914 in 
1955 to date vs. 2,353,066 year be- 
fore. 

New-Truck Sales — 372,738 in 
1955 to date vs. 376,506 year earlier. 

Soft-Coal Output—9,730,000 tons 
in week vs. 7,206,000 year ago. 

Steel Output — 94.6 percent of 
capacify. estimated vs. 64.2 year be- 


, 


fore. a 


Treasury Bills—1.72 percent per 
year discount vs. 1.620 week earlier. 

Used-Car Prices — $789 in July 
vs. $810 in June. 

Wholesale Prices — 110 percent 
of 1947-49 index vs. 110.3 week ear- 
lier. 

. & 
Common Stocks 
July July 

27 20 

9% 89% 
893%, 86% 
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ships that are in the making to 
be put on the buy-out basis.” 

Hull-Dobbs in St. Louis has been 
purchased by E. C. Patterson, the 
former general manager. A Hiull- 
Dobbs outlet in Los Angeles has 
been sold to George Nutil and re- 
named Los Angeles Ford. 

Reporting that both firms were 
sold on a buy-out basis, Dobbs de- 
clared, “In a nutshell, it simply 
means this: Due to taxes we can 
make more money developing deal- 
erships and then selling them than 
we can by owning them. In the 
future any new dealerships that 
the factory might be willing to 
give us will be on a buy-out basis.” 

He said that naturally Hull- 
Dobbs will keep a few wholly 
owned companies so that a 
trained organization can be main- 
tained to move into newly ac- 
quired dealerships. 

Dobbs added, “We are also tak- 
ing more deals on a managerial 
basis; that is to say, We go on 
and put the dealership on a profit- 
able basis and return it to its 
original owner within a two-year 
period.” 

Besides James K. Dobbs, the 
principal owners of Hull - Dobbs 
are H. H. Hull, Oscar Oakley, 
James K. Dobbs jr., Thomas M. 
Keesee and John Hull Dobbs. 

Dobbs concluded, “Of course, 
you know things are getting more 
competitive each day, and of 
course, you know we are severely 
criticized by a lot of dealers. 

“We believe that is mainly be- 
cause we operate our own busi- 
ness in our own way and do not 
want to get into agreements with 
dealers about anything. 

“We are having one of our biggest 
years and are having a lot of fun 
with it.” 
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Oldsmobile Rockets to Record— 


The five millionth Oldsmobile, a 98 Holiday, is inspected in Lansing by R. T. 
Rollis, Oldsmobile manufacturing manager, right. At the wheel is J. F. Wolfram, 
Oldsmobile general manager. The record car was made July 27, following the four 
millionth automobile by two years, two months and 15 days. It took Oldsmobile 38 
years to produce its first million cars, starting in 1897 with the horseless carriage of 


R. E. Olds. 


GM Profits Soar to Peak: 


$661 Million in Half 


NEW YORK.—General Motors’ 
net income rose to a record-break- 
ing $661 million in the first half 
of 1955, a whopping 55 percent 
above the net income of $425 mil- 
lion for 1954’s first half, according 
to the corporation’s quarterly re- 
port. 

Net income in the second quar- 
ter of 1955 amounted to a record 
$352 million after provision for 
$392 million for U.S. and foreign 


S-P Notes Loss 
Of $3.9 Million 
In 2nd Quarter 


DETROIT. — Studebaker-Pack- 
ard lost $3,944,258 in the second 
quarter despite production and 
sales gains, the corporation re- 
ports. 

The loss, however, was consider- 
ably less than the $5,694,141 deficit 
chalked up during the first quarter. 

The report said the Packard 
division showed a profit for the 
second quarter, but this was more 
than offset by Studebaker’s losses. 

Net sales for the quarter ended 
June 30 were $136,399,008, and 
working capital increased almost 
$4 million over the first quarter. 

The corporation blamed lack of 
defense contracts and work stop- 
pages at South Bend for its inability 
to get into the black. 


Business Is Good— 


Leo Linehan, of Linehan Oldsmobile, 
Inc., New Rochelle, N. Y., left, appeared 
with a “Business Is Good” handkerchief 
in his lapel pocket and created a stir at 
the testimonial dinner given last week in 
Detroit for Pat O'Connor, retiring business 
management chief of Oldsmobile. Herb 
Gould, general manager of Motors Hold- 
ing division of GM, is taking a close 
look at the sign. More than 50 ex-factory 
men, who are now Oldsmobile dealers, 
came from all parts of the country to pay 
tribute to O'Connor, whom they credit 
with getting them started on the right 
track in their dealerships. 


income taxés. First-half income 
taxes were $767 million. 


First - half and second - quarter 
sales also set records. 


In 1954, net income was $236 mil- 
lion for the second quarter. Income 
taxes totaled $256 million for the 
second quarter and $458 for the 
first half of 1954. 


The report asserted, “General 
Motors business in the second 
quarter of 1955 was the best ever 
achieved in the history of the cor- 
poration. New records were estab- 
lished in sales and earnings. Em- 
ployment and payrolls were like- 
wise at new peaks.” 


It was noted that these gains 
resulted wholly from increased 
sales of civilian products, since 
defense sales for the first half 
of 1955 were 25 percent below the 
same period last year and ac- 
counted for 8% percent of total 
sales. 

Sales in the first 1955 half were 
29 percent higher than in the same 
1954 period. Net sales totaled a rec- 
ord $6,513 million in the 1955 half, 
compared to $5,066 in the like 1954 
half. Sales in ’55’s second quarter 
totaled a record $3,412 million, com- 
pared with $2,656 million in the 
corresponding 1954 quarter. 

In 1955, earnings per share of 
common stock amounted to $7.23 for 
the first half and $3.80 for the 
second quarter. The 1954 earnings 
amounted to $4.79 for the first half 
and $2.66 for the first quarter. 

The report stated, “A combina- 
tion of favorable factors has con- 
tributed to these results. Eco- 
nomic activity in the U.S. is at 
an alltime high. Consumer dis- 
posable income continues to rise. 
In such an environment, with 
money and credit available and 
with widespread confidence pre- 
vailing, the public has been and 
is in a buying mood. 

“The automobile industry has 
been the most important contribu- 
tor to this greater strength of the 
national economy. The industry has 
shown the greatest vigor and vi- 
tality in its 50-year history and has 
brought to the market 1955 lines of 
cars and trucks which are the most 
outstanding and represent the 
greatest values for the dollar ever 
presented.” 

Sales would have been even 
better if wildcat strikes in some 
U.S. plants had not curtailed out- 
put immediately preceding and 
following the signing of new union 
contracts in June, the report said. 

Maximum output and sales also 
were reported at record levels at 
GM overseas plants—Vauxhall in 
England, Opel in Germany and 
Holden’s in Australia. Factory 
sales of cars and trucks from 
these plants for the first six 
months of 1955 were 13 percent 
above the first half of 1954. 

The report said, “Stocks of new 
passenger cars in the hands of GM 
dealers at the end of June were 
very low for that time of year and 
in relation to the high rate of retail 
deliveries. With deliveries by GM 
dealers of both new and used pes- 
senger cars at record levels, the 
GM dealer organization enjoyed 4@ 
very profitable half year.” 
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Suit Asks Equality Under Licensing .. . 


Arizona Dealers Try 


Dealers tell me 


By John O. Munn 


[aoe week this column reviewed | 


a situation of a dealer who 
went the price route, failing to the 
extent of $100,000. Who should we 
blame for such liquidation? Can 
we afford to slough off dealers dur- 
ing the period when the automobile 
market is the strongest in history? 

No one will hold the flag up 

for a dealer who is a poor man- 
ager. This trade, like all busi- 
nesses, will have a percentage of 
failures. But the number now 
and the number that will occur 
during the cleanup is way out of 
proportion to what it ought to be. 

It seems to me that the manu- 
facturer has some_ responsibility. 
In the first place, some manufac- 
turer puts every dealer in business 
by granting him a franchise after 
a careful investigation of his fi- 
nances, his standing in the com- 
munity and his record as a man- 
ager. 

* * * 


Who Started It? 


UT who started this era of dis- 

counting? Who started the blitz 
sales in the fall of 1953? Who 
started the price hysteria? Who is 
responsible for more cars being 
manufactured than the market will 
absorb? Whose sales stimulant 
philosophy included the theory of 
loading up the dealer and letting 
him struggle? Who has put in stim- 
ulant dealers with low overhead? 
Who has directed full-page adver- 
tising signed, “see your nearest 
dealer”? 

A newspaper schedule was run 
recently by one of the principal di- 
visions who still insist on such a 
signature. Doesn’t this manufac- 
turer realize that there are some 
dealers in the territory who are 
preferred dealers, dealers who have 
spent a lifetime building up a repu- 
tation for the car as well as for 
themselves? 

Ought they be regimented now 
with the dealers of little invest- 
ment by having the signature in- 
fer by the use of the phrase, “see 
your nearest dealer,” that all 
dealers are the same, so shop 
around and see where you can 
get the car the cheapest? 

Who for 40 years has directed 
almost exclusively the activities of 
dealers in the sale of new cars 
rather than the thought of taking 
care of owners? Who is responsi- 


Canadian Dealers 
Pick Detroit for 


Convention Site 


DETROIT.— The Federation of 
Automobile Dealer Assns. of Can- 
ada will, for the first time, hold 
its annual convention outside the 
country. 

The group will meet in Detroit 
Sept. 20 to 22 at the Sheraton- 
Cadillac Hotel as well as in Wind- 
sor, across the river in Ontario. 
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ble that dealers gave scant atten- 
tion and lost to others the great 
market for automobile supplies and 
maintenance that now amounts to 
four times the dollar volume of new 


car sales? 
* * * 


Dealers Grow Up 


.. industry is now grown up. 
It has been a good many years 
since it gained its majority. Fac- 
tories, by their economic power, 
have wielded and continue to wield 
too much influence in directing and 
supervising the operations of deal- 
ers. That may have been all right 
in the industry when dealers were 
young. It is the responsibility of 
the parents to bring up their chil- 
dren. It is only natural for us to 
want to take care of our children 
ourselves and not let them grow 
up under influences that might 
contribute to their downfall. 


Factories have done a good job 
in this respect but, after a child is 
grown up and has learned life’s 
problems, isn’t it much better for 
him to go on his own resources? 
It is all right for the parents to sit 
back and advise and counsel] but 
isn’t it absolutely wrong for the 
children, as well as wrong for the 
parents, to continue to direct their 
method of living? 


All this, of course, is another 
way of saying that as long as we 
have a cancellation-without-cause 
clause in our contract the fac- 
tories, the parents of our trade, 
will continue to exercise eco- 
nomic power in their own short 
time interest of new-car sales 
volume, right now, rather than 
to utilize the strength and man- 
agerial abilities of the independ- 
ent businessmen who represent 
them in every community in 
America. 


No matter what anyone says 
publicly or in Congressional] hear- 
ings, as long as the cancellation 
clause exists there has been and 
will be force and coercion. 

There is plenty of evidence on all 
sides that force and fear exist and 
there is instant proof to be had in 
nearly every territory. Sometimes 
this proof is not available on ac- 
count of the cancellation clause 
itself. The dealer is afraid to talk. 
Many of them who have done so 
have suffered cancellation and lost 
their life’s investment. 

In these modern times there is 
no place in this world for force, 
fear or coercion. The contract must 
be changed. As a substitute for this 
negative process in the relationship 
between the factory and the dealer, 
Wwe must return to the fine Ameri- 
can art of persuasion. Why does 
this condition exist? Why has lit- 
tle ever been done about it? It is 
because the dealers do not unite in 
their desires and efforts to get this 
necessary change. 

x * OK 


Don’t Blame NADA 


ON’T blame Fred Bell or the 

NADA. Fred Bell is the most 
capable executive that NADA ever 
has had. The directors are out- 
standing men elected from every 
state in the Union. 

Factories always had the ability 
to influence the retail section of 
the trade, because they have an 
estimated 17,000 travelers who con- 
tact dealers several times a week. 
This is an influence that is diffi- 
cult to overcome. But it must be 
overcome, and it can be overcome 
by united action on the part of the 
majority of dealers. 

No leadership in all history 
could get ahead of those they 
purport to lead. So, Fred Bell and 
the NADA directors can’t get 
ahead of the thinking of the 
dealer. The factories always have 
used dealers to fight dealers. 

But I think I see an awakening. 
At least my travels to meetings and 
talks with individual] dealers indi- 
cate that they are becoming united 
and are forgetting the present dif- 
ficulties in the trade, which are 
merely effects, and are concentrat- 
ing on the cause—the contract. 





All Exhibits on One Floor 


Due for Chicago Show 


CHICAGO. —Earl T. Zweifel, 
president of Chicago Automobile 
Trade Assn., announced the dates 
of January 7-15 for an expanded 
1956 Chicago Automobile Show. 

Again the show will be held in 
the International Amphitheater. 
“In renewing the lease, the direc- 
tors provided for substantial in- 
creased exhibit space by contract- 
ing for the new extension which 
adjoins the amphitheater to the 
south,” said Zweifel. It is not ex- 
pected that the second floor of 
the main amphitheater will be 
used for exhibits. “Use of the new 
wing will provide sufficient ex- 
hibit space to hold the show on 
one floor,” said Zweifel. 











New ‘Bootleg’ Blow 


By Shel Engel 
Staff Correspondent 
PHOENIX, Ariz. — A new type 
of legal action aimed at used-car 
dealers who sell new cars has been 
instituted by the Arizona Automo- 
bile Dealers Assn. 


The AADA is not trying to pre- 
vent the independent dealers 
from selling new cars directly or 
by franchise action, but is ask- 
ing the state to impose the same 
conditions on unfranchised new- 











Dealers Aid Auto Instruction— 





PHILADELPHIA. —A new pro- 
gram of statistical gymnastics to 
interpret the race for sales leader- 
ship has been reported by Richard 
| Philadelphia Automobile Trade 
| Assn. 

According to MacMeekin, the 
number of cars registered is 
divided by the number of dealers 
to come up with the number of 
sales per dealer. 

If the formula is applied to na- 
tional May registrations, using} 
AvuTomoTive News figures for deal- 
erships in operation, the following} 





Sales-Per-Dealer Race 


Statistical Gymnastics Put Ford First, 
Buick Second, L-M Third 


MacMeekin, general manager of the | 





lineup results: 


Make Handled 
By Dealer 


Average Sales 
for Month 


RE eee ee el 22.7 
it ad Cesar mS 20.3 
Lincoln-Mercury ............ 18.5 
Chevrolet _.......................... 18.3 
Oldsmobile ....................... 13.9 
Dodge-Plymouth .............. 12.3 
NI rs oe ccces ciisatais docs : 12.1 
DeSoto-Plymouth .......... 11.9 
Chrysler-Plymouth 11.4 
NN oer ccierwvesicicscazs 4.5 
Sasi vas crs caches 1.3 
Studebaker ...................... 3.9 
TS seis 3.8 
UIE sisaihccosescksSiazescssectded 2.7 | 


In order to arrive at these aver-| 
ages, several arbitrary assignments 


Sunday Sales Stir 
Beaumont Clash 


BEAUMONT, Tex. — A request 
by the Beaumont Automobile Deal- 
ers Assn. for an ordinance prohibit- 
ing the sale of automobiles on Sun- 
day is being opposed by Kenneth 
S. Fisher, president of Beaumont 
Car Market, 300 Pine St. 

Fisher contends that Sunday is 
the only day many workers can 
devote to purchasing cars. 





Instructional automotive equipment is presented to South Hills High School, Pitts- 
burgh, by two area Oldsmobile dealerships, Dormont Olds, Dormont, Pa., and Brown 
| Motor Co., Inc., Overbrook, Pa. Attending the presentation are, from left, C. G. 
| Friedel, Oldsmobile Pittsburgh zone service manager; E. A. Stanley, zone manager; 
'U. G. Held, Dormont sales manager; Waldo Brown, Brown Motor Co.; Dr. John Mc- 
| Laughlin, South Hills, vice-principal, and 
the school. 


Eugene Winkler, automotive instructor at 


must be made. For instance, all 
Plymouths were divided equally 
among the Dodge, DeSoto and 
Chrysler outlets, and added to the 
totals for those separate makes in 
figuring the dealership average. 

Lincoln-Mercury totals included 
a certain number of exclusive Mer- 
cury outlets. 


While many Studebaker and 
Packard outlets are dualled, aver- 
ages are computed on the as- 
sumption that each individual 
outlet handled only its own make. 

No provision was made for other 
dual-franchise arrangements. 


| car dealers as it does on fran- 
| chised dealers. 

This would necessitate the in- 
vestment of money in showrooms 
and service facilities and, as one 
observer put it, make them “take 
the bitter with the sweet.” 

AADA’s course of action has 
taken the form of a friendly suit 
testing the validity of the state’s 
licensing practices. 

The action was brought against 
C.L. Lane, superintendent of the 
motor vehicle division of the Ari- 

zona State Highway Department, 
and was filed by Perry M. Ling, 
AADA attorney. 

The suit charges that since Jan. 
1 Lane has been issuing licenses to 
used-car dealerships which are not 
restricting their sales to used cars. 

It requests that Lane be re- 
stricted to issuing new-car licenses 
only to new-car dealers, and used- 
ear licenses which limit sales to 
used cars. 

C. A. Steinhof, manager of 
AADA said: “We are not trying 
to put anyone out of business. We 
are trying to put some of them 
in.” 

Several years ago an action 
brought by the State to restrain a 
used-car dealer from selling new 
cars was dismissed on _ constitu- 
tional grounds by Superior Judge 
Charles Bernstein. 


Dealers ! Ask Ban 
On ‘Wildcat’ 
U. C. Operators 


CLEVELAND. — A recommenda- 
tion that only legitimate new and 
used-car dealers be licensed to sell 
used cars was made to the Ohio 
Bureau of Motor Vehicles at a full- 
dress hearing here. 


Dealers, including Irv Rubin, 
president, and Seymour Terrell, 
counsel, of Cleveland Used Car 


Dealers Assn., lashed out against 
junk yards and corner gasoline sta- 
tions that sell used cars, while 
Marc Lance, vice-president of the 
Cleveland Automobile Dealers 
Assn., cited an industrial plant that, 
as a sideline, sold new and used 
cars. 

Dealers urged that only those 
businesses that have as their main 
economic function the sale of autos 
be licensed accordingly. 

At the same time, James Berry, 
president of Metropolitan Buick 
and a trustee of the Better Business 
Bureau that conducted the meet- 
ing, called for education of the 
public to the fact that manufac- 
turers do not set retail prices of 
new vehicles, and that generous 


tradein offers are not absorbed by 
| costs of the new model. 








On the House .. . 





Claude Klugh 


Hats off this week to Claude Klugh, who’s just 
completed 30 years as general manager of the 
Pennsylvania dealer association. Association was 
organized 36 years ago, has grown from handful 
of pioneers to nearly 4,000 members today under 
Klugh’s guidance. The “dean of association man- 
agers” was cited by President Roy Marberger for 

* his “pioneering in traffic safety, the state title law 
and favorable state legislation.” ... 

Dave Ralston, retired Oldsmobile sales man- 
ager, is operating two farms near Lansing, spends 
part of his time working on the loan committee 
of a Lansing bank; quipped to me last week that 





he “has to watch his income because of the social 
security regulations.” . . . Clem DeBarry, Cleveland dealer, wowed 
’em as toastmaster at the testimonial dinner given Pat O’Connor 
by 53 ex-factory men who’ve become Olds dealers . . 


North Dakota association has moved to new offices at 320 Broad- 


way in Fargo; announces 13 new 
Plymouth) will head 1956 Kansas 


members ... Ervin Feld (Dodge- 
dealers convention committee... 


Don McKay, who's aiding his father, R. D. McKay, in Wichita, 
says dealership’s sales far exceeded expectations this year, fears 
possible shortage of '55 Chryslers during 2%-month cleanup period... 

Lincoln is aiming for one percent of the total market in ’56; now 
getting about one-half percent. Ben Mills, Lincoln’s general manager, 
says: “We don’t believe in being in second place.” 





—Perts WeMHor?, Editor, 
Automotive News 
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°55 Sales Finally Overmatched .. . 


Only Korean Car Rush 
Tops August Outlook 


(Continued from Page 1) 


cars broke the old record of 430,- 
797, set in 1951, by 10.6 percent. 

2. March total of 636,534 new cars 
broke the old record of 512,599, set 
in 1951, by 24.2 percent. 

3. April total of 651,855 new cars 
broke the old record of 528,278, set 
in 1953, by 23.4 percent. 

4. May total of 661,304 new cars 
broke the old record of 540,575, set 
in 1953, by 22.3 percent. 

* - 


ESTIMATED June total of 

¢ 656,673 new cars broke the old 

record of 596,753, set in 1954, by 
10.1 percent. 

6. Estimated July total is frac- 
tion of percentage greater than 
record of 609,926 new cars regis- 
tered in 1950. 

7. All cumulative monthly totals 
set new records. That is, two- 
month, three-month, four-month, 
five-month, six-month and seven- 


Providence BBB 
Warns Public of 
‘Highball’ Deals 


PROVIDENCE. — The Provi- 
dence Better Business Bureau has 
issued a warning against the “high- 
ball-lowball” method of auto sell- 
ing. Complainants describe the 
scheme to the bureau this way: 

A prospect is offered $1,500 for 
his old car in trade on a newer 
model by a used-car salesman. He 
signs papers which the salesman 
says have to be approved before 
the $1,500 allowance can be made. 

What he actually signs is a car 
purchase order, along with signing 
over the title of his own car to the 
dealer. This purchase order is bind- 
ing only on the buyer because the 
contract contains a clause which 
says, “not valid unless approved 
by owner or manager of this 

ncy.” 
is then offered a 
much lower figure on his old car 
and may have to employ a lawyer 
to recover his original car if he re- 
fuses to go through with the deal. 

The bureau has warned the pub- 
lic not to sign anything until it 
has been read entirely and agreed 
to. An authorized person must sign 
a contract to make it binding on a 
dealership, the bureau states. 


Ford Appoints 3 
In ‘Car X’ Sales 


DEARBORN. — Three new ap- 
pointments in the sales and mar- 
keting office of Ford Motor Co. spe- 
cial products division, have been 
announced. 

The appointments are those of 
J. Beach Williamson, sales plan- 
ning manager; H. A. Pries, dealer 
planning manager, and Henry G. 
Baker, market and sales analysis 
manager. 

Williamson was assistant director 
of dealer relations and business 
management. He joined Ford in 
Louisville in 1940. Pries joined Ford 
division in 1954 as supervisor of 
dealer representation analysis. He 
had been sales promotion manager 
for International Harvester Co. 
Baker joined Ford recently. He had 
been senior marketing professor at 
the University of Utah and business 
consultant to Colonial Stores, Inc. 


Firestone’s Jackson 


Finds Europe Booming 


NEW YORK. — Economic recov- 
ery in the leading nations of West- 
ern Europe has been phenomenal, 
and business activity js breaking all 
pre-war records, according to Lee 
R. Jackson, president of Firestone 


Tire & Rubber Co., who has re-| 


turned from an inspection tour of 
Firestone plants in Europe. 

He said that all Firestone fac- 
tories in Europe have expanded 
their operations and are running 
at full capacity. As an example of 
tire demand, Jackson pointed to 
Britain; where car registrations are 
50 percent above the prewar level 
and truck-bts registrations are al- 
most 100 percent higher. 








month totals reached heights 
never before achieved. 

8. The first-quarter total of 1,553,- 
142 units broke the old record of 
1,416,162 units, set in 1950, by 9.7 
percent. 

9. The estimated first-half total 
of 3,497,205 new cars broke the old 
record of 2,829,937, set in 1950, by 
23.6 percent. 

Not that records are of much 
concern to dealership sales man- 
agers and their crews, except as 
these milestones are reflected by 
pressure from zone offices. The real 
heroes of the 1955 campaign will 
keep the hard sell clicking through 
the upcoming “off months” of the 
cleanup season. 

They also will be whittling on 
used cars, which have shown some 
recent signs of stagnating. 

* * - 


T WHOLESALE used-car auc- 

tions last week, the average 
price of all models dropped $6 to 
$789, according to AuTomoTive News’ 
index. 

The only individual models to 
show a gain were ’55s, which 
went up $5 to $2,155. 

Losses were as follows: ’48s, down 
$2 to $164; ’49s, down $5 to $238; 
52s, down $7 to $656; ’53s, down $7 

to $948; ’51s, down $8 to $467; 50s, 
down $10 to $343, and ’54s, down 
$11 to $1,340. 

New lows were established for 
all models except ’55s, ’49s and ’48s. 


Rubber Use Sets 
Monthly Mark 
Of 137,116 Tons 


NEW YORK. — New-rubber con- 
sumption in the U. S. during June 
amounted to 137,116 tons to estab- 
lish an alltime monthly high, ac- 
cording to the Rubber Manufac- 
turers Assn. 

The previous peak was hit dur- 
ing March, 1955, when 135,590 tons 
were used. June’s consumption 
was 5.06 percent above May’s and 
23.08 percent above June, 1954, the 
association reported. 

A slight increase was noted in 
natural rubber use in June but 
synthetic rubber jumped to a new 
high of 80,445 tons to break the 
overall record, the group said. 

Consumption of reclaimed rubber 
by the industry was estimated at 
28,991 tons during June, an increase 
of 4.70 percent over May and 29.88 
percent over June, 1954. 








AY dealers are becoming in- 
creasingly concerned about 
state and Federal governmental ac- 
tivity in the purchase and sale of 
automobiles. 

In some cases, it is charged, 
manufacturers have sold direct 
to government agencies at less 
than dealer costs. Then, in turn, 
some agencies dump their year- 
old vehicles on the public market 
in competition with dealers. 

The Pennsylvania Automotive 
Assn. asserted in a bulletin last 
week: 

“Dealers are entitled to know 
just how far the practice of selling 
new motor vehicles for less than 
dealer cost will extend. You might 
inquire what the position of your 
factory is going to be in this new 
development.” 

*x + x 

THE Federal level, NADA is 
currently fighting the proposed 
Mansure Plan under which the 
Government would sell vehicles on 
bid at the end of three years, in- 
stead of at the end of six years, as 
in the past. The plan has not yet 

been adopted. 

Pennsylvania is considering a 
plan for replacing state - owned 
cars—about 3,500—annually. The 
idea is the result of an experi- 
ment conducted by Maryland last 
year. 

In Maryland, the Department of 
Public Health has sold its fleet of 
| 150 year-old Customline Fords for 
' $1,060 each, after purchasing them 








Used-Car Bulletin from Detroit ... 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


July 27 


(Bad rain storm stopped sale for 

a while, however, we sold 61 percent 
of 200 cars entered.) 

BUICK—’53 Super 4-dr., $1,175*; Spe- 
cial 4-dr., $800. '52 Super Riviera 
coupe, $850*; conv., $850*; 4-dr., 
$740*; Special 2-dr., $700. ‘51 RM 
station wagon, $600*; Super Riviera 
coupe, $625*; 4-dr.. $600*, $525*, 
$500. °50 Special 4-dr., $235*. 

CHEVROLET—’55 Bel Air (8) conv., 
$1,885*. °54 Bel Air 4-dr., $1,190*; 
2-dr., $1,040. ’53 Bel Air coupe, $1,- 
225*, $950; conv., $1,060*; Sport 
coupe, $915; Two-ten 4-dr., $790; 
One-fifty 2-dr., $650. ’°52 SL Deluxe 
Bel Air, $650*; 4-dr.. $590*, $555*; 
2-dr., $525. °51 SL Deluxe station 
wagon, $715*; 4-dr., $525*, 2 at $460; 
conv., $515, $440. ‘49 SL Deluxe 
2-dr., $140. 

CHRYSLER—’52 Windsor 4-dr., $725*; 
Newport, $500*. 

DeSOTO — ’52 Fire Dome (8) 4-dr., 
$685. °51 club coupe, $410; 4-dr., 
$365. 

DODGE—'54 Coronet (8) club coupe, 
$1,100*. °53 Coronet (8) Sport coupe, 
$930*; 4-dr., $760*, $755*; club 
coupe, $715*; Wayfarer 4-dr., $560. 
*52 Meadowbrook 4-dr., $500; 2-dr., 
$405. °51 Meadowbrook club coupe, 
$550, $450; 4-dr., $420*, $375. ‘50 
2-dr., $300. '49 4-dr., $135. 


FORD—’55 Fairlane (8) Victoria. $2,- 


100, "54 


Crest 


$1,900; conv., $2,090* (ps). 
(8) Victoria, $1,425; club 
coupe. $1,190*%; Custom (6) 4-dr., 
$1,070. 53 Crest (8) Victoria, $1,- 
010*, $980; 2-dr., $960, $910*; 4-dr., 
$940; Custom (8) 2-dr., $840*, $800; 
‘52 Custom 


Custom (6) 2-dr., $770. 


(6) 4-dr., 
(8) 2-dr., 


$610; 2-dr., $610; Main 

$625*, $485; Main (6) 2- 
dr., $480. ‘51 Custom (8) 2-dr., 
$490*; conv., $430*; Deluxe (6) 2- 
dr., $375, $320, $250. "50 Custom (8) 
conv., $330; Custom (6) club coupe, 
$285. 

HUDSON—’53 Hornet club coupe, $860. 
‘52 Hornet 4-dr., $425*. 

KAISER—’52 2-dr., $375. 

MERCURY — '53 Custom Sport coupe, 
$1,270*. '52 Custom 4-dr., $710. ‘51 
Custom club coupe, $515, $475; 4-dr., 
$450. 

NASH — '53 Statesman 4-dr., $725, 
$670; 2-dr., $715. °51 Rambler sta- 
tion wagon, $275. 

OLDSMOBILE—’53 (98) Holiday, $1,- 
540°. '52 (98) 4-dr., $955*. ’ 
4-dr., $805*, $665*, $580"; -ar., 
$760*; (98) conv., $425*. '50 (98) 
4-dr., $300*; (88) 4-dr., $250*. '49 
(88) 4-dr., $255*. 

PLYMOUTH—’55 Plaza (6) 2-dr., $1,- 
450. °54 Belvedere 4-dr., $1,150; 
Plaza club coupe, $800. °53 Cam- 
bridge club coupe, $665. °52 Cran- 
brook station wagon, $725; conv., 
$540; 4-dr., $460, $385. °51 Cran- 
brook 2-dr., $400; 4-dr.. $370; Cam- 
bridge club coupe, $305. '50 Deluxe 
station wagon, $475. 

PONTIAC—'54 Chieftain (8) conv., $1,- 
770* (ps); 2-dr., $1,425*. '53 Chief- 
tain (8) Catalina, $1,220*; club 
coupe, $1,200*; Chieftain (6) 2-dr., 
$820. '52 Chieftain (8) 4-dr., $760*, 
$665*; 2-dr., $525. °51 Silver Streak 
(8) Catalina, $650*, $560, $525*; 
2-dr., $510*: 4-dr., $325*, $310*. 

STUDEBAKER — '53 Commander club 
coupe, $775; 2-dr., $690*, $530. °51 
Commander 4-dr., $265, $215; 2-dr., 
$200. 





*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 36, 37, 38, 39 





Police Cars Form Safety Message— 


The highway safety slogan, “Slow Down and Live,"' is spelled out by the personnel 
of the North Carolina State Highway Patrol and its fleet of Ford police interceptors. 


Government Car Deals 
Stir Retailer Concern 





cae 





a@ year ago for $1,070 each. Aver- 
age mileage on the cars was 10,500. 
By avoiding the Federal Excise 
tax and keeping depreciation down 
to $10 a year, the State saved 
$58,000. 

The Automobile Trade Assn. of 
Maryland commented, “We feel 
that this activity places the State 
squarely in the used-car business 
in direct competition with retail 
dealers. 

x 


* * 


oe whole situation has been 

brought about by the ability 
of the State to purchase new mo- 
tor vehicles at ridiculous prices. In 
some cases, manufacturers have 
sold direct at lower than dealer 
costs. 

Maryland association officials 
have discussed the matter with 
Department of Health officials, 
the director of the budget, sev- 
eral state senators and shortly 
expect to meet with the governor 
on the subject. 

The Mansure Plan, which embodies 
a new program for the disposition 
of U. S. government vehicles, con- 
tains these points: 

1. The Government will sell all 
vehicles after 3 years or 50,000 
miles. Formerly they were sold 
after six years or 60,000 to 100,000 


miles. 


* * ® 


») |Car Sales Marks 








Continue to Fall 


Factories Report 
On Mid-July Period 


DETROIT.—Several car makers, 
reporting on mid-July 10-day per:- 
ods last week, claimed continued 
record-breaking sales performances. 

The cited figures were compiled 
from dealer’s reports to factories 
of retail deliveries: 

* 


Oldsmobile 


Oldsmobile’s retail sales for the 
10 days ended July 20 set a new 
high record for that period, accord- 
ing to J. F. Wolfram, general man- 
ager. 

Total sales for that period came 
to 18,774, Wolfram said, represent- 
ing a 36 percent increase over the 
previously reported total of 13,846 
for the 10-day period ended July 10. 

The new record also is in excess 
of the 12,105 total of retail sales 
for the same 10-day period in 1954. 
Previous high record for the July 
20th 10-day report was registered 
in 1950 when 12,769 sales were re- 
ported, according to Wolfram. 

* * * 


General Motors 


Retail sales of General Motors 
passenger cars in the U.S. during 
the first 20 days of July were the 
highest in history for that period, 
Harlow H. Curtice, president, has 
announced. 

New marks were set for the sec- 
ond 10 days of July and for the 


period Jan. 1 through July 20, Cur- | 
tice said. The new records were | 


established in both new and used- 
car sales. 
New-car sales during the first 


20 days of July totaled 187,799, or | 
137.1 percent of the figure for the | 
same 1954 period, he said. This in- | 


cluded 107,787 sales during the 
second 10 days of the month, 147.7 
percent of the 1954 total for the 
corresponding period. 

Retail sales of new cars through 
July 20, totaled 2,134,593, highest for 
that period and 138.4 percent of the 
total for the corresponding period 
in 1954. 

Used-car sales totals were: first 
20 days of July, 238,813, or 122.5 
percent of the 1954 figure for the 
period; second 10 days, 138,879, or 
135.2 percent of the 1954 total; and, 
Jan. 1 through July 20, some 2,749,- 
800, or 130 percent of last year’s 
figure. 


* * 


Pontiac 
Pontiac sales for the second 10 
days of July ran 203 percent of the 
same period of 1954, according to 


THE plan is expected to cut R. M. Critchfield, Pontiac general 


2. maintenance costs from $200 to 
$75 a year per unit. Depreciation 
will be reduced, also. 

3. All vehicles will be sold on bid. 
Initially, 65,000 units will be sold in 
Washington, Chicago and San Fran- 
cisco. 

Recently the NADA Board of 
Directors passed a resolution call- 
ing for a halt to the practice of 
direct bidding by factories on 
governmental or fleet accounts. 

The resolution requests manu- 
facturers to refrain from bidding, 
either directly or through subsidiza- 
tion of dealers, on the accounts of 
state governments, political subdi- 
visions, fleet purchasers or indi- 
viduals. 


Pa. Purchasing 
450 Chevrolets 
In Factory Deal 


HARRISBURG, Pa. (UTPS). — 
Pennsylvania plans to buy cars 
for state use direct from the fac- 
tories, thus by-passing dealer “com- 
missions,” 

A state contract for 450 sedans 
was awarded to Chevrolet, low 
bidder at prices ranging from $1,- 
139.89 to $1,223.86. 

Dealers, under the plan would 
get a $25 “service charge” on each 
car for delivery details. 

The state said it expects to save 
$2,500,000 in automobile equipment 
operations by buying 3,200 new 
cars each year and selling, to the 
highest bidder, approximately the 
same number of vehicles of 1949 to 


| 1954 models. 


manager. 
Sales totaled 15,753 cars for July’s 
second 10-day period, up from the 
12,675 sold during the first 10 days 
of the month. 
. 2 


Buick 


Buick dealers delivered 20,380 
cars during the second 10 days of 
(See ROUNDUP, Page 41, Col. 2) 





Advice from Expert— 


Miss France, contestant in the Miss 
Universe Beauty Pageant, points out 
a Parisian scene to Chandler D. Simonds, 
winner of a trip for two to Paris. Simonds 
is general manager of Harbor Lincoln- 
Mercury, Long Beach, Calif., which tock 
first place in a six-month sales contest 
between all dealerships owned and oper- 
ated by Wane Management Service in 
the U. S. and Canada. 
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Used car losses wiping out new car profits ? 


Franchised ‘Jeep’ dealers have no used car problem ! 





As a franchised dealer for the ‘Jeep’ family 
you'd have these 6 roads to extra profits : 


L. Freedom from competition. Only Willys dealers have the ‘Jeep’... no worries 
about “wheeling and dealing” competition down the street. No loss of 
markets during winter months ...no lost dollars. 

2. High resale value. The average 2-year old Universal ‘Jeep’ commands up 
to 90.4% of factory list price ... your assurance of customer satisfaction 
and profitable deals when you wash out ‘Jeeps’ taken in trade. 

3. High percentage of clean deals. Nearly half the sales are made without 
trade-ins ... full profit attainable on each sale 

4. High service absorption. Even with its famed ruggedness, the ‘Jeep’ family 
requires frequent service because of its daily use in business... and most 
service jobs come back to the dealer instead of the independent garage. 

5. Lowest-priced 4-wheel drive trucks. As the lowest-priced 4-wheel drive truck in 
America, the ‘Jeep’ Truck has the inside track in the growing trend 
toward 4-wheel drive trucks in business, industry and agriculture. - 

6. Plus profits from special equipment. You'd sell more than 50 kinds of additional 
special equipment, with profitable “extras” on many original sales. And 
every time the owner has a new job to do, he becomes a prospect for 
a new piece of equipment. 


Are you happy when you look at your new car volume, but sad as you study gross profits 
after the wash-out sale is completed? Do you find yourself ending up with a loss after 
washing out the used car, because “wheel-and-deal” competition from down the street 
forced you to over-allow to hold the deal, or because used car prices slid off before 

you washed out the deal? 


What you can do about it! You can investigate the one franchise that permits you a 
high profit on every new vehicle sale. 


Dealers selling the ‘Jeep’ family of 4-wheel drive vehicles have no used car problem. 
Nearly 50% of their sales are clean deals—and that means high profit on every one of 
these sales. When they do take a ‘Jeep’ vehicle in trade, its high resale value is 
assurance of good profit on the wash-out sale. And allowances on competitive vehicles 
taken in trade can be held to reasonable deals, because 4-wheel drive ‘Jeep’ vehicles 
have no competition. The prospect can’t get a similar new vehicle from a dealer for 
another make down the street. Only Willys dealers have the Universal ‘Jeep’! Only 
Willys dealers have the lowest-priced 4-wheel drive truck in America. 


What this means to you. Hundreds of new dealers, in large and small cities, have 
signed up this year to sell the Universal ‘Jeep’ and other 4-wheel drive vehicles in the 
‘Jeep’ family. Find out what a ‘Jeep’ vehicle franchise could mean to you. 


e ’ 
seep family of 4-wheel drive vehicles 
® 


The 


Universal 


Jeep Dealer Development Department 


Willys Motors, Inc. Toledo 1, Ohio 
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‘Jeep’ Truck ; 
: Name nasa 
o 
‘Jeep’ 7 e Address SAAN 
Station Wagon ° 
a ‘* . 
. City __State 
a 
‘Jeep’ . Busines: Position 
Sedan Delivery ~ 


Without obligation, please have a representative call 
and give me information about the Willys franchise. 
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We Need College Grads, Says Dealer... 





How to Get the Best Salesmen 


By J. H. Reed 
Staff Correspondent 

SAN ANTONIO. — Talk to any 
automobile dealer or dealership 
manager and one will find that he 
would prefer to have college grad- 
uates as salesmen—if he could get 
them. 

Yet, surprisingly enough, few 
dealers—and still fewer automo- 
bile salesmen—are college men. 
And those who are in the indus- 
try seem to have gotten into it 
by accident rather than by in- 
tent. 

Why? Here is a business which— 
at least in the selling—is definitely 
“white collor.” It is a field which is 
not confined to the four walls of a 
display room for, to the enterpris- 
ing automobile salesman, “the city 
is his parish.” 

And it is a business with excel- 
lent opportunities for advancement 
for the well-educated and _ intelli- 
gent young man with his mind set 
on “going places.” 

May not the fact that the auto- 
mobile industry has failed to at- 
tract college graduates be due to 


the fact that it has made little or| 
no effort to attract them? And, if 
this is so, may it not be about time 
for the industry to get busy in the 
face of a growing “salesman- 
power” shortage? 

“Yes,” exclaims one San An- 
tonio dealer who is a college grad- 
ate as was his father before him. 
“I'd rather have a college grad- 
uate as a salesman—if I could 
get him.” 

He hastened to explain that it 
was not because of any “old col- 
lege ties” or because of the belief 
that “college men must stand to- 
gether” but because he believes that 
a good basic education and quick 
intelligence are More necessary to- 
day in selling motor vehicles than 
ever before. 

The dealer listed these reasons 
as the basis for his thinking on the 
subject: 

1. The auto salesman must be 
jable to meet all classes of people 
|on equal terms. 

2. He must be able to meet them | 





Foam rubber top- ~* 
per construction 

of seat and back in- 
sures maximum com- 
fort. Areated covers 
(optional) reduce sweat- 
ing and sticking. 


Revolutionary rub 
ber torsion springs 
soak up shock, level 
jars and jolts. 


Seat cushion can be 
moved forward or 
back 1%” to assure 
maximum leg and 
knee comfort. 


Convenient handle adjusts 


sion springs to drivers weight, 


insures smooth ride for 


driver from 100 to 275 pounds. 
Also adjusts seat height up to 2’. 


Here is the most revolutionary development in truck seating 
history — the Bostrom Level Ride ‘‘80” suspension seat. Four- 
teen years of research and engineering have combined to produce 
a truck seat with a ride five times smoother than that of any other 
seat. And Bostrom’s exclusive new rubber torsion spring design 
makes it possible. For these unique torsion springs soak up 
shock, convert erratic pitches and jolts into a “‘passenger car” 
ride. Five adjustments enable the Level Ride “‘80”’ to accommodate 
all sizes and weights of drivers and permit posture changes while 
driving. Check carefully all the features of the new Level Ride 
“80”. Once you do, you’ll specify the Bostrom Level Ride ‘‘80” 
for all your trucks. 


BOSTROM 
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social clubs if he is to sell cars to| 
them. 

3. He must be able to make good 
“connections” and make good use 
of those connections socially if he 
is to make a success as a sales- 
man. 

“In fact,” he said, “it is my con- 
viction that a dealership should | 
encourage its salesmen to become 
members and officers in all sorts 
of organizations, even to the extent 
of picking up the tab on fees and 
dues, for this is the quickest way 
method of building businesses for 





them.” 

He pointed out that since col- | 
lege graduates are, as a rule, bet- | 
ter trained for social life, they | 
are able—in his opinion—to make | 
and use such connections faster | 
and to better advantage. 

This dealer was quick to scoff | 

at the idea that a college man holds 


a living—at least on the bank vice- 
presidential level. We have all met 
and have known this type. But he 
is in a minority.” 


The dealer equated this idea with 
the statement that four years in 
the Army ruins a man for every- 
thing, which has been disproved 
again and again, he said. 


“College graduates,” he said, 
“are—in the main — just like 
everybody else. They have spent 
four extra years in getting an 
education and they want to be 
sure that they will get into some- 
thing that will pay them for their 
extra education.” 

The dealer declared there were 
four things that automobile dealers 
would have to prove to the college 
graduates if they were going to 
have success “recruiting” them. He 
said they must show that: 

1. An auto sales job will give 
them a standing in the community. 
“Certainly selling automobiles is 
not a calling to be ashamed of un- 


|less—by our methods—we make it 


so.” 
2. It will give the graduate an 


himself “too good” for the automo- | opportunity to make use of what he 


bile business. 


| has 


learned. “Where else will a 


“Of course,” he admitted, “there;man meet so many persons from 
are some college men who think/| different businesses and with dif- 
because they were ‘big men on the | ferent interests in life? Certainly 
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MILWAUKEE 


in their homes and at civic and! campus’ that the world owes them | an auto salesman who takes an in- 





Wis. Hudson Dealers 


Stage ‘All-Star’ Sale 


MILWAUKEE, — Inspired by 
baseball’s “All-Star Game,” Hud- 
son dealers in the Milwaukee 
sales zone, which covers most of 
Wisconsin, held an “All-Star Day” 
sales drive July 28. 

Each dealer was asked to sell 
one additional car that day, above 
his regular daily volume. Special 
tradein allowances were made 
prospective buyers on their old 
cars. 





terest in his customers and their 






























Exclusive back 
design completely 
absorbs “back slap.” 


Back can be set at any 
one of 3 different positions 
for driver comfort. 


Rear of seat can be 
raised or lowered with 
handle (3 positions) to 
permit posture changes. 





Complete seat assembly 
can be moved forward or 
back up to 4” along ball 
bearing slides. 


TORSION SPRING 
SUSPENSION SEAT 
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work will never find things dull.” 

3. It will give adequate remuner- 
ation. “Even in these days and 
times, a topgrade auto salesman 
can make $1,000 a month. It will 
require work, yes. It will take time 
—maybe several years of it—but 
the man who has ‘selling person- 
ality’ and who will work at the job 
intelligently and hard can do it. 
Plenty of them are doing it, with- 
out benefit of a college degree.” 

4. It will give an opportunity for 
advancement. “The college gradu- 
ate who is ambitious will find just 
as many opportunities to advance 
as he will in other lines of work— 
and maybe more.” 

The dealer pointed out that 
other industries—such as adver- 
tising—have gone out and cre- 
ated interest among the college 
men before they graduated. He 
added that many big companies 
check the lists each June for 
honor graduates to “pick the 
cream of the crop” and get it. 
“So,” he advised dealers that 
wanted college men as salesmen, 
“you have got to go out and get 
them.” He said there was no point 
in dealers “hiding their heads un- 
der the hood.” 

“You've got to point out to these 
bright young men that the auto- 
mobile selling field offers business 
opportunities to them that they 
cannot afford to miss,” he said. 

“Every year the automobile 
dealer is deluged with bids to ad- 
vertise in high school, college and 
university annuals. Why not — if 
you must use this space,” he asked, 
“use it to point out to these young- 
sters the opportunities that lie 
ahead in automobile salesmanship 
and dealer management as a ca- 
reer?” 

The dealer reminded others that 
it might pay dividends in attract- 
ing some of these young men to 
their organizations to help “build 
a ‘live’ sales organization that will 
give you the business you always 
have been trying to get.” 


Tennessee Lists 
Top Speakers for 
Parley Sept. 25-27 


NASHVILLE. — The Tennessee 
Automotive Assn. has announced 
that its 1955 convention will be 
held Sept. 25-27 at the Buena Vista 
Hotel, Biloxi, Miss. 

Speakers will include Frank 
Yarnall, NADA president; Hayse 
Tucker (Ford), Tuscaloosa, Ala.; 
John Lander, president, Georgia 
Automobile Dealers Assn.; Mrs. 
Betty Davis, Saturday Evening Post 
writer, and Joe Leopold, Dallas. 

Banquet speaker will be Fred 
Hartley, former Republican Con- 
gressman from New Jersey and 
co-author of the Taft-Hartley Act. 


Mack Profit Leaps 
To $3,292,486 


NEW YORK. — Net earnings of 
Mack Trucks, Inc., rose from $359,- 
350 for the first half of 1954 to 
$3,292,486 for the 1955 half year. 

Sales for the 1955 period were 
$83,736,996, compared with $55,054,- 
535 for the first six months of 1954. 
Second quarter sales for 1955 were 
$49,087,963 as compared to 1954’s 
$30,182,451 and the second quarter 
1955 and 1954 profits were $1,945,- 
298 and $244,253. 


$625 Million for New Cars 


SAN FRANCISCO. — A State 
Board of Equalization report cov- 
ering the first quarter of the 1955 
taxable year shows that Californi- 
ans spent $625,305,000 for new auto- 
mobiles, breaking all previous rec- 
ords. 
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First in the Post 


Back before World War I (1912) the first advertise- 


: ment for a car with electric headlights and self- 
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starter appeared in The Saturday Evening Post. Yet 
this was only part of an already established advertis- 
ing pattern. For years the industry had been using the 
Post as the first place to tell—and sell — new-car Seas oS 
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customers. And because it has paid off by pointing 
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Hike Averages 1114 Cents an Hour .. . 
Dealer Pacts Boost Shop Wages 


(Continued from Page 1) 
granted their shop workers an ex- 
tra day off on their birthdays. 

A noteworthy point is that no 
salesmen were affected by any of 
the contract settlements, despite 
intensive drives among the sales- 
men during the past two years 
by the AFL Teamsters and other 
unions. 

Unionists and dealers frankly ad- 
mit that the union fervor of most 
salesmen has greatly declined this 
year because of the record-break- 
ing sales and the resultant rise in 


commissions. 
* * * 


Sales Affect Raises 


OUBTLESS the fast sales pace 

also has been a large factor in 
the settlement of contracts cover- 
ing shop workers. Many dealers 
and dealer associations, remember- 
ing the small profits of 1954 and 
1953, opened their negotiations this 
year with demands for wage cuts. 
But every settlement concluded 
with some kind of a boost. 


settlement of 11% cents an hour 

compare with other contract set- 

tlements in 1955? 

The U. S. Department of Labor 
has completed a study of 221 settle- 
ments covering 959,000 workers in 
the first three months of 1955. 

The study showed that 28 per- 
cent received raises of 9-11 cents; 
20 percent, 5-7 cents; 18 percent, 
7-9 cents; 13 percent, no raises; 8 
percent, less than 5 cents; 4 per- 


Car Exhibitors to Draw 
For Chicago Space 


CHICAGO. — Drawing for pas- 
senger car exhibit space at the Chi- 
cago Automotive Trade Assn.’s 1956 
Automobile Show will be held in 
the latter part of August, accord- 
ing to C. J. McCorkle, association 
president. 

The show will run Jan. 7-15 at 
the International Amphitheater, 
with car exhibits housed in a re- 
cently constructed annex. Truck 
and accessory exhibits will be on 





cent, more than 13 cents, and 2] 


percent, 11-13 cents. 
* * * 


Union Wins in Detroit 
N DETROIT, the AFL Salesmens 
Union followed up its favorable 
decision in the Walker Motors case, 
which in effect ruled that the state 
labor board accepts any jurisdic- 


tion refused by the U. S., by win-’ 


ning the state-held strike vote, 31 
to 12. Five of the Walker shop em- 
ployes did not vote and two votes 
were challenged. 

After the election, union officials 
announced that they would push a 
drive to organize all Detroit-area 
garage workers by asking the state 
board to order more elections. 

In a National Labor Relations 
Board election in Glenolden, Pa., 
service employes at Interboro 
Chevrolet Co. voted 14-1 to de- 
certify their union as their bar- 
gaining agent. Union objections 
to the election were filed but later 
overruled by the board. 

In Cincinnati, the NLRB has or- 


How does the average dealer’ the first floor of the Amphitheater. dered an election among all new 








Chooses Studebaker— 


Robert E. Chapman, president of Bob 
Chapman, Inc., Columbus, O., signs a 
Studebaker dealer franchise in the pres- 
ence of R. W. Richwirt, Studebaker dis- 
trict sales manager, left, and Dale Groves, 
sales manager for Chapman. Chapman 
has been in the automobile retail business 
for 19 years. 


and used-car and truck salesmen at 
Fuller Ford to decide whether the 
AFL Retail Clerks will be their 
representative. 

Last March a representation elec- 





Car dealer S> Here is the one accounting machine—the 


Burroughs Sensimatic—that will mechanize 








your accounting system without changing it! 


Following your present factory-recommended system, 
the Burroughs Sensimatic will handle all your 
accounting records in a fraction of the time it takes tc 
do them by hand. Distribution Journals, for example, 
can be done three times faster! What’s more, thanks to 
Sensimatic’s exclusive interchangeable sensing panels, 
growth of your dealership, or changes in your system, 
will not make your Sensimatic obsolete. When your 
system changes, simply change panels. For the complete 
story, and a demonstration of what the time- and 
cost-saving Sensimatic can do for you, see your phone 
book for the branch office nearest you, or write 
Burroughs Corporation, Detroit 32, Michigan. 


Burroughs” and “‘Sensimatic” are trade-marks. 





Dealers Get Fee to See 


If New Cars Are ‘Safe’ 
CHARLESTON, W. Va. — A 
Kanawha City man says he has 
discovered that dealers are charg- 
ing $1.25 inspection fee for new 
cars. 
He told the Charleston Gazette 
he had complained about the 
charge to the dealer who sold 
the auto. He was told “every- 
body’s doing it.” The inspection 
is required by a state law de- 
signed to “remove unsafe vehicles 
from highways.” 





tion was held at the dealership but 
later the election was set aside on 
the recommendation of the regiona! 
director. 

An election in Anchorage, Alaska, 
resulted in the service employes of 
Hoyt Motor Co., voting 5-0 against 
the petitioners, Local 959 of the 
AFL Teamsters and Lodge No. 1735 
of the AFL Machinists. 

+ + 


Strike Vote at AMC 


_. the UAW begins 
a strike vote among the 24,000 
American Motors Corp. employes 
today (Aug. 1). Talks between the 
company and the union have been 
suspended until Aug. 8, just four 
days before expiration of the con- 
| tract. 

In the meantime, the company 
and the union are negotiating 
working agreements in the indi- 
vidual plants. AMC has flatly re- 

| jected two offers made by the 
union. 

UAW Vice-President Leonard 
Woodcock said he felt that the 
major economic matters could be 
settled during the short time be- 
tween Aug. 8 and Aug. 12. 

Chrysler Corp. and the UAW are 
continuing their bargaining, with 
several important issues to be 
threshed out before any agreement 


;}on a new contract can be reached. 
+ * 


S-P Strike Seen 


| _ BERNDT, UAW regional 
director, said last week that the 
Studebaker record of never having 
|had an authorized strike would be 
broken unless Studebaker-Packard 
| Corp. changes its ways. 

Talks were continuing follow- 
| ing the layoff of 1,700 employes 
and a strike vote that was car- 
ried by 82 percent of those vot- 
ing. The Studebaker contract ex- 
pires Sept. 1. 

Last week Walter Reuther, CIO 
jand UAW president, made this 
|} comment on the union’s indictment 
|for violation of the Taft-Hartley 
Act: 

“The UAW-CIO welcomes a test 
|on the constitutional right of a 
\labor union to express its point of 
|view on political issues and other 
|matters of broad public policy 
| through the purchase and use of 
|radio and television time. 





* * * 

| Vindication Expected 
|\“*FXHE UAW-CIO has complied 

with both the spirit and the 
letter of the law dealing with politi- 
cal expenditures, and we are con- 
fident that the courts will uphold 
our right of freedom of expression 
in accordance with the constitu- 
|tional guarantees as set forth in 
the Bill of Rights.” 

In Washington, the Depart- 
ment of Labor has asked Con- 
gress for a 50 percent increase in 
the number of people needed to 
enforce the new Minimum Wage 
Act which raises the minimum 
wage from 75 cents to $1 an hour. 
It will affect 2.1 million workers, 
most in the South. 

Labor Department officials de- 
nied that the hiring of more per- 
sonnel would turn loose a wave of 
investigators on industry to un- 
cover violators. 

* 


Platt Appointed Umpire 
For Ford-UAW Pact 


DEARBORN. — The appointment 
|of Harry H. Platt, prominent De- 
troit attorney, as umpire under the 
new labor agreement between Ford 
Motor Co. and the UAW-CIO was 
announced last week by John §& 
Bugas, Ford vice-president, and 
Ken Bannon, director of the UAW'’s 
National Ford department. 

Platt is one of the nation’s best- 
known labor arbitrators, having 
| settled more than 1,000 labor-mar- 
|} agement disputes in the auto, steei, 
oil, transit and other industries. He 
has served since 1950 as one cf 
three part-time associate umpires 
under the Ford-UAW contract. 
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Building Through Human Relations .. . 


Teamwork in the Dealer Shop 


Eprror’s Note: One of a series 
of letters to inspire team spirit 
to be utilized by a service 
manager or dealer orally in 
staff meetings, by letter sent 
to the employe’s home or 
posted on dealer’s bulletin 
board. 


By John O. Munn 


Dear Fellow Worker: 


EVERYTHING THAT 
we do around the shop in- 
volves all of us. The small- 
est transaction, 


No.9 directly or indi- 
a rectly, touches 
SERIES : 


each and all of 
us. We each have some- 
thing to do with it. 
Maybe a repair job is 
seemingly done entirely by 
one person. But let’s look 
at it closely. Whose duty is 
it to provide the tools, the 
parts or materials with 
which the job can be done? 





Japanese Tour 
U.S. to Study 


Auto Techniques 


WASHINGTON. — Twelve Jap- 
anese, representing the major auto 
manufacturers, are touring the 
U. S. to study mass production 
techniques and management prac- 
tices in the American automobile 
industry. 

The group has visited plants in 
the San Francisco, Los Angeles, 
Memphis, Kenosha (Wis.) and Chi- 
cago areas in the course of its six- 
week trip and.will spend most of 
August in Gary, Ind.; South Bend; 
Detroit; Toledo; Cleveland; New 
York, Allentown, Pa., and Wash- 
ington, D. C. 

In these cities the group will ob- 
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serve and study production tech- | 
niques and methods at plants pro- | 
ducing cars, trucks and buses, au- | 


tomotive engines and parts and also | 
will confer with representatives of | 
industry and} 


local trade unions, 
trade associations, and automobile 
dealer and financing organizations. 

Sponsored by the International 
Cooperation Administration, the 
team is the second to come to this 
country under the U. S. technical 
cooperation program in Japan. The 
first group—from Japan’s iron and 
steel industry — completed a six- 
week productivity study here on 
July 14. 


I-H Sales Post 
Filled by Dibble 


CHICAGO.—Robert W. Dibble has 
been named general sales manager 
for International Harvester Co., 
succeeding Allan J. Peterson, who 
retired after 45 years with the firm. 

B. H. Bagby, former southwest 
regional general sales manager, 
has replaced Dibble as assistant 
general sales manager. 


Process Gear Reveals 


Expansion Plans 


SYRACUSE, N. Y. — Joseph F. 
Kerigan, president of New Process 
Gear Corp., has announced expan- 
sion plans calling for the addition 
of hundreds of employes this sum- 
mer and upwards of 1,000 to meet 
new production requirements later 
this year. 

Chrysler Corp. orders for trans- 
missions principally account for 
the development. New Process has 
been operating three shifts in both 
its gear plants. 

Increased production arrange- 
ments require added floor space, to 
be leased in Syracuse. 


Ford Cites Lloyd 


JACKSON, Miss. — The Lloyd 
Ford Co. has been awarded the 
“Four Letter Dealer’ award by 
Ford Motor Co. J. T. Lloyd is pres- 
ident and Frank Hutton is general 
manager of the dealership. 





Who must keep books on it 
after it is done, and attend 
to the clerical part of the 
transaction? 

All the goodwill gained by 
efficiency and courtesy in the 
service shop can be lost by 
carelessness and indifference 
in the office. And vice versa. 


We “make the most” out 
of our opportunity when 





N. J. Dealers Exchange 


To Hold First Auction 


BORDENTOWN, N. J.—National 
Auto Dealers Exchange will hold 
its first auction here next Wednes- 
day (Aug. 3). A preview of its fa- 
cilities was held last week. 

The exchange is located on Route 
206, just south of the Bordentown 
exit (No. 7) on the New Jersey 
Turnpike. 


| everybody does his part 
|capably. The sum total of 
| that concerted good effort 
is the satisfaction of our 
customers. 

And a satisfied customer 
is the best advertisement 
we can have. He is our fu- 
ture security as well as the 
source of our present in- 
come. The way we treat 
that customer means a lot 
more to us—all of us — 
than it does to him. 

Let’s “gang up” on every 
job. 

Sincerely yours, 
CAR DEALER & 
COMPANY 
Manager 





Look at the signal equipment of over-the-road vehicles 
and you will find that the greatest majority are 


Signal-Stat Equipped . . . for 
It’s truly... 
the one for the road. 
for service * for quality * for safety! 


Signal-Stat 


DIRECTIONAL SIGNALS + SWITCHES + FLASHERS 
SIGNAL OF SAFETY + 


Signal-Stat Corporation, Brooklyn 11, N. Y., U.S. A. 


SYMBOL OF QUALITY 
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"Adverama’ Draws Client's Interest— 


“It Goes in This Two-Speed Axle,” says R. H. Gale, of Cleveland, (left) director 
| of advertising, publicity and sales promotion for Eaton Mfg. Co., indicating the 
| axle which fits the gear held by L. A. Clark. Clark is president of Clark & Bobertz, 
| Inc., national advertising and public relations agency based in Detroit. Gale was 
visiting Clark & Bobertz’ “Adverama,” an extended open-house program with dis- 
| plays depicting how ads are produced for clients. 
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e Opportunity of a Lifetime! 

















CONSUMER PRODUCT ADVERTISERS—Now you can reach 
the readers of three great magazines for even less than the price of 
two. Sell the whole Countryside market, town and farm. Step up 
frequency, add color or enjoy larger space units with the money 
you save. 


AGRICULTURAL PRODUCT ADVERTISERS—Now you can 
reach the farm audience of the two great national farm magazines for 
the price of one—step up frequency, add color or enjoy larger space 
units with the money you save. 

As promised, even after new rates become effective, the purchase 
of Country GENTLEMAN by FARM JOURNAL and TOWN JOURNAL 
will mean more for less for advertisers through the elimination of 
duplication—by our getting the right magazines to the right people, 
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town or farm. 
But new rategs,‘will not take effect until February 1956 issues! 
In the meantime,’ for five big months, beginning with the September 
issues, FARM JOURNAL, TOWN JOURNAL—the COUNTRYSIDE UNIT— 
are the buys of a lifetime! ¥ 
Here are just a few examples of what current advertisers can do 
to take maximum advantage of this golden opportunity. 


You belong in this picture, too! 





i 
CIRCULATION BONUS—CLOSE TO 1,500,000! te 
Save more, sell more with the CouNntrRysIpE Unrr— (FARM JOURNAL 

and Town JOURNAL). Current rates based on 4,450,000—actual 
circulation nearer 6,000,000. The buy of a lifetime—right in the heart 
of the All-America market. 


REGIONAL EDITIONS—FLEXIBILITY THAT REALLY COUNTS! 













If your business, like our business, is national; you may find great 
advantage in being able to deal with regional problems and oppor- 
tunities in a special way. We have, editorially. 
Or, if your business is regional, you still may enjoy the economy and 
the effectiveness of the CouNTRYSIDE UNiT— FARM JOURNAL and 
Town JOURNAL—regionally. 
The COUNTRYSIDE UNIT is published in three editions—Central-East, 
Southern, and Western. Buy any one, any two or all three editions! 


LATE CLOSING DATES—NO NEED TO MISS A SINGLE ISSUE! 

















Because the COUNTRYSIDE UNIT is printed on a news magazine schedule, a 
limited number of advertisements can be accepted as late as 10 days before 
issuance date. 
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AGRICULTURAL PRODUCT ADVERTISER STEPS UP SIZE OF SPACE IN PEAK 
MONTH—GETS MERCHANDISABILITY OF TWO GREAT NAMES WITH EACH IN- 
SERTION—HITS MAXIMUM AUDIENCE EACH MONTH—SAVES $1150! 


Before— September was this advertiser’s peak month— 
he had scheduled 2/3 pages in both Farm 
JOURNAL and CouNTRY GENTLEMAN for Sep- 
tember, Farm JOURNAL October, CouNTRY 
GENTLEMAN November, FARM JOURNAL De- 
cember—total cost $25,900. 


NOW— Now hecan buy a full page in Farm JouRNAL 
—CouNTRY GENTLEMAN for September, 2/3 
pages October, November, December—total 
cost $24,750! 





AUTOMOBILE MANUFACTURER REACHES MORE CAR BUYERS WITH FALL CAM- 
PAIGN, SMASHES WITH SPREAD, AT NEW MODEL ANNOUNCEMENT TIME FOR 
ONLY $3,810 MORE! 


Before—— This automobile manufacturer had scheduled 
a September Farm JouRNAL four-color page; 
an October Country GENTLEMAN four-color 

age and a four-color page in FARM JOURNAL, 

OWN JOURNAL and CoUNTRY GENTLEMAN 
for new model announcement in November 
issues—total cost $47,775. 

NOW— By using a four-color page in Farm JOURNAL 
in September; Town Journal in October and 
a four-color spread in the COUNTRYSIDE 
Unit in November, this advertiser can reach 
the total audience of these three magazines 
twice, retain his frequency pattern and use a 
four-color spread instead of a page for his 
new model announcement—all for only 
$3,810 more. 
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FARM EQUIPMENT ADVERTISER BUYS A TWO-COLOR PAGE EVERY MONTH 
INSTEAD OF A STAGGERED SCHEDULE OF BLACK AND WHITE PAGES. 


Before— This advertiser had scheduled one page black 
and white in FarM JOURNAL, September, Nov- 
ember and January; one page black and white 
CouUNTRY GENTLEMAN, September, October 
and December—total cost $45,810. 


NOW— He can buy two-color pages in Farm JOURNAL 
—CounTRY GENTLEMAN, every month, Sep- 
tember, October, November, December and 
January. With earned volume discount, the 
total cost will be $220 less than before! 


WHAT WOULD YOU 00? 


Before—- A clock advertiser had a staggered schedule of 
three 1/3 pageadvertisementsin FARMJOURNAL 
and three 1/3 page advertisements in COUNTRY 
GENTLEMAN to appear during September, 
October, November and December 1955— 
total space budget $15,330. 


NOW— Four 1/3 pages in the CountTRysmpE UNIT 
(FARM JOURNAL—COUNTRY GENTLEMAN and 
TOWN JOURNAL) would cost only $1,352 more 
—three would cost $2,818.50 less! 


DRUG PRODUCT ADVERTISER GETS EXTRA INSERTION IN PEAK SEASON— 
SAVES MONEY! 


Before—— This advertiser had scheduled 1/3 pages in 
FARM JOURNAL, TOWN JOURNAL and COUNTRY 
GENTLEMAN for September and November 
issues—total cost $13,061. 


“NOW— For $549.50 less this advertiser can buy his 
regular space units and reach the audience of 
all three magazines thrice instead of twice. 











CONSUMER PRODUCT ADVERTISER WITH A SPECIAL INTEREST IN CHRISTMAS 
SELLING ADDS TO THE TOTAL NUMBER OF FAMILIES REACHED, ADDS FULL 
COLOR TO HIS IMPORTANT DECEMBER INSERTIONS — and saves nearly $1,000! 


Before— This advertiser had scheduled one black and 
white page in Farm JouRNAL for October; 
one in CoUNTRY GENTLEMAN for November 
and a black and white page in both for 
December—total cost $30,540. 


NOW— He is able to buy a black and white page in 
Farm JOURNAL for October; TOwN JOURNAL 
for November and a four-color page in the 
COUNTRYSIDE Unit for December. He gets 
this extra coverage and extra color impact 
for $29,706.50—$833.50 less than previously 
planned. 


INSTITUTIONAL ADVERTISER ADDS THE AUDIENCE OF ANOTHER GREAT MAGA- 
ZINE, STEPS UP IMPACT WITH COLOR, MAINTAINS FREQUENCY AND SAVES $2,040! 


Before— ‘This institutional advertiser had scheduled 
a black and white page in Farm JouRNAL for 
September, and November; a black and white 
page in CouNTRY GENTLEMAN for October 
and December—total cost $30,540. 


NOW— This advertiser can schedule two-color pages 
in Farm JOURNAL—COUNTRY GENTLEMAN, 
September and November and two-color pages 
in Town JOURNAL October and December— 
adds to his coverage and impact with no loss 
in frequency for less money. He could make 
them all four-color advertisements for only 
$3,850. more than he had planned te spend! 


GROCERY PRODUCT ADVERTISER ADDS AN EXTRA FOUR-COLOR INSERTION AND 
REACHES MORE FAMILIES FOR LESS MONEY! 


Before— This manufacturer had scheduled 2/3 pages in 
four-color in FARM JOURNAL and COUNTRY 
GENTLEMAN on an alternate month basis, 
September through December. Total cost 
$28,260. 


NOW— By alternating Town JourNnaL with Farm 
JOURNAL— COUNTRY GENTLEMAN he can reach 
more families with the same unit of space, 
add an extra insertion in TOowN JOURNAL 
(circulation more than 2,000,000) and still 
save $480! 


TOWN JOURNAL 


THE COUNTRYSIDE UNIT 


FARM JOURNAL 


Washington Square, Philadelphia 5, Pa. 
Graham Patterson, Publisher 


Richard J. Babcock, President 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 

. a ¥ |. Fair and equitable contracts between manufacturers and dealers in 
€ A motor vehicles, parts and accessories; 

. § 2. Every dollar of bye and oil taxes, collected by states and federal 
@ E governments, applied to the building and maintenance of highways; 

fk R { 3. Guard the precepts of individual freedom, which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere 


NEWS else in the world. 


Different Selling Policies 
For Each 10 Days? 


We RAN across some interesting data the other day. | 
We’re not positive what they mean but they sure make | 
you sit up and think, even in hot weather. 


The figures cover an analysis of dealer operations in all 
parts of the nation, by 10-day periods, during the first six 
months of 1955. Month after month, they showed the same 
thing: 


First 10 days of every month—Dealers’ profit per new 
car sold was high; volume was low; operating profit was low. 


Second 10-day period—Profit per car was lower; volume 
was up; operating profit was up. 


Final 10 days of each month—Profit per car was low; 
volume was high; operating profit was high. 


The question naturally came up: Why? 


Well, one explanation was that dealers probably didn’t 
start trading fast until the final 10 days of the month. And 
why didn’t they? No one seemed to know. 


It was considered possible that some dealers held open 
their books for a day or two into the next month to make 
a better showing in the previous month. This naturally 
would rob the first 10 days to build up the last 10 days. 


But further investigation tended to indicate that dealers 
simply did not employ the same selling policy in the first 
20 days of a month as they did in the last 10 days. What 
would the extension of the final 10 days’ policy to the 
entire month do to a dealer’s operation? 


It'd be interesting to find out. 
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Events 


Dealer Conventions 


Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virginia. 

Aug. 28-30—Kentucky Automobile Dealers 
Assn., Kenlake Hotel (Kentucky Lake), 
Hardin, Ky, 

Sept. 9-11 — Maine Automobile Dealers 
Association, Samoset Hotel, Rocklane, 
Maine, 

Sept. 14— Vermont Automobile Dealers 
Assn., Equinox House, Manchester, Ver- 


mont, 

Sept. 16— 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas, 

Sept. 16—Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland, Ore. 

Sept. 18-19 — South Dakota Automobile 
Dealers Assn., Sioux Falls, S. . 

Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y,. 

Sepi. 19-20—Minnesota Automobile Dealers 
Association, Radisson Hotel, Minneapo- 


is. 

Sept. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, Ill. 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 

Sept. 23-24 — New Mexico Automotive 
Dealers Assn., La Fonda Hotel, Santa 
Fe, N, M. 

Sept. 25-27—Tennessee Automotive Assn., 
uena Vista Hotel, Biloxi, Miss. 

Sept, 25-27 — Texas Automotive Dealers 
Association, Shamrock Hotel, Houston, 


Texas. 

Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. 

Sept, 26-27—Pennsylvania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh, Pa. 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hotel Chalfonte-Haddon Hall, Atlantic 
City, N. J. 

Oct. 9-10 — New Hampshire Automobile 
Dealers Assn.. Mt. Washington Hotel, 
Bretton Woods, N. H. 

Oct. 9-10— Georgia Automobile Dealers 
Association, Bon Air Hotel, Augusta, 


a, 

Oct. 9-II—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 

Oct. 15-17—Arkansas Automobile Dealers 
Assn., Majestic Hotel, Hot Springs, Ark. 

Oct, 16-17—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa, Okla, 

Oct, 16-18—National Independent Auto- 
mobile Dealers Association Annual Con- 
vention, Hotel William Penn, Pitts- 
2, Pa. 

Oct. 23-25 — Florida Automobile Dealers 
a. Sans Souci Hotel, Miami Beach, 

a. 

Nov, |— Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn. 

Nov, 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 
Nov, 13-14 — 20th Annual Convention 
Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birmingham. 
Nov, 13-15 — Ohio Automobile Dealers 
Assn., Netherland Plaza Hotel, Cincin- 

nati, O, 

Dec. 2—Nebraska New Car Dealers Assn., 
Paxton Hotel, Omaha. 

Dec. 7—Utah Automobile Dealers Associ- 
ation Convention, Newhouse Hotel, Salt 
Lake City, Utah. 

Jan. 28-Feb, 1—39th. Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels, Washington, D. C. 
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Dealer Auto Shows 

Nov, 12-20—Portland (Ore.) Show. 

Jan.—Columbus Automobile Show, Veter- 
ans Memorial Bldg., Columbus, Ohio. 

Jan, 7-15—27th Annual Automobile Show, 
National Armory, Washington, D. C 

Jan, 7-15—Chicago Auto Show, Interna- 
tional Amphitheater, Chicago, 

Jan. 7-15— Houston Auto Show, Houston 
Coliseum, Houston, Texas. 

Jen. 7-15 — St. Louis Auto Show, Kiel 
Auditorium, St, Louis, 

Jan, 21-28—fittsburgh Automobile Show, 
Hea National uard Armory, Pitts- 
urg 


den. pre ~Giorsend Auto Show, Cleve- 

and, 

Jan. 28-Feb. 4 — Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N, Y, 

Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

Feb. 14-19— Lansing Auto Show, Civic 
Center, Lansing, Mich. 

» 


e 
General 


Sept. 6-17—National Machine Tool Build- 
a a Show, Chicago, Ill. 
; — Production Engineeri h 

Navy Pier, Chicago. oe 
(See CALENDAR, Page 33, Col. 3) 


20 Years Ago... 

















































































































































































































































































































e THE AMA FIGGERS SOME 
45 MILLION AVTOISTS WILL BE, 


OR ARE NOW, or ARE HOME FROM, VACATIONING 























—— Letterbox 


‘Right to Say 







No Robber 


In the Your Letter Box of 
July 18, a Mr. W. B. Jackson, Jack- 
son Motors, Inc., Monroe, La. criti- 
cizes your recent publication of 
Ford’s “bonus” or “incentive” plan. 


Mr. Jackson feels that the pub- 
licity will cause (quote) “most used 
car dealers and bootleggers to—rob 
us of our refunds of factory over- 
charges” (unquote). 

My—My—My ! ! Isn't it just 
terrible that a full grown man, and 
I am assuming that Mr. Jackson is 
over 21 years of age, will say “yes” 
to such robbers? Or do those bad, 
bad men just grab his cars off the 
floor, throw him some money and 
drive away? 

What I am getting at is just this: 
EVERY DEALER, NEW OR 
USED, WHO WANTS TO STAY 
IN BUSINESS AND MAKE A 
PROFIT, MUST LEARN AT 
SOME TIME TO SAY “NO”. 


How can a dealer be forced to 
sell a car at a loss, either to the 


The Big Stories 


K. T. Keller has been promoted from vice-president and general 
manager of the Chrysler Corp. to president. Walter P. Chrysler re- 
mains as chairman of the board . . . Federal Judge R. M. Gibson 
ordered the American Austin Car Co., Butler, Pa., to show cause 
why an order for its liquidation should not be granted. 


The new Ford exhibit on Steel Pier in Atlantic City, the largest 
automotive show in the east, is setting new records for attendance 


at displays of this nature. 


The 1935 Machine Tool Show to be held in Cleveland, Sept. 11-21, 
will be the first since the beginning of the depression ... P. W. Litch- 
field, president of Goodyear Tire & Rubber Co., arrived in New York 
after a trip around the world in which he visited six of the company’s 


plants in operation. 


—From the files of Automotive News. 





This is open forum for the discussion of any subject of interest to our 

readers, yo letters are weeomet, No attention is given to unsigned 
but may 8 our name w 

a if mn a = "Address Editor, Automotive News, Detroit 26, Mich. 
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the assurance that it will not be 
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|public or to another dealer, if he 
doesn’t want to? The manufac- 
turer doesn’t lose when the dealer 
gives all his profit away, so just 
who is the dealer working for? 

I am a used-car dealer. I have 
never purchased a current model 
car from a dealer. I don’t handle 
them—just leave that to the new- | 
car dealers. I do buy lots of used | 
ears from new-car dealers, but I | 
don’t rob them. They still have the 
right to say “No” when I make an | 
offer. 

If Mr. Jackson will conduct his 
business on good, old, sound busi- 
ness principles and not let the | 
factory, the public of other dealers 
put him in a “bind”, he will soon 
learn to say “No” instead of “Yes”, 
and make a profit doing it! — Ep 
WITHERSPOON, owner, Grove City 
Motors, Grove City, O. 

x oF 


+ 
Dealer Photos 


Eprror’s Note: Recently a West 
Coast dealer complained to AuTo- 
Motive News that a photographic 
service was representing itself 
as the official photographer for 
AvuTomoTivE News. We protestea 
to the Los Angeles firm and re- 
ceived the following letter in ex- 
planation: 

We wish to thank you for call- 
ing our attention to what is ap- 
parently a misunderstanding by 
one of our sittings, regarding the 
name of the publication for which 
his photograph was taken. 

Enclosed please find a copy of 
our letter of authorization from 
the Automotive Dealer News, a 
West Coast publication with whom 
we have been associated for almo:t 
two years. We have made pract - 
cally one thousand sittings fcr 
them and, with the similarity of 
the two names, feel gratified that 
this is the first instance of mis- 

(See LETTERBOX, Page 33, Col. 3) 


RARE ETS, 


LARTER TREE 
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AUTO SERVES INDUSTRY 
_..WITH MORE THAN AQ PRODUCTS 


OF THE HIGHEST QUALITY 


From the early days of the automotive industry, the name Auto-Lite—the best-advertised name 
Auto-Lite has earned a reputation for building in the automotive aftermarket. It is reflected, 
products of the highest quality and dependability too, in the established Auto-Lite service facilities 
for cars, trucks, tractors, planes and boats, as throughout the world. Today’s buyers know 
well as for our government and industry. That | “You’re Always Right . . .With Auto-Lite.” 


quality is reflected in the public acceptance of | THE ELECTRIC AUTO-LITE CO., Toledo 1, Ohio 
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BATTERIES * BUMPERS & GRILLES * CASTINGS — Gray Iron, Zinc and Aluminum 

HEADLIGHT DIMMERS * FUEL PUMPS * GENERATORS * HORNS * IGNITION 

UNITS * INSTRUMENTS & GAUGES * LIGHTING UNITS © METAL FABRICATED 

ASSEMBLIES * MOTORS — AUTOMOTIVE FRACTIONAL * STARTING MOTORS 

SPEEDOMETERS * SPEEDOMETER CABLE © PLASTICS * SEAT AND WINDOW 

MOVING MECHANISMS © SPARK PLUGS * SWITCHES 
WINDSHIELD WIPERS * WIRE & CABLE 
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Industry Productivity 
Hits Alltime High 


By William Ullman 


Washington Correspondent 


ee of U. S. industry, up 30 percent since 
1946, is now at an alltime high, according to studies pre- 
pared on the basis of statistics provided by the Congres- 
sional Joint Committee on the Economic Report and the 
President’s Council of Economic Advisers. A'U. S. Chamber 
s @—— 
. os eee oem ab 66m 
at from January, 9, CO) pared with an in- 
January, 1954, the nation’s) crease of 97 per- 
output per man hour increased} cent in the aver- 
about 23 percent. The President’s|; age output per 
advisers estimate that the gross} worker. 
national product is now running The output per 
at the alltime high annual rate of| man hour has in- 
$$53 billion. creased threefold 
Dramatic as the productivity| since 1909 and 
gains are, says the Chamber of| doubled between 
Commerce, they have been fully| 1923 and 1953, the 
matched by wage increases. Since| chamber reports. 
1929, average hourly earnings of In its monthly 
factory workers have increased 104 





William Ullman 
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President’s council also advised that 
in the second quarter of this year 
personal income had risen to $300 
gillion a year “for the first time in 
history.” 

Other highlights of the report, in 
the council’s revised and realigned 
economic indicators, were: 

Gross private domestic invest- 
ment rose by almost $5 billion to 
$59 billion. 

Corporate profits both before and 
after taxes continued to rise in the 
second quarter, reaching an esti- 
mated total before taxes of $42.5 
billion, and after taxes, $21.2 bil- 
lion. 

Consumer expenditures rose less 
than disposable personal income 
during the second quarter and the 
rate of saving rose to about the 
level of the first half of 1954. 

The continued increase in gen- 
eral business activity during the 
second quarter was reflected in a 
rise of over $8 billion in national 
income, at a seasonally adjusted 
rate. 

Labor income rose to a rate of 
$214 billion and business and pro- 
fessional income to $27.2 billion, 
both new highs. 


Only farm income, which the 


report, prepared for Congress, the’ council said “fluctuates erratically 





on a month-to-month basis,” de-| past year. Investigation in one case 


clined to $10.8 billion. 


he said, resulted in the arrest of 12 


Government purchases of goods|™men and the recovery of approxi- 
and services — Federal, state and|™Mately 200 cars valued at more 


local—declined slightly to a $75 bil- 
lion annual rate. 

The Federal Reserve Index of 
Industrial Production in a prelim- 
inary estimate reached a new 
high of 139 in June compared 
with 124 in June a year ago. 
New construction, which has 
been rising steadily year by year 
since the end of the war, continued 
at near-record levels in June, the 
report noted. 

Prices throughout the second 
quarter were stable. The index of 
all items in May was 114.2, un- 
changed from April. 

Total consumer credit outstand- 
ing rose by more than $900 million 
during May to a record level of 
$31.6 billion. 


* * * 


Auto Theft Report 


7 past fiscal year resulted in 
4.681 convictions obtained in 
cases involving the interstate trans- 
portation of stolen automobiles, ac- 
cording to J. Edgar Hoover, FBI 
director, in a report to Attorney 
General Herbert Brownell. 

Hoover pointed out that many 
auto theft rings were broken in the 


Of the 4,132,604 passenger cars produced 
from Jan. 1 to May 14, 1955...almost half* were 
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PERFECT CIRCLE 


TYPE 98S 


chrome oil ring 





e Uniform pressure on entire circumference! 


e Multiple tiny springs exert both side and radial pressure! 


© Provides maximum oil drainage! 


U.S. Patents 2,635,022 
and 2,695,825 


e Universal application. .. bottomless and conventional grooves. ..all depths. 


Better than any other oil ring for new high-compression, 


high-vacuum overhead valve engines! 


PERFECT CIRCLE’S 2-in-1 Chrome Set with the 
new ‘‘98’’ Chrome Oil Ring is now available for 
replacement in pe later model cars. Will also 

er models as soon as production 


be available for ot 
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Perfect Circle Corporation, Hagerstown, Indiana; The Perfect Circle Co., Ltd., Toronto, Ontario 
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types combined, including other 
ng types. 


than $230,000. 

Summarizing the accomplish- 
ments of the FBI for the fiscal 
year ending June 30, 1955, Hoover 
stated: 

“Convictions in FBI cases during 
the 1955 fiscal year totaled 10,615, 
as against 10,511 obtained during 
the previous year. Sentences result- 
ing from these convictions totaled 
29,296 years, 3 months and 26 days. 
In addition, six life sentences were 
imposed. Apprehension of fugitives 
in FBI cases totaled 10,182 for the 
year.” 

The FBI director stated that the 
10,615 convictions represent convic- 
tions in 96 percent of the cases 
prosecuted in Federal court. Of this 
number, he said, 92.4 percent were 
on pleas of guilty, while 7.6 per- 
cent were the result of trials. 

* * * 


Study U. S. Highways 


ORE than 300 persons, includ- 

ing the foremost highway and 
transportation authorities of the 
Western Hemisphere, last month 
attended a Washington reception 
and banquet given by the Interna- 
tional Road Federation in honor 
of 26 Latin American highway 
officials. 

The officials, representing 13 
countries, were beginning a four- 
week study and observation tour of 
U.S. highways. 

The countries represented, three 
of them by ministers of public 
works, were Bolivia, British Guiana, 
Chile, Colombia, Costa Rica, Cuba, 
Dominican Republic, El Salvador, 


Honduras, Guatemala, Mexico, 
Paraguay and Peru. 
* * + 


Horner Building Story 


7 old Horner building here, 
erected some years ago by Stan- 
ley Horner to house his growing 
Buick dealership, is to be occupied 
shortly by the Washington home of 
the Wall Street Journal. 

The building is located near a 
larger structure which was once 
the Washington wholesale branch 
of the Buick Motor Co. Horner 
started with Buick as a salesman 
when Buick was its own dealer 
here back in 1911, or perhaps 
earlier. 

Incidentally, Stanley is not only 
a veteran Puick dealer, but he has 

been president of the local trade 
association, was president of NADA 
in 1940, and now heads the Wash- 
ington chapter of Automobile Old 


Timers. 
” * 7 


Legislative Front 


RESOLUTION in favor of “the 

stated purposes and principles” 
set forth in H.R. 7096 was unani- 
mously adopted by the full House 
Select Committee on Small Busi- 
ness last week. 

The bill provides for “freedom of 
choice in trade” and was introduced 
by Rep. James Roosevelt, Califor- 
nia Democrat, at the conclusion and 
upon the basis of the hearings 
before a subcommittee dealing with 
alleged coercive and discriminatory 
practices used by oil company sup- 
pliers against retail gasoline opera- 
tors. 

A Senate Small Business sub- 
committee opened hearings last 
week on gasoline price wars in 
New Jersey. 

The Senate Interstate Commerce 
Committee approved the nomina- 
tion of William C. Kern, of Indiana, 
to be an FTC commissioner, but 
required him to file a list of FTC 
cases in which he has participated 
and a list of cases in which he 
would disqualify himself as a com- 
missioner. 

The Senate later confirmed the 
nomination. Kern, a Democrat, was 
named to succeed former Senator 
James M. Mead, New York Demo- 
crat, whose term expires Sept. 25. 


Volkswagen Appoints 


260th U. S. Dealer 


FORT WAYNE, Ind. — Evans 
Motors has been named Volkswagen 
dealer for Fort Wayne and North- 
ern Indiana, bringing the number 
of U.S. dealerships for the German- 
made car to more than 260. 

The dealership is owned by Rich- 
ard C. Evans. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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Lawsuits Affecting Dealers... 


Court D 


‘By Leo T. Parker 
Attorney at Law 
J. WHITE, New York automo- 

* bile dealer, writes: “What dif- 
ferent kinds of mechanical inven- 
tions are patentable? How can I 
protect my invention of an auto- 
mobile accessory with safety while 
I am experimenting, without incur- 
ring the expense of actually filing 
an application for a patent?” 

Any mechanical] invention is 
patentable that is new and useful. 

It is well established law that 
an inventor may with certain 
security protect himself against 
loss or theft of his ideas while 
the invention is in the course of 
experimentation. 

On the other hand, the rules as 
established by the recent higher 
courts on this subject must be 
carefully followed during the ex- 
perimentation, or the inventor may 
lose his legal rights to obtain a 
patent. 

A complete review of leading 
higher court cases disclose that an 
inventor may forfeit his right to 
a patent on his invention under the 
following circumstances: 

1. If another person files an ap- 
plication for a patent on the serv- 
ice, and he was the first inventor; 

2. If another person invents the 
device after the original inventor, 
but files his application for a 
patent before the true inventor; 

3. If the inventor files an ap- 
plication for a patent, but fails 
to prosecute his case in the U.S. 
Patent Office within six months 
after the first answer is received 
from the Patent Office; 

4.:If the original inventor delays 
from six months to three years in 
filing an application for a patent 
after the invention is perfected so 
that it actually will operate, al- 
though it is crude; 

5. If the inventor files an appli- 
cation for a patent before his in- 
vention is practical and operative; 

6. If the inventor fails to keep 
records and drawings properly 
dated and witnessed to establish 
his priority rights during the ex- 
perimental stages of the invention, 
in the event another files an appli- 
cation for a patent; 

7. If the inventor uses in public, 
sells or advertises the invention for 
one year before filing an applica- 
tion for a patent. 

+ * 


Legal Records Important 


N IMPORTANT rule of the law 

is that the U.S. Patent Office 
will grant a patent to the first 
inventor who conceived, experi- 
mented, perfected and attempted to 
patent the invention. Therefore, the 
importance of inventors maintain- 
ing legal records of the conception 
and perfection of an invention is 
quite apparent. 

The mere fact that an inventor 
is first to file an application for a 
patent is no assurance that he will 
obtain a patent. 

This is true, contrary to the 
opinion of the majority of per- 
sons, because an inventor may be 


entitled to a patent although he | 


files an application after another | 
person has secured the patent. 
The Government will revoke a/| 
patent issued to a person who is 
not the real inventor. Therefore, 
although an inventor obtains a 
patent he is not positively certain 
that he shall retain it, unless he 
has properly signed, dated and wit- 
nessed records to prove that he 
was the original to conceive and 
perfect the device. 

Records of experiments should 


N. Y. Buses Lose Appeal 


On Speed Recorders 

The New York Public Service | 
Commission’s order requiring speed | 
recorders on over-the-road buses 
stood firm after court action| 
downed a try by bus companies to 
escape from it. 

Supreme Court Justice William 
Deckleman, acting on a case ar- 
gued Apr. 22 in special term at 
Albany, dismissed the proceeding 
brought by Rochester-Penfield Bus 





Co., Inc., and Greyhound, acting 
for all companies in the state and 
those outside who claimed they 
were aggrieved by the order. The 
commission order became applica- 
ble to some buses on July 1. 


ecisions 


always be made with pen and ink, 
and should comprise sketches and 
written descriptive matter so com- 
plete that persons who are familiar 
with mechanism, or the science to 
which the invention belongs, may 
understand the invention. 
Moreover, each page of the rec- 
ords should be dated and the 
sketches, description, and explana- 
tions of each experimental] test 


Pennsylvania High Court 


Upholds Fair Trade Act 
HARRISBURG, Pa.—The Penn- 


sylvania Supreme Court has upheld | 


the constitutionality of the state 
Fair Trade Act. 
The ruling sustained a decision 


by the Dauphin County Court) 
which granted General Electric Co. | 


a permanent injunetion restraining 
Burche Co. from violating GE’s 
fair-trade prices. 


should be included on the same 
sheet. * * 


Long Delay Fatal 


ERE two inventors claim 

ownership to the same inven- 
tion, both may testify as to their 
| conception and perfection of the 
inventions, but this .testimony is 
not convincing unless dated 
sketches having written descrip- 
tions, with testimony of witnesses, 
are introduced. 


An inventor who has perfected 
an invention should not delay in 
filing an application for a patent. 

For illustration, a recent court 
refused to grant a patent to an 
inventor who was first to invent 
a device, but last to file an appli- 
cation for a patent. This court 
stated the following important 
law: 

“It is the settled doctrine of the 
Court of Appeals for the District 
| of Columbia that when an inventor 
perfects and reduces to practice an 
invention, and fails for an unrea- 
sonable period to take steps to give 
it to the public, and until someone 
else hag independently invented 
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On Admen's Hook— 


Detroit advertising men on a tour of Florida markets took time out for some deep- 


and patented it, the earliest inven-| sea fishing and came up with a 150-pound, eight foot eight-inch blue marlin. John 
tor forfeits his rights to a patent! F. Cole, of John H. Perry Associates, reeled in the giant fish. Admiring the catch are, 


against the later inventor. 83 O.G.| from left, Cole; Vic Hollingshead, Grant Advertising Agency (Dodge); Arthur Terry, 


155, 84 O.G. 147, 87 O.G. 516, 88 
'O.G, 191.” 


Kudner Agency (Buick); Philip Birch, J. Walter Thompson (Ford), and Jack Martin, 


McCann-Erickson (Chrysler). 






New 
that 


ADDS 
OCTANES | 


Boosts Gas Mileage 


The Best 


Here’s the Remarkable 


Motor Oil 
in Effect 








Lubricant for 


Any Car, New or Old—in Extreme 
Heat or Sub-Zero Cold—Adds 


Years to 


Engine Life! 






Never before has a motor oil demonstrated so many 
protective properties. New Mobiloil Special cleaned up 
engines of all ages—kept them clean as no other oil 
ever has before. It relieved engine knock, pre-ignition 
“ping” and spark plug misfiring. It reduced corrosive 
and mechanical wear to practically zero. 


Customers are reading about New Mobiloil Special 
right now —in national magazines— Life and Saturday 
Evening Post —coast-to-coast! 


For more satisfied owners...more service department 
gross profit— make it New Mobiloil Special! 


Mobiloil Special — Under API Classification, recommended ‘For Services ML, MM, MS, DG.” 





Best For Every Car You Sell—Every Car-You Service! 





SOCONY MOBIt Qil COMPANY, INC., and Affilictes: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP 











AUTOMOTIVE NEWS, AUGUST 1, 1955 


TURNINGS 


by 


John T. Benedict 


Engineering Editor 


| hy always a pleasure to watch 
a@ dream come true, even when 
it is sombody else’s. This one was 
a vision of body finishing and 
painting operations fully inte- 
grated with flow of materials to 
(and through) a mammoth assem- 
bly plant. The idea originated with 
Al Fleming, manufacturing vice- 
president of the Chrysler division. 


There were, of course, many 
men who made important con- 
tributions to planning, design 
and construction of the new facil- 
ities. Fleming’s associates, how- 
ever, credit him with being the 
key man. They say he was the 
one who first visualized the over- 





all body-assembly and finishing 
operations and drew the first 
lines on paper. 

It is perhaps typical of the breed 
of men whose lives are wrapped 
up in this business that Fleming 
dreamt up the whole thing and 
sketched the schematic layout 
while away from the office sup- 
posedly resting to speed his re- 
covery from a serious illness. 

To many such men, their work 
is the focal point of their lives. 
Although they frequently have a 
wide range of interests (I’m told 
Fleming is quite a sailor), nothing 
is more absorbing to them than 





the fascinating business of building 


cars. 
* * * 


O, AS Fleming says: “Well, there 

I was with nothing to do. The 
responsibilities of my regular duties 
were temporarily removed. I 
needed something to occupy my 
time—so I figured out the scheme 
for this new plant.” It now is ap- 
parent to one and all that the 


period of “rest and relaxation” was | 


most beneficial (and fruitful). 


I began to hear about plans for the 
division’s new plant late last year 
when I visited the factory to watch 
the first 1955 
Chrysler roll off 
the pilot assem- 
bly line. 

I believe the 
building program 
was announced in 
January. And 
now, less than 
seven months 
later, the new 
building is com- 
pleted, with near- 
ly all equipment 





A. M. Fleming 
in place. The entire new setup 
will phase in with start of pro- 
duction on the 1956 series. 

My feeling of witnessing the 
realization of a _ dream Was ex- 


perienced the other day when I 
joined a group of newsmen and 
Chrysler people who donned hard 
hats and made a tour of the new 
plant. 

These hats were thoughtfully 
provided by the _ public-relations 
department — apparently to give 
some extra protection for the hard- 
headed reporters who were exposed 
to falling objects when passing 
through areas where installation 
of equipment was still in progress. 
However, our own hat also may 
come in handy to fend off the 
brickbats that come our way from 
people who occasionally take the 
other side on some of the con- 
troversial issues we get into. 

+ * * 

TOURED most of the 667,000 

square feet of the new plant 
in a small, alphabetically selected 
group which was ably guided by 
the division’s general works man- 
ager, C. G. (Barney) Bauer. We 
started by looking over the air-fil- 
tering and processing equipment 
located on what might be called 
the third floor of this officially des- 
ignated two-story building. 

Extreme emphasis on quality 
control begins here with equip- 
ment which is said to have suffi- 





~ New Motorola car radio installed 
in 20 minutes gives you more 


grOSS | — than 20 lube jobs! 
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There’s over $1,000 extra profit waiting for you 


in the car radio business this year. 


Motorola radio 


Just one 
sold a week will earn you that 


much—and every car that comes into your drive 


without a radio 


is a red-hot prospect! 


Motorola’s new Model 5M car radio fits almost 
every car so easily that anyone can do the job with 
three simple hand tools and 20 minutes time. 


Average gross 


profit: over a dollar a minute! 


Want full details? Phone your Motorola distribu- 
tor—or write us. Motorola, Inc., Chicago 51, 
Illinois - Toronto 4, Canada. 


You'll sell even more 

Motorola car radios 

when you stock ALL 
models 
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dash installation. 
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Model 5M features: 1-piece universal unit. Volu- 
matic (no fadeout wherever there’s a signal). 


Automatic Volume Control. 6 


tubes (including 


rectifier). 6” x 9” in-dash Extended Tone Speaker. 
6- or 12-volt electrical system. Tone control. 


Motorola 





World's Largest Exclusive Electronics Manufacturer 


Controls fit 
through dash 
opening as 
small as 
4” x 1 Y,” 
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$4995 Chevrolet 


custom installation. 6” 
x 9” in-dash speaker. 
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$6995 Chevrolet 


custom installation. 
Push-button control. 
6” x 9” in-dash speaker. 


cient capacity to air-condition 1,00( 
homes. 

Bauer pointed out that pro- 
vision for 100 percent filtered and 
conditioned air was made be- 
cause of the need for utmost 
cleanliness in a body paint shop. 
Dirt and air-borne dust or lint 
particles are about the most 
troublesome problems for those 
who are trying to produce first- 
class paint jobs on a large-volume 
basis. 

I visited with Fleming from 
time to time as we made the tour 
and he told me that, to the best 
of his knowledge, no one else in 
the industry paints the complete 
“raw body” after assembly. He 
says, “this is where we will have 
the edge over the others. Fenders, 
hoods, bodies, deck lids, etc., us- 
ually are painted separately and 
assembled afterward.” 

By painting the entire body ex- 
terior as a unit, perfectly matched 
colors can be assured on all body 
panels. In addition, the new pro- 
cedure obviously will avoid scrat- 
ches and other damage to the finish 
| which now occur during multiple 
handling operations required for 
painting and assembly of sheet 
metal to the body shell. 

cd x * 

N IMPORTANT side benefit 

that will be appreciated by 
both car dealers and buyers is 
|gained from the new body pro- 
| duction and finishing methods that 
permit installation of seat cushions 
|after painting. 
| At present, cushions and other 
|interior trim items are installed 


|early in the assembly schedule. De- 
* * * 





Paint Bake Ovens— 


Paint bake ovens in the Chrysler di- 
vision’s new body plant total 4,700 feet 
|in length and bake the finish on each 
body a minimum of 37 minutes. 
| * * * 
| spite all precautions, it is apparent 
|that occasional smudges may be 
|made on upholstry during subse- 
|quent painting and assembly op- 
erations. 

The unusual versatility of the 
new facilities, combined with ex- 
tensive use of the latest automatic 
equipment, really means that 
Chrysler comes about as close as 
possible to operating a custom 
body paint shop on a production 
basis. Provisions are made for 
simultaneous painting with 25 dif- 

| ferent colors. Production capac- 
ity is 1,200 cars per day. 

In his pre-tour remarks, L. L. 
(Tex) Colbert, Chrysler Corp. presi- 
dent, indicated that the divisions 
|have the green light to go ahead 
| with modernization and expansion, 
|with emphasis on use of the very 
|latest equipment. He said, “I hate 
to use the word ‘automation’ be- 
cause it is so controversial these 
days.” 

But a man would have to be 
blind indeed to walk through this 
new Chrysler plant and fail to 
;}see that the net product of the 
building program is vastly im- 
proved efficiency — along with 
greatly increased capacity. 








Higher Horsepower 


Called Safety Aid 


SUGAR HILL, N. H.—The as- 
| sumption that increased horse- 
power in automobiles motivates 
| against safety was blasted by 
George Keneipp, director of ve- 
hicles and traffic for the District 
of Columbia, in a talk here at the 
annual conference of the Eastern 
Assn. of American Motor Vehicle 
Administrators. 

Keneipp declared that increased 
| horsepower has given cars speed- 





ier acceleration, which he termed 
a real safety factor. 
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Sales Conditions in Various Areas... 


Auto Market Reports 


San Antonio 

Motor -vehicle registrations in 
Bexar County (San Antonio), Tex., 
ia June showed an increase for the 
third consecutive month, totaling 
i,818 vehicles, compared with 1,774 
in May and 1,495 in April. 

Of the 1,818 vehicles, 1,566 were 
new cars, representing a gain of 
57 over the previous month. There 
were 252 trucks registered, a loss 
of 13 from May. 

Ford nosed out Chevrolet for 
the lead in June new-car sales, 
with a total of 333, compared 
with 323 for Chevrolet dealers. 
Pontiac jumped into third with 
197, while Buick had 185. 

Other registrations were: Olds- 
mobile, 145; Plymouth, 117; Mer- 
cury, 79; Dodge, 46; Cadillac, 26; 
Nash, 26; Chrysler, 22; DeSoto, 18; 
Studebaker, 17; Hudson, 9; Lin- 
coln, 8; Packard, 8; Imperial, 3; 
Willys, 3, and miscellaneous, 1. 

Truck registrations were: Chev- 
rolet, 103; Ford, 60; International, 
34; GMC, 21; Dodge, 18; White, 8; 
Mack, 4; Diamond T, 1; Stude- 
baker, 1; Willys, 1, and miscellane- 
ous, 1. 

New-car sales in the first half 
total 8,667, compared with 12,513 
for the full 12 months of last year. 
Truck sales for the first six months 
are 1,369, compared with 2,118 for 
the full year of 1954. 

Dealers feel these figures indi- 
cate that sales this year will wind 
up 25 to 30 percent ahead of 1954. 

Much of. this increase has been 
due to the aggressive advertising 
and sales methods of two or three 
dealers who, at the first of the 
year, started to sell more cars at 
any cost—and are still doing so. 
In short, 1955 promises to end up 
as another “wonderful” year — of 
profitless prosperity.—(J. H. Reed.) 
* > * 


Omaha 


Ford was out in front once again 
when Omaha new-car registrations 
were tallied for June. Ford had 384 
registrations, Chevrolet, 298, and 
Buick, 233. 

Oldsmobile moved into fourth 
place, its 150 sales topping Plym- 
outh’s 121 and Pontiac’s 109. Other 
makes, including one sale each for 
Triumph, Volkswagen and Willys, 
totaled 1,552 for June, a drop from 
May total of 1,803. 

In the truck department, the 
sales race was closer. Ford and 
International tied for top place 
with 67 each, closely followed by 
Chevrolet's 64 sales. May’s truck 
total of 217 was beaten by 30 as 
June showed 247 new truck regis- 
trations. 

One dealer, who had planned an 
all-night television sales program, 
with bands, singers and what not, 
was -forced to cancel the show be- 
cause of a thunderstorm, the first 
rain Omaha had had in many 
weeks. 

Once again, retailer automotive 
advertising, is veering away from 
the flamboyant and more to the 
adult type of “reasons why” people 
should buy a new car. It might be 
significant that the dealers who use 
the silly type of advertising are 
not among the leaders when the 
monthly sales total is announced.— 
(Arthur R. Oleson.) 

* + + 
Ottawa 

Some new-car dealers in Ottawa 
are stimulating business through 
boosting tradein allowances on cars 
in the ’50-’52 range and at the same 
time are offering such tradeins at 
much lower prices than in previ- 
ous months. 

As a result, better-grade used 
cars are selling faster than would 
otherwise be the case in July. 
Dealers say, however, that prof- 
its have been shaved closer. 
New-car sales have been above 

earlier expectations. 

“We're getting more inquiries 
about new cars this July than we 
had expected and our sales are 
satisfactory in spite of earlier, 
gloomy forecasts,” said the man- 
ager of one large dealership.— 
(M. L. Schwartz.) 

+ 


? 
Sedalia, Mo. 
New-car sales are booming here 
but used-cars are dragging. 
The boom in new units may be 





attributed somewhat to the activa- 
tion of the Sedalia Air Force Base, 
which is proving a_ silver - lined 
cloud since the decline of railroad 
employment. 

Sedalia, once with two large 
railroad shops, now has only one 
—and it is operating with re- 
duced activity. Other employ- 
ment in small factories is good 
and contributes to an ever in- 
creasing volume of new-car sales. 
New-car inventories are not con- 
sidered excessive and the cleanup 
will present no problem, according 
to most dealers. The used-car in- 
ventory, however, is swelled by 
new-car sales and is considered 
above normal. 

Credit conditions are generally 
excellent and repossessions and 
past-due accounts are about nor- 
mal, with but slight tendency to 


rise.—(L. H. Houck.) 
* ” + 


Cleveland 


New-car registrations in the 
Cleveland area for the week ended 
July 16 jumped to 1,946, about 300 
more than the holiday-shortened 
previous week. 

Used-car sales rose to 2,178, also 
about 300 units over the previous 
week.—(Sanford Markey.) 

a + * 


Atlanta 

May registrations of new cars in 
the Atlanta area totaled 3,652, off 
41 units from April, but up 393 
units over May, 1954. 

Truck sales in May numbered 
445, up 29 units over April and 150 
units over May a year ago. 

In new-cars, Ford again led the 
field with 1,102 registrations. 
Other makes chalked up sales 
records as follows: Chevrolet, 928; 
Buick, 334; Oldsmobile, 329; Pon- 
tiac, 224; Plymouth, 197; Mer- 
cury, 195; Dodge, 98; Cadillac, 60; 
Chrysler, 40; Studebaker, 40; 
Nash, 31; Packard, 25; DeSoto, 
23; Lincoln, 10; Willys, 4; Hud- 
son, 2; Kaiser, 1 and msicel- 
laneous, 9. 

New-truck registrations were: 
Chevrolet, 167; Ford, 160; Interna- 
tional, 51; GMC, 28; Dodge, 17; 
Mack, 8; White, 4; Studebaker, 3, 
and miscellaneous, 7.—(E. C. Bash.) 
* as o 


Columbus, O. 

New-car registrations for the first 
15 days of July in Franklin County 
(Columbus), O., totaled 1,288, com- 
pared with 1,398 in the same period 
of June. 

New-truck registrations, however, 
rose to 129 from 115 in the same 
period of the previous month. 

By make, car registrations 
were: Ford, 357; Chevrolet, 257; 
Plymouth, 119; Buick, 118; Pon- 
tiac, 100; Oldsmobile, 92; Mercury, 
77; Dodge, 43; Chrysler, 30; De- 
Soto, 24; Cadillac, 18; Nash, 13; 
Packard, 10; Volkswagen, 10; 
Hudson, 6; Lincoln, 6; Stude- 
baker, 6; Imperial, 1, and Jaguar, 
1 


Truck registrations were: Chev- 
rolet, 38; Ford, 29; GMC, 24; Inter- 
national, 22; Dodge, 12; Diamond 
T, 1; Federal, 1; Mack, 1 and 
White, 1.—(Bert Strang.) 

* a * 


Dallas 

June new-car registrations in 
Dallas totaled 5,328, while the new- 
truck count was 604. 

Car registrations by make 
were: Chevrolet, 1,482; Ford, 1,- 
289; Buick, 524; Pontiac, 487; 
Oldsmobile, 408; Plymouth, 346; 
Mercury, 269; Dodge, 152; Cadil- 
lac, 81; Chrysler, 57; Packard, 55; 
DeSoto, 47; Studebaker, 48; Lin- 
coln, 24; Nash, 24; Willys, 9; 
Hudson, 6; MG, 5; Volkswagen, 
8; Austin, 2; Porsche, 2; Renault, 
2, and Jaguar, 1. 

Truck sales were: Chevrolet, 264; 
Ford, 188; International, 47; GMC, 
29; Dodge, 23; White, 21; Mack, 20; 
Reo, 3; Studebaker, 3; Autocar, 2; 
Kenworth, 2; Diamond T, 1; and 
Willys, 1—(Ruby Fenoglio.) 

+ - * 


Salt Lake City 
Two red-hot races marked June 
new-car registrations in Salt Lake 
County (Salt Lake City). 
Ford nosed out Chevrolet by a 
single unit, 215 to 214, while third 
place went to Buick, which edged 


past Oldsmobile, 132 to 128. Other 
registrations were: 

Plymouth, 79; Pontiac, 63; 
Mercury, 56; Dodge, 37; Chrysler, 
27; DeSoto, 25; Cadillac, 18; Hud- 
son, 15; Nash, 10; Packard, 10; 
Lincoln, 7; Studebaker, 6; Willys, 
4, and miscellaneous, 22. 

New-car registrations totaled 1,- 
068 units, a drop of nearly 17 per- 
cent from the May total of 1,281. 

New trucks were down 29 per- 
cent, from 244 in May to 172 in 
June. By make, truck registrations 
were: 

Ford, 63; Chevrolet, 49; GMC, 19; 
Dodge, 12; International, 11; Willys, 
10; Diamond T, 2; White, 2; Ken- 
worth, 1, and miscellaneous, 3. 

+ . * 


Denver 

Registrations of new cars dropped 
15 percent in June in Denver, when 
the turnover totaled 1,523, com- 
pared with 1,797 in May. The total 
also was down from last year, when 
June registrations amounted to 
1,736. 

In the new-truck field, regis- 
trations plummeted ly, from 
326 in May to 197 in June. In 
1954, June truck registrations 
totaled 169. 

Chevrolet led the field in June 
new-car registrations with Ford 
running second. Oldsmobile was 
third and Buick skidded to seventh 
spot. By make, registrations were: 

Chevrolet, 403; Ford, 369; Olds- 
mobile, 129; Pontiac, 106; Mer- 
cury, 95; Plymouth, 92; Buick, 
90; Dodge, 68; Nash, 37; Chrysler, 
32; Cadillac, 29; DeSoto, 16; 
Studebaker, 13; Packard, 12; Hud- 
son, 9; Lincoln, 7; Imperial, 7; 
Willys, 5; Volkswagen, 3, and 
Abarth, 1. 

In truck registrations, Chevrolet 
and Ford were tied at 64 each. 
Others were: GMC, 29; Kenworth, 
20; White, 5; Autocar, 2; Dodge, 
2; Mack, 2; Studebaker, 1; Willys, 
1, and miscellaneous, 1. — (Ira R. 


Alexander.) 
7 = 


Delaware 

Registrations of all types of ve- 
hicles hit 158,240 on June 30, an in- 
crease of 11,528 for the fiscal year. 

The State Motor Vehicle Depart- 
ment reported 92,663 registrations 
in New Castle County, center of 
the state’s population; 34,719 in 
Kent, and 30,858 in Sussex. 

The registrations included 115,- 
724 passenger cars, an increase 
of 7,683 during the year. Com- 
mercial vehicles accounted for 
33,791 registrations, a jump of 
3,300. Other registrations included 
202 tractors, a drop of six. 

Dealers accounted for 1,547 reg- 
istrations, an increase of 152.— 
(Tom W. Davis.) 

7 7 


Manhattan, Kans. 


Registrations of new cars showed 
a slight summer slump in Riley 
County (Manhattan), Kans., during 
June. 

There were 113 new units sold, 
compared with 128 the previous 
month. Sales by makes were: Ford, 
33; Chevrolet, 30; Pontiac, 16; 
Plymouth, 8; Buick, 6; Oldsmobile, 
5; Nash, 4; Chrysler, 3; DeSoto, 3; 
Mercury, 3; Studebaker, 1, and 
Cadillac, 1. 

Used-car sales held about even, 
with 355 units registered in June, 
against 342 in May. 

New truck sales doubled in vol- 
ume during June. There were 14 
sold compared to only 7 the pre- 
vious month. 

On the other hand, used trucks 
failed to hold up in sales. There 
were only 16 used truckg sold in 
June against 28 in May.—(George 
M. Hunholz:) 

* 


* * 


Oakland, Calif. 

The new-car market slipped 
slightly late in June in Oakland, 
Calif., and failed to recover lost 
ground in the first half of July. 

Some dealers report they have 
been unable to get all the cars 
they want, perhaps because of 
shortages resulting from last 
month’s wildcat strikes in the in- 
dustry. 

Used cars are moving well, al- 
though prices are down slightly.— 
(Steve Still.) 





Z-car owners- % 


of the people (15 years and older) in households owning 
two or more cars, in New York City and suburbs 


are News readers- 


...and you'll find other astonishing information 
about the buying habits of the readers of all 
New York newspapers, first time available in 


Profile of the millions 


...a survey based on 10,349 personal interviews, 
made by W. R. Simmons & Associates Research, Inc. 
in the Fall of 1954. Shown in visual presentation, by 
appointment only. Inquire any New York News office. 


(Copyright 1955 by News Syndicate Co., Inc.) 


2 
Instant Coffee- 387, 


of the women (15 years and older) in New York City & 
suburbs, who served instant coffee in the past month 


are News readers- 


The 2,290,000 women readers of the Daily News buy 
most of the frozen fruit juice and vegetables, cereals, 
bread, soft drinks, tea, ice cream, soaps and detergents 
... have most of the market’s homes, babies, and 
families. You’ll find new significant data for your 

New York advertising program and problems in 


Profile of the millions 


a most authoritative survey, presented visually by 
appointment only. Inquire any New York News office. 


(Copyright 1955 by News Syndicate Co., Inc.) 








Tea buyers~ 89% 


of the women (15 years and older) in New York 
City & suburbs serving tea in the past month 


are News readers- 

The 2,290,000 women readers of the Daily News are 

the largest buyers of cereals, soft drinks, frozen 

fruit juice and vegetables, bread, and ice cream. 

Now for the first time the advertiser can learn about 
buying habits of all New York City newspaper readers in 


Profile of the millions 


now being presented visually to advertisers and 
their agencies. Inquire any New York News office. 
(Copyright 1955 by News Syndicate Co., Ine.) 
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Highways & Safety... 
3-Layer Expressways 


Predicted for Future 


gent pagtigg—perse highways car- 
rying 150-mile-an-hour traffic 
controlled by radar were predicted 
at a University of Michigan panel 
discussion of “Transportation Hor- 
izons Unlimited.” 

The three-level super road was 
envisioned by J. P. Buckley, chief 


Traffic Deaths 
Climb in Month 


CHICAGO.—Traffic deaths went 
up to 3,080 in May—the third con- 
secutive month this year to bring 
an increase. 

This, according to the National 
Safety Council, is a sharp reversal 
of a downward trend which held 
throughout 1954 and the first two 
months of 1955. The five-month toll 
this year was 13,560, up 1 percent. 

The continuing travel boom was 
partly blamed by the council for 
the rise in deaths. 


engineer of the Automotive 
Safety Foundation’s highways di- 
vision. 

Buckley’s road would put the 
radar-controlled high-speed traffic 
on top, commercial traffic in the 
middle and local traffic and pedes- 
trians on the bottom level. 

Buckley also predicted that pri- 
vate cars would be banned from 
city streets by 2000 A.D., with 
streetcars and buses taking over. 

+ * * 


ISABLED vehicles, he said, 

might be removed by helicopter 
so that traffic could keep moving 
freely. Roads, Buckley said, will 
automatically melt snow and sleet 
and will have built-in illumination, 
making headlights a thing of the 
past. 

He predicted that in 50 years 
motor vehicle travel would reach 
80 billion miles yearly — three 
times the current total. 

Prof. Aarre K. Lahti, of the Uni- 
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versity of Michigan school of archi- 
tecture and design, said solar 
energy would supplant nuclear 
energy to provide power for all 
forms of transportation which now 


use petroleum products for fuel. 
+ * * 


[THE solar energy will be stored | 
in batteries for vehicular use, | 


he said, although electricity by that 
time probably will be transmitted 
without wires. 

The chief retarding factor in 
the use of cars, said James J. 
Nance, president of the Automo- 
bile Manufacturers Assn. and of 
Studebaker-Packard Corp., is the 
nation’s inadequate and out- 
moded highway system. 

He predicted, nevertheless, that 
annual new-car sales in the U.S. 
would reach 8,000,000 “before even 


the most hopeful of us expected it.” | 
+ * 


Parking Relief 
Pittsburgh Builds First 


Underground Garage 


Multilevel garages being built 
under the direction of the Pitts- 
burgh Parking Authority are the 
City’s answer to the challenge 
posed by downtown traffic conges- 
tion. 

The garages are expected to 
eliminate curb parking by provid- 
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*40-Year-Man' at 56— 

William A. Kemmel, Goodyear Tire and 
Rubber Co. tire sales manager, left, re- 
ceives a diamond-studded pin, denoting 
his completion of 40 years with the firm, 
from Victor Holt jr., tire sales vice-presi- 
dent. Kemmel, 56, it the youngest ‘'40- 
year-man” in the company’s sales or- 
ganization. 


ing adequate off-street space for 
ears driven into the downtown 
area. 

The first to be completed is Mel- 
lon Square Park and Garage. The 
garage is now operating and the 
park will be open in the fall. 

It is Pittsburgh’s first below-the- 








kits for tractors, trucks, and buses through Midland’s 
nation-wide distributor organization. 





Each Midland power brake kit is especially en- 


gineered for a specific 


tractor, truck, or bus — and 


each working part has been subjected to the most 
rigid tests to guarantee its meeting Midland’s high 


standards of quality. 


Midland’s air Hy-Power unit is the most simpli- 
fied, most effective, most up-to-date of air-over- 


hydraulic systems. Its fewer parts, lighter weight, 
and direct applied power make it the number one 
safety and economy buy for you. 


The Midland Compressor is known throughout 
the truck and bus industries for its greater efficiency 
cooler operation, simpler installation. Provides 
ample reserve braking power for the worst tra 


emergencies. 


Go Midland today and be ahead tomorrow. 


THE MIDLAND STEEL PRODUCTS CO. 


3641 E. Milwaukee Avenue, Detroit 11, Michigan 
Export Department: 38 Pearl Street, New York, N.Y. 























Midland Air Hy-Power 


Those Who Know 


Power Brakes Choose 


MIDLAND! 








surface garage and a landscaped 
park will cover the top of the six- 
level building which accommodates 
900 automobiles. 

+ + * 


New Ohio Laws Affect 


Drivers and Courts 


Gov. Frank Lausche has signed 
into Ohio law bills that will do the 
following: Suspend the driver’s li- 
cense of mental patients, permit 
immediate posting of bonds in traf- 
fic cases, and eliminate engine num- 
bers from certificates of titles. 

Require two license plates, up 
title fees from 75 cents to $1; re- 
quire 300 feet between trucks on 
hills and require courts to accept 
AAA cards as bonds in traffic cases. 


N. Y. University Offers 
11 Safety Courses 


New York University’s center for 
safety education again is offering 
a series of fall safety courses in- 
cluding traffic, industrial hazards, 
fire prevention, safety inspection, 
marine accident prevention, hotel 
and guest safety and hospital acci- 
dent prevention. 

Bulletins describing the courses 


jand giving fee and registration in- 


formation can be secured by writ- 
ing Dr. Walter A. Cutter, Center 
for Safety Education, Division of 
General Education, New York Uni- 
versity, New York 3, N. Y. 

” + 


158,000 in Calif. Warned 
To Mend Driving Habits 


The department of motor vehi- 
cles reports that during the last 
two years, 158,378 motorists in Cali- 
fornia have been warned that un- 
less they mend their bad driving 
habits, action will be taken to 
keep them off the road. 

The department had its busiest 
year in 1954 when it held 28,469 
hearings, placed 13,120 drivers on 
probation, cancelled 1,850 licenses, 
suspended 22,757 drivers, and re- 
voked the licenses of 9,029 others. 
The Automobile Club of Southern 
California reports 44,613 drivers 
had their licenses suspended, and 
19,300 others had their licenses 
revoked in the last two years. 

* * 


* 
Vermont OK’s $12 Million 
Highway Bonding Bill 

Millions of dollars will be poured 
into maintenance and construction 
projects on Vermont highways un- 
der the Legislature’s 1956-57 appro- 
priations bill. 

In a departure from custom, the 
lawmakers have approved a $12 
million highway bonding bill and a 
limited access law, and have ap- 
propriated more money for town- 
road work than ever before. 


TV ‘Eyes? Spot 
Traffic Snarls 
In N.H. Tests 


A demonstration of the use of 
television with a micro-wave link 
to control traffic flow has been 
staged by the New Hampshire De- 
partment of Public Works and 
Highways. 

The department was assisted by 
two firms whose equipment was 
used. They were the Raytheon 
Mfg. Co., which provided the 
microwave equipment, and General 
Precision Laboratory, whose TV 
cameras and monitors were used. 

Also demonstrated was an auto- 
matic toll collector and a radar- 
operated signal which lit up sud- 
denly when a speeding car neared. 
“Slow down,” it warned, “you are 
speeding.” The car activated the 
impulse that lighted the sign. 

Observers reported that the mon- 
itors plainly showed cars on the 
road miles away and that even the 
license numbers came through 
clearly. It was said this closer 
control of traffic will soon be pro- 
viding improved highway service 
and a “maximum of safety.” 

* * * 


Canada Lowers Tariff 


On U. S.-Made Antifreeze 

OTTAWA.—Canada is reducing 
its tariff on U. S. antifreeze from 
20 percent to 15 percent, the Tariff 
Board ruled. 

However, imports of ethylene 
glycol from Britain and the U. S. 
will be taxed 10 percent. Certain 
types had been entering duty free 
but the Canadian chemical indus- 
try claimed it could not produce 
its product at a price that would 
compete with the U. S. imports. 
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oo boys out GMC way are get- 
ting more than a little miffed 
at the connotations which tend to 
lower the dignity and worth of 
trucks by those, especially in the 


industry, who thoughtlessly say: 
“It drives like a truck,” “It rides 
like a truck,” and “It handles like 
a truck.” 

The tendency to disparage trucks 
was a key point of discussion at 
the Truck Trailer Manufacturers 
Assn. “shindig” at the Sheraton- 
Cadillac last week. In both the 
panel devoted to “How to Improve 
Publicity” and in the one “Improved 
Coordination of Highway Public 
Relations,” the public and legisla- 
tive reaction to the truck story was 
very much in mind. 

While many polls have shown 
that the public today recognizes 
that trucks on the highway are 
essential to the economic welfare 
of the nation and the “for hire 
drivers in particular have really 
earned their title of “Gentlemen 
of the Highway,” there still lin- 
gers, quite strongly in some places, 
“the idea that trucks break up 
the roads and should be taxed to 
the limit in order that there will 
be no question but that they are 
paying their full share of the 
road maintenance and construc- 
tion costs.” 


In fact, one of the key men now 
active in pushing the pending Fal- 
lon Bill through committee to Con- 
gress is quoted as saying recently 
to an industry man who called on 
him, “The trucks tear up the roads, 
now let’s make them pay for it.” 


* * * 


Tests Cited 


yum type of propaganda is easy 
for interests fighting the expan- 
sion of “for hire” truck transporta- 
tion to keep alive and promote, 
despite the facts that have been 
uncovered in tests that weather 
plays the most important part in 
the destruction of our hard surface 
roads. 

These tests, I understand, have 
conclusively proved that where a 
strip of “black top” is spread on 
the skirt of the road on each side 
to keep water from seeping under 
the road and weakening the sub- 
surface that our present roads 
will stand up not only under the 

(Continued on Page 21, Col. 1) 
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Dream Trucks Widen Market 


By Jack Weed 
Truck Editor 

HE “dream trucks” of the pres- 

ent are not—as the term im- 
plies—figments of the imagination 
but hard realities that are blazing 

|}a@ well-marked trail directly into 
|the heart of a new, vast and excit- 
ing market. 

It is significant—and ironical— 
that this market probably has 
existed for a long time, although 
unnoticed and therefore untap- 
ped. 

The impact these “dream trucks” 
have on people, who previously 
barely were aware that there was 
such a thing as a truck, can be 
gauged by letters which have fol- 
lowed the path of GMC’s L’Univer- 
selle on the Motorama tour. 

* * * 


HE letters—hundreds of them— 

are excellent illustrations of the 
way “dreams” have been creating 
a buying desire that widens the 
market for trucks which embody 
new design or construction ideas. 

For instance, those who wrote 
included a funeral director desir- 
ing a flower and ambulance unit; 
a motion picture photographer 
who wanted a shop on wheels; an 
explosives man who wanted to 
haul dynamite; an explorer in- 


Chevrolet Grabs 
May Sales Title; 
Cuts Ford’s Lead 


Se working under a 
full-head of steam in its effort 
to catch Ford at 1955’s half-way 
point, recaptured in May the 
monthly new-truck sales title it 
lost in February. 

However, Ford still led for the 
first five months of 1955 with 
115,999 registrations to Chevro- 
let’s 105,315—an edge of 10,684, 
according to data compiled by 
R. L. Polk & Co. 

In May, Chevrolet ran strongly 
as No. 1 in 41 states and Ford in 
eight (including the District of 
Columbia). International held its 
third position during May but GMC 
edged up into fourth, shoving 
Dodge back into fifth. 

* * * 
ILLYS held sixth and White 
seventh, with Mack ousting 
Studebaker from eighth to ninth. 
Diamond T was 10th, Reo, 11th, 
and Brockway, 12th. 

May’s surge of sales was 
marked with 35 states showing a 
gain over the same month of 
1954 and whittled 1954’s edge over 

(See SALES, Page 22, Col. 5) 





terested in safari vehicles; a 
florist; a construction engineer; 
a chicken hatchery; a cleaner 
and dyer; a women’s ready-to- 
wear-store and a prominent band 
leader. 


Back of these letters is the think- 
ing inspired by the wide vista from 
the driver’s seat, the low-loading 
height and the high standing room 
of the truck’s body. Also the easy 
ride and distribution of weight, as 
well as the low-loading height, no 
doubt had some bearing on the re- 
quest from the man who hauled 
explosives. 

* - ~ 
= companies with truck 
models that depart from stand- 
ard design in some feature also 
have inspired many similar “buys” 
and inquiries. 


For instance, Dodge Truck re- 
ports that, instead of waning, 
the demand for the Power Wagon 
with its four-wheel drive and 
8,700 Ib. GVW is increasing as 
the years go by. Originally de- 
signed to fill an anticipated de- 
mand by ex-soldiers who had had 
experience with Army four-wheel 
drive trucks, it was thought that 
this demand would last only a 
few years. The reverse, however, 
has been true. 


A tree surgeon uses the front- 
mounted winch to haul workmen 
to the tops of tall trees to do prun- 
ing in safety; a Georgia pecan 
grower uses the power take-off 
tools to dig holes for planting trees 
and as a spray wagon later; fish 
and game departments transport 
fish and game to remote planting 
areas; oil companies carry seismo- 
graph equipment to hard-to-get-to 


areas and to carry drilling rig sup- | 


plies; an Ohio feed mill switches 

freight cars into place for loading 

and a wealthy New Englander uses 

one to haul guests up a 60 percent 

grade to the top of a small moun- 

tain so guests can view his estate. 
* - z 


HEVROLET has found the 

Cameo Carrier’s streamlined ap- 
pearance and luxury features have 
sparked the imagination of buyers. 

For instance, a physician uses 
one as his second car and takes 
hunting trips in it and a race horse 
trainer went to the expense of hav- 
ing a horse trailer constructed to 
match the lines of the truck and 
also uses the pickup as his per- 
| sonal conveyance. 

Cameo Carriers also are being 
used by an organ rental com- 
pany, a motorcycle dealer, fish 
markets, drivein theaters, rabbit 
breeders, an electric golf cart 
| maker and in many other unusual 
| occupations. 


These instances only go to show 











‘Ist-Half Production Ranks High 


By Martin L. Whitmyer 
Staff Writer 

ESPITE the fact that three of 

the larger truck manufacturers 
were down for new-model change- 
Overs during six weeks of the first 
quarter, the industry still recorded 
the fifth largest first-half output 
in history in 1955. 

The return to full-scale produc- 
tion by Chevrolet, Dodge and GMC 
during the second quarter helped 
the industry increase its output 43 
percent over the first three months 
and enabled the makers to finish 
the first half with 641,188 assem- 
blies behind them. 

Commercial-vehicle production 
was 377,534 in the second quarter, 


as compared with the first quar- 
ter’s output of 263,654 trucks. 
Highest first-half truck output 
mark on record is the 787,790 units 
produced during the first six 
months of 1951. Second highest 


in the first half of 1948. 

Other years that outproduced the 
first six months of this year were 
1950 and 1952, the former with 
657,750 and the latter with 644,118. 
The first half of 1954 produced 


NEW PRODUCTS, 
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was the 711,811 trucks assembled | 


only 558,940 trucks. The lowest 
postwar output mark was the 337,- 
586 trucks assembled in the first 
half of 1946. 
of * + 
NDICATIONS now are that the 
industry will produce in the 
neighborhood of 1.2 million com- 
mercial vehicles this year. With 
Ford the only major maker plann- 
ing to be down in the fall for new- 
model changeovers, most industry 
observers forecast that truck out- 
put will remain at its current 
tempo throughout the second six 
months. 
Chevrolet, Dodge and GMC do 





not plan any output delays due to 
(Continued on Page 20, Col. 1) 


that there is a great untapped 
profitable market for light trucks 
awaiting the truck salesman or 
dealer who uses a little ingenuity 
in trying to help a _ prospective 
owner work out his ideas of what 
he wants. 

The only difference is that the 
salesman will have to do his own 
inspiring instead of depending 
on a new design or an unusual 
feature. 

A recent survey of dealers across 
the nation seems to indicate that, 

+ + + 





Trucks Tackle 'Off-Beat’ Tasks— 


even in a good truck market such 
as this year is proving to be, far 
too many dealers are “giving away” 
their half, three-quarter and one- 
ton jobs because they are con- 
vinced by “shoppers” that it is a 
very competitive ‘market and that 
the buyer is interested only in price 
or a “long” deal. 

*” + ” 
_ example, Chicago dealers re- 
port that “there are plenty of 
new and used lighter trucks but 

(Continued on Page 22, Col. 1) 
* * + 





With trucks being used more for “off-beat” purposes, truck salesmen face the 
challenge of supplying buyers with vehicles tailored to their needs. As an example, 
a Chevrolet Cameo pickup (top), was selected by a race horse trainer to pull his 
specially built horse van. The Cameo got the nod because of its streamlined appear- 
ance, it is claimed. Below is a Dodge Power-Wagon used as a spraying vehicle in a 
citrus orchard, where the type of soil does not permit regular truck operations at 


some seasons of the year. 





Hot Truck Sales Raced 


Achieved by Williams 


By Sanford Markey 
Staff Correspondent 

LEVELAND.—There’s no magic 

formula — but plenty of hard 

work—behind the truck sales re- 

cord of Birkett L. Williams Co. 

(Ford) in Cleveland that in 1954 
sold: 

A total of 188 new trucks, 133 
used trucks at retail, 10 at whole- 
sale and an average of $308 in 
body and equipment per new 
truck sale with a profit of $2380 
per new truck sold. 

In 1955, William’s record as of 
June 1 was: 80 new-truck sales and 
49 used trucks sold (95 percent of 
them at wholesale). What’s more, 
Birkett L. Williams Co. is averag- 
ing about $200 net before commis- 
sion on sales. 

At the present rate, the com- 
pany expects to sell at least 200 
trucks and to top last year’s figure 
of 143 used units. 

* ” ” 
How's it done? Well, Paul Rey- 
nolds, who heads the truck 
department, sums it up with “serv- 
ice and knowing the truck field, 
particularly knowing what equip- 
ment the buyer needs for his unit.” 





Service isn’t just a nice sound- 
ing word tossed around at Wil- 
liams. It’s been built up over 
the 40 years that Williams has 
operated. 

It is reflected, too, in the stock- 
sales program to company em- 
ployes both to white collar and 
mechanics, the latter operating in 
about 150,000 square feet of space. 


In the course of maintaining a 
high and rigid service standard, 
the company has captured a healthy 
share of the fleet sales that go to 
such substantial truck buyers as 
East Ohio Gas Co.; Ohio Beil Tele- 
phone; Cleveland Electric Illumin- 
ating Co.; U. S. Truck Lines and 
A. TF. & F. 


At the same time, Williams has 
been in the auto leasing business 
for at least four years and, about 
90 days ago, began to lease trucks. 

nm * * 


RESIDES servicing, Williams has 
a highly trained staff of 17 sales 
personnel, six of them combination 
car-truck salesmen with specialized 
training in the truck needs. To 
meet the increased demand on the 
staff, Reynolds said that two new 
all-truck salesmen will be added to 
(Continued on Page 26, Col. 1) 
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the Chevrolet- Ford combination 
suffered from last year. Ford and 
Chevrolet produced 60.97 percent 
of total output the first half of 
this year, as compared with 62.11 
percent during the same period of 
1954, a loss of 1.14 percentage 
points. International’s 1.15 percent- 
age point gain took up the slack. 

Dodge moved into fourth place 
with an output of 55,103 units 
during the first half. That accounts 
for 8.59 percent of total industry 
output and a 0.01 percentage point 









First-Half Truck Output—'55 vs. '54 


Despite New-Model Shutdowns .. . 
(U. S. PRODUCTION) 
Total Pet. of Total Pet. of Gain 


Ist-Half Truck Output 
Rates as 5th Highest sl iam on un Sa “te 


0.29 2,049 037 —0.08 
8.59 47,939 8.58 0.01 












(Continued from Page 19) 


changeovers and Ford officials| more than 38,000 units to take over 
claim their lines will be closed no| first place. 













more than 10 days at the most. A Aenean - increase over the 858 percent 
They also say that increased out- eee upping its output on Sere eee . . share picked up on 47,939 trucks 
put capacities at the division’s new pace 107.8 percent in the sec- Ne cemnmummmamemmamtaate f in the first half of 1954. 






plants in San Jose, Calif., Louisville |ond quarter, finished the first half}] sis" ‘i , : GMC, upped its output 192.4. 
and Mahwah, N. J., will permit} with 196,969 assemblies. Ford, after i ? , percent in the second quarter, 
them to makeup in a few days any | leading Chevrolet by more than finished the first six months with 
loss that would a su ho ge 35,000 units at the end of the first)|| “°° : 7 ” 50,324 assemblies and 7.85 per- 
through the short changeover|three months, completed the first indus’ utput. Its 
period. half with 194,045 assemblies. Setel Truck, U.5.60,105 ep) 6 = Ott I! Seve hanover, Gan 6 Gt ieee 
* Miscellaneous includes Autocar, Corbitt, Marmon-Herrington, Brockway, Four-Wheel ¢ a 
Approximately 66 percent of The difference in their share of Drive, Sterling, Federal, ete centage point drop from the 8.12 
the commercial vehicles made in | total industry output, however, was : ; ata percent share registered on the 
the first half fell in the 5,000 and |almost negilible, Chevrolet with 45,407 units built during the first 
less and 5,001-10,000 gross vehicle | 30.71 percent and Ford 30.26 per-| share in the first six months of | the first half. That gave the Chi-| half of 1954, 
weight class, as compared with | cent. this year, on the other hand, |cago firm 11.04 percent of total] Although Willys output slipped 
the 65 percent registered on pro- In comparison, however, Chev- | was a 0.76 percentage-point gain | first-half output and resulted in a|4.5 percent in the second quarter, 
duction in the first half of 1954. | rolet’s share of first-half output | over the 29.50 percent registered |1.15-point gain over the 9.89 per-|it still finished in sixth place with 
The race for the top spot in| was 1.90 points less than the on the 164,921 trucks produced | cent in the first six months of 1954./a first-half output ef 39,989 units. 
truck output did a complete turn-| 32.61 percent registered on its | during the same period of 1954. 2s. That was 6.24 percent of total in- 
about in the second quarter as| 182,287 assemblies during the first International held onto the third J[NTERNATIONAL also was the/|dustry output and a 0.30 percent- 
Chevrolet outproduced Ford by| half of 1954, Ford’s 30.26 percent | spot with 70,796 assemblies during firm that gained the loss that|age point gain over the 5.94 
pr 5 a 7 percent share realized on 33,201 
outturns in the first half of 1954. 
A wide gap lies between the top 
six producers and the remaining 
commercial-vehicle manufacturers. 
Of the smaller makers, Stude- 
baker made the best showing 
with 10,367 units during the first 
half. Its share of total output 
was 1.62 percent this year, as 






































































































Top 3 Halves 


(Highest Truck Output Halves) 
i inticses ivisksciisviatessvenicectiodibie: 





compared with 131 percent on 
7,303 units a year ago—a per- 
centage point gain of 0.31. 

Next most productive manufac- 
turer was White with a first-half 
total of 7,016 units. That was 1.09 
percent share of total industry 
output and a 0.06 percentage point 
gain over the 1.03 percent share 
on 5,749 units a year ago. 

* z 7 


as copped 1.06 percent of the 
total industry output in the 
first half with a production of 6,797 
units, or .44 percentage points bet- 
ter than it registered on 3,488 units 
last year. 

The next largest producer, Dia- 
mond T picked up 0.10 percentage 
points this year with a production 
of 2,673 trucks during the first 
half. That was good for 0.42 per- 
cent of total industry output, as 
compared with the 0.32 percent 
registered on 1,790 units during 
the first six months of 1954. 

Reo built 2,665 trucks during the 
first half of this year for 0.42 
percent of total industry output, 
but lost 0.56 percentage points 
in comparison with a year ago. 
During the first half of ’54, Reo 
produced 5,460 trucks for 0.93 
percent of total production. 

The miscellaneous group, com- 
posed of Autocar, Corbitt, Four- 
Wheel Drive, Sterling, Federal, 
Marmon-Herrington, Brockway 
and other independents, copped 
0.41 percent of the total industry 
output on 2,610 units during 
the first half. That was a 0.32 per- 
centage point drop from the 0.73 
percent share it registered on 4,064 
completions in the first half of 
1954. 








U.S. Truck Output 









Production Through June 30 

a 2nd Qtr. Ist Qtr. 

Roller Bearings am a _ 

1—132,973 Chev. 63,996— 2 

2— 94,130 Ford 99,915— 1 

3— 40,061 Intl 30,735— 3 

Straight, Tapered and é E DE — $5,387 Dodge 197166— 5 
Journal Roller Assemblies RA L- MOG U L SE RVICE G— 19,563 Willys 20,426— 6 
I— 4,635 Stude. 5,732— 7 

Division Federal-Mogu! Corporation 8— 4,011 Mack 2,786— 9 

9— 3,944 White 3,072— 8 

DETROIT 13, MICHIGAN 10— 1,529 Reo 1,136—12 

1l— 1,526 Dia. T 1,147—11 

12— 1,310 Misc. 1,300—10 


817—13 
263,654 














| 
































AUTOMOTIVE NEWS, AUGUST 1, 1955 

















































21 





nad - should be carried by trucks. Then, | Not Briefed overhauling instead of another set 
mt | : 9 wa oo — < : = t IS too bad that the case of the ve —o. f ood friends 
: 3 weight tax equity be e shed. © more of my g en 
= " Truckin eo e e by Jack Weed The automotive industry is con- I truck before the Public Works and associates of yesteryear have 
1 : Committee, even by the AMA, has| recently gone the way all of us 
of tributing at least $1,800,000 toward b handied ineptly. It is my un- And 
ge the financing of this nationwide aon + eae Pag, ap § my must go some time—Lee Ander- 
standing that the representative} son, who was assistant advertis- 
it- (Continued from Page 19) program to develop the facts that 
ak. can be used to determine the equi-|°f the AMA was not even briefed| ing manager under Harry Ford 
‘oe heaviest loads that are legal in |as you go” plan of paying for the|table share of each type of high-|ProPerly on the truck side of the| at Chalmers when I was with 
wd most states but will economically | new, badly needed roads. But they | wa: i ¢|tax question before he made his| the Carl M. Green Co., advertis- 
its ’ 7 y user in the dispersement © appearance before the committee.| in mney that handled the 
ts carry trucks with much heavier | all want the tax to be equitable. |taxes for new road construction : Coan y aan 
ry loads. The truck industry wants to pay |and maintenance. Possibly it is not too late for a in N aan on tan P oon = 
nt With this strong current of “hit| ts full share, but until figures are/ Until these facts are developed, |More equitable tax structure to be] Win on down in history as’ the 
nt the truck” prevailing in Congres- | gee that will definitely de-| a) trucking interests, including | finalized before it goes to Congress. mann Whe extginnted the 
ks sional circles today, it behooves| ne what is the proper share for| the for-hire operators, feel that | Every one in the industry, and by Wishes” ention when os oa 
every man connected with the truck|*he trucks to pay, every one in| as near an equitable tax as pos- | every one that is vitally inter- with MacManus advertising 
4 business in any active way—deal- ao oe transportation feels) sible should be levied that will | ested in truck transportation agency. 
. ers, salesmen, operators and makers | that it is highly presumptuous for| meet the immediate needs of the | which will include the farmer eb Crcehee, o Cheveciie euliae 
h of not only the trucks themselves|® 8toup of legislatures who are not| program. Such a levy would ask | organizations, the milk people, ‘a Lene Death, Call. oat ae Oe 
. but manufacturers of bodies and|in the industry, are not engineers| gyery user, passenger car, bus | the wholesalers of food and other eivertiiin mannaer of Carri 
. all of the equipment that goes on|0r have any intimate knowledge| anq truck to carry a part of the | commodities essential to the life was cain a the old aane hae 
a truck—to make it an economic|°f the problem, to dictate from| joaq, and well being of the public, ev- | 1.44 i intimatel 5 e. 
e transportation unit to get in touch| hearsay information and guess as ery manufacturer, dealer and user | °2° *20Wn intimately since he was 
2 i to what is th hare for th If the committee feels that a tax ? an assistant advertising manager. 
® with his congressman and do every- . Ps s the proper share for the on rubber is essential to the pro- of truck or truck equipment At the time when I first knew Bob 
t thing in his power to make sure| truc to pay. | ‘ gram, then all tires should be| Should register his thinking with he was assistant to Lynn Dudley, 
that trucks — loaded -s a Equality Needed “loaded” with at least a basic tax.| his Congressmen immediately. advertising manager of the Fed- 
ed SS casmnneiias ia eae 2 Gee ee ce It is claimed that a five-cents-a-| With the punitive taxes proposed,|eral Motor Truck Co. when Mart 
“ only as niet ess the + 7 the Project No. 5 High-|pound tax on all rubber used in| it is felt by many that the tax load|Pulcher was head of the company. 
th cent o t 4 cles ia e road. way Research Program, now|tire construction would bring in/|will not only have a dire effect on|At that time, I was editing the 
- The ¢ th io cane al ant every | well under way, is completed, then|much more money than all of the|the economy of the nation as a| Timken Magazine and naturally 
= means @ : wl it "tae ‘= ‘cae factual data will be available that| punitive taxes now proposed to be|whole but will result in Congress|had many contacts with both Bob 
. Goth mahanee aa 1 bt ‘on a “for should enable the legislatures and | levied against the truck industry | being put in the position of trying|and Lynn since Federal wag one 
4 a ng t ai as = a sie states to determine just what is/that only go to aid the rails in their |to save the “steam boats and river|of the companies that was “Tim- 
01 h a — ack Preaking ithe fair share of road building | special little fight against the long| barges” to save a rail transporta-|ken all the way” right from the 
4 costs. and maintenance expense that| distance haulers for hire. tion system that needs a thorough | start. 
—— But we should all remember that 
2P as regulations are added = _ 2 
24 statutes aimed at “loading” the “for e e 
S 1. Sle wens tee oes oe oe You can be the top brake service expert in your community... 
- economic burden on all trucks. The 
4 farmer, the wholesaler, the live- 
t stock hauler and every one using 
t trucks in his business is affected 
and costs are increased. And the - 
a dear public—you and I—catch the with the 
bill eventually. 
* * * 
‘Conditioned’ 
) 
wees disparaging of the truck ( 
3 years that it is now kicking the 
3 industry and the American econ- , 
omy in the face in the tax schedule SS oot, 
. that has been approved by the SS —— 
, House Public yo oo = = ts Th Sy) 
° the part to be played by trucks in (i NC {\ - 
the financing of the 12-year roads a es 0h Sth D 
- program. : 
If The committee proposes to raise Wasner 
9 Federal gasoline taxes from two 
y cents per oe > See —_ Lockheed 
: j and that seems where 
€ “use” tax similarity between yaaa PRODUCTS 
Evidently’ the “rail” lobby, lias - 
3 Evidently e lobby has 
e done a fine job of selling truck a E ee ER _ 
e transportation down the river. SS — Ss 
‘7 Of course, -if the mebety oo : : 
- Congressmen on e mmittee Be Luo 
s pall aaa been “conditioned” by in- Tf ou eee / 
adequate understanding of the im- Boe / 
- portance of the truck to the na- fu, ‘ 
e tional economy, the rails would not 
9 have found it as easy to put cross And, remember, you can depend upon 
t their ideas of “loading” trucks with WAGNER QUALITY amas Fs 
a taxes that will aid the rails in their Products are used as original equipment 
s competition with the fast growing, by manufacturers of cars, trucks, buses, 


more economical] and efficient 








nd trailers. 
g | transportation service. It’s pathetic and tellers 
to see our legislatures become 4 
part of a plan to penalize progress. 
As it stands now in their zeal to 
kill off their “overroad” for-hire 
competition, the rails have sold the 
committee on putting an untenable 
tax load on everything that moves 
on rubber, whether it is hauled by 
a logger, a wholesaler, a retailer, 
a farmer or a manufacturer. 


* a * 


But Not Cars 
Witt no regard for equality 
among the users of the pro- 
posed new highways, but with due 
restraint from doing anything that 
will bring down the wrath of the 
great majority of their constituents 
at home, the committee proposes to 
load trucks by increasing the tax 
:. a on diesel fuel from two cents to 
four cents, raise the levy on the 
rubber used in truck tires from 
sizes 7.50 to 8.50 from five cents @ 
pound to eight cents per pound, on 
tires from 8.75 up from five cents 
per pound to 15 cents, on large in- 
ner tubes from nine cents to 15 
cents and add a tax that does not 
now exist on retreading material 
of 15 cents a pound. Excise taxes 
on trucks are also raised from 
eight percent to 10 percent. 

But passenger cars, which will 
use the roads in far greater num- 
bers, will not be subject to these 
punitive rubber taxes under the 
proposed plan until they get into 
the “luxury” class of cars. 

No one that I have talked with 
in the industry is against the “pay 


Bad brakes account for % of all accidents due to 
mechanical failure. This fact makes a good brake 
repairman vitally important to his community. 


brake accessories for over 30 years. 


You are supplied with plenty of identification—an 
official Wagner Franchised Dealer sign to hang out- 
side your shop, stickers, plaques, seasonal displays 
which tie in with Wagner’s Saturday Evening Post 
and Collier's advertising, uniform emblems for you 
and your employees. You also get free newspaper 
mats and direct mailing cards for your own advertis- 


ing. 


There’s no question about it, the business is there. 
Surveys show that 15% of all cars on the road today 
need brake relining. One out of every three cars needs 
some kind of brake work. So here is an opportunity 
for you to boost your brake repair business and make 
an important contribution to traffic safety in your 
community because ... SAFE BRAKES SAVE LIVES. 


For further information, fill out the 
coupon below and send 
it to us today. 


That’s why Wagner has organized the Wagner 
Franchised Dealer Program. It’s a double-barreled 
program designed to (1) help you become a better 
brake repairman and (2) tell your customers that you 
are the top brake expert in your community. 


How can Wagner help you to become a better brake 
repairman? Simply by supplying you with all the 
information you need to quickly analyze and correct 
any brake problem and by making available to you 
the best brake parts, brake fluid and brake lining on 
the market today. 


Peewee ss mS Ss 


When you agree to become a Wagner Franchised 
Dealer, you stock only a modest inventory of Wagner 
brake products. Immediately you get brake charts, 
bulletins and service data prepared by Wagner engi- 
neers who have been designing brake systems and 


Wagner Electric @rporation 
6393 Plymouth Avenue, St. Lovis 14, Mo., U.S. A. 
(Branches in principal cities in U. $. and in Canada) 
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Buyers... 


Dream Trucks Widen Market 


(Continued from Page 19) 


few heavy-dutys in comparison. 
Inventories are greater because 
many dealers anticipated a strike 
and “loaded up.” Plenty of small 
stuff is available. There are not so 
many heavies available because 
suppliers cannot keep up _ with 
manufacturers demand. However, 
there definitely is no shortage. 

In the San Antonio area, dealers 
report that new and used stocks 
are about normal, although some 
dealers say that heavy trucks are 
moving slowly. 

Denver reports that, in spite of 
the fact that more new trucks 
have been sold this summer than 
during the same period last year, 
used stocks are not high but new- 
truck inventories are larger. 

Reports from Cleveland dealers 
indicate that many have taken a 
negative approach to trucks, with 
those who handle the heavier ones 
moving them only because they 
have to. The one bright spot is a 
large Ford dealer who reported 


that truck profits are up with in- 


ventory about the same ag a year 
ago and “every truck sold, both 
new and used, brings up a profit.” 
This dealer has a highly trained 
and efficient truck sales staff that 
specializes in body and equipment 
sales, particularly to large fleet 
operators. 

Another Cleveland dealer said 
that his current truck stocks are 
“far better than a year ago with 
new trucks, especially the one-ton 
and under sizes moving very good.” 
He added, however, that heavy 
units are “n.g.” This dealer said 
used truck sales are very good and 
indicated his profit margins range 
up to 30 percent. 

> * * 

SAN FRANCISCO dealers say the 

lighter type trucks and the very 
heavy-duty models are moving 
well, especially those in good con- 
dition, as there is considerable 
construction calling for heavies 
with new residential and shopping 
centers creating a need for lighter 
trucks. 

Buffalo dealers report that the 


truck business has been on the 
quiet side for the last two months 
with 75 percent of the business be- 
ing done in the lightweights and 25 
percent taken up by heavy duty 
models. 

Boston dealers report stocks 
about the same as last year and 
sale of one ton and under trucks 


Test Highway Surveys 


Completed in Illinois 

SPRINGFIELD, Ill.—Engineer- 
ing surveys for the proposed $12 
million state load testing high- 
way between LaSalle and Ottawa, 
Ill, have been completed, accord- 
ing to Edwin A. Rosenstone, state 
director of public works and 
buildings. 

The tests are designed to de- 
termine the effect of varying 
truck loads on different types of 
four-lane divided pavements. The 
nine-mile strip of highway is ex- 
pected to be in operation by the 
spring of 1958. 
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Again, Perfection’s Engineering Service added 
1 ton to the legal pay load of this truck. 
Perfection’s Front Mounted Telescopic Hoist 
No. 7120 and the 254-C 8-12 Cu. Yd. Perfec- 
tion Body are proving an ideal combination. 


Perfection’s Free Engineering Service on Load Saving and 
Proper Load Distribution Offers Your Buyers Increased Legal 
Payload—Lower Ton Mile Costs—Increased Trucking Profits! 


Tell us what loads your prospects want to 
haul—give us the truck model and details 
—and we will engineer a saving in weight 
and the best load distribution of body and 
truck, giving you up to 25% more legal 


THE PERFECTION STEEL BODY CO. .- 


payload, 





Campbell Adds 77 Units in Year— 


A total of 77 International Roadliner tractors have been added by Campbell ‘66 
Express, Inc., last year. Most recent addition to the Springfield (Mo.) carrier firm were 
35 R-1855 International tractors with 96-inch bumper-to-back dimension, which permit 
operation of 35-foot semi-trailers in states with 45-foot overall length limits. 


being very good. With the heavy 
duty trucks, the stocks are about 
the same as in 1954 but with com- 
petition more intense, selling them 
remains the No. 1 job. This compe- 
tition 


As reports indicate, proper 


lower ton-mile costs, and in- 


creased trucking profits! And this service 


costs you nothing. It’s a 


sure-fire sales 


getter. Write direct to Perfection or its 


nearest distributor. 
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GALION, OHIO 


is being blamed for slim- | 
|ming down dealer profits. 


selling is still the key to truck 
profits. The truck dealers who 
have well trained sales organiza- 
tions are happy about business 
this year and most of them are 
reporting increased profits from 
their truck sales. 
Dealers who still depend on 
“floor traffic” to get prospects and 
}only call on the most obvious buy- 
| ers are the ones who say they are 
| having a tough time with trucks. 
The “sparking” of the public, 
and especially truck users, to the 
| new creations indicates that there 
still are a good many potential 
| buyers who can be sold at a 
| profit if dealers and truck sales- 
| men will go out with the idea of 
| trying to come up with a unit 
that will meet the hauler’s needs. 
With the wide range of bodies 
and equipment now offered by 
truck body and equipment distribu- 
tors, even the ideas expressed by 
|those who wrote regarding the 
L’Universelle and those who bought 
the Cameo Carrier and Power 
Wagon can be matched by any 
dealer with practically any truck. 


Illinois Tightens 
‘Truck Rules 


| SPRINGFIELD, Ill.— Gov. Wil- 
|liam G. Stratton has signed a series 
of bills to tighten up the 1953 act 
placing truck regulation under the 
Illinois Commerce Commission. 

One empowers the commission to 
establish standards of insurance 
protection a common carrier must 
provide for shippers’ property. 

Others require an applicant for 
a certificate of convenience and 
necessity to give 10 days’ public 
notice, authorize the commission 
on 15 days notice to cancel a cer- 
tificate if not renewed, and permit 
|the commission to suspend, cancel 
or revoke trucking permits for 
failure to renew the permits and 
pay the fees. 


Sales 


(Continued from Page 19) 

1955 from 7,425 for the first four 

months to 3,553 for the first five. 

Ford’s share of the market for 
| the first five months was 33.71 per- 
| cent; Chevrolet held 30.60; Interna- 
| tional, 12.25; Dodge, 7.54; GMC, 
| 7.08; Willys, 3.04; White, 1.56; Stu- 
debaker, 1.40; Mack, 1.15; Diamond 
iT, 0.41; Reo, 0.30, and Brockway, 
0.13. All other makes grouped to- 
author accounted for 0.83 percent 
be the market as of May 31, 1955. 


| Top Trucks 


New-truck registrations for 
| four months plus 28 states for 
| May: 
| 1955 Pos. 
1—101,397 
2— 87,461 
3— 36,498 
bia 
I 
6— 
— 
i 
— 


1954 Pos. 
97,215— 2 
103,542— 1 
30,183— 3 
22,689— 5 
26,342— 4 
4,972— 6 
4,473— 7 
Stude. 4,042— 8 
Mack 2,086— 9 
10— Diamond T 1,034—10 
11— Reo 875—I11 
12— Brockway 435—12 
Misc. 1,970 
Total All Makes 
295,307 299,858 
Further details on Page 40. 


Make 
Ford 
Chev. 
Interna. 
Dodge 
GMC 
Willys 
White 
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News to Note... 


Truck World in Brief 


MINNEAPOLIS. — International 
Harvester Co. has named six truck 
dealers in the Minneapolis district. 

The dealerships, dealers and lo- 
cations are: Stephen’s Body Shop 
(K. M. Stephen), Floodwood, Minn.; 
Brownie’s Motor Service (F. W. 
Brown), Winthrop, Minn.; Wild 
Rice Motor Co. (B. C. Ness), Mah- 
nomen, Minn.; A. H. Petrowski, 
Good Thunder, Minn.; Evan Imple- 
ment Co. (Art Miller), Evan, Minn., 
and Schick Super Service (W. G. 
Schick), Chippewa Falls, Wis. 

s * 


Cross Named ICC Chairman 


WASHINGTON.—Hugh W. Cross 
has been elected chairman of the 
Interstate Commerce Commission 
for the 1955-56 fiscal year. 

* * * 


Mail Truckers Taxed 


RICHMOND, Va.—The State Su- 
preme Court of Appeals has ruled 
that, although carrying the mail is 
a Federal function, a motor carrier 
transporting mail over Virginia 
highways must pay the state gross 
receipts tax. 

* * * 
California Governor Signs 


Excess Truck Weight Bill 


SACRAMENTO, Calif—Gov. 
Goodwin J. Knight has signed a 
bill permitting excess truck loads 
up to 25 percent of the maximum 
load weight limitation, but will lim- | 
it the distance traveled to 75 miles. 

The new law also provides for 
truckers to enter into an agreement 
with the state to make financial 
contributions for the repair and 


maintenance of the roads. 
” x * 


Truck Weight, Tax Bills 


Vetoed by Ohio Governor 


COLUMBUS, O.—Gov. Frank | 
Lausche vetoed a legislative bill | 
which would have increased by 11) 
percent the load limit permitted on | 
a 40-foot vehicle. | 

Earlier Lausche vetoed another 
bill exempting from the state axle| 
mile tax truck registered in another | 
state and used to transport house-| 
hold goods. 








* * 


Galion Names Distributor | 


GALION, O.—Miami Valley Truck 
Body & Equipment Co., Dayton, O., | 
has been appointed a distributor | 
for Galion Allsteel Body Co. The| 
new outlet will handle Galion dump 
bodies and hydraulic hoists in West | 
Central Ohio. 

*” 7” +. | 
Lindsay Division Sold | 

MILWAUKEE.—The automotive | 
division of Lindsay Bros. Co. has| 
been sold to E. H. Hoelter, who | 
has headed the division since 1948. | 
The firm will be operated under | 
the name of Atlas Truck Equip- 
ment & Bus Co. 

* | 


* * 
Divco Trucks Appoint 


New Dealer in Turkey | 


DETROIT.— As part of an ex- 
panded national and international 
sales program, Divco Corp. has set | 
up a new dealership in Istanbul, 
Turkey. Victor Y. Benyes will head 
the firm. 

Divco will make all of its various | 
sized models, including the new 
squared-up body series, available | 
for export. 


* * * 


Reo Branch Moves 


WICHITA, Kans.—The Reo truck 
branch here has moved, according 
to J. D. Rickman, branch manager. 

. a” - 


International Truck Adding 


Two Southern Branches 


CHICAGO. — International Truck 
has opened a new branch at Win- 
ston-Salem, N. C., and has let con- 
tracts for a second branch at Rich- 
mond, Va., according to R. M. 
Buzard, sales manager. 

The Richmond branch will con- 
tain more than 15,000 square feet 
of floor space and is expected to! 
be completed by fall. 

on x 


+ 


Georgia Tech Receives 


Chevrolet Truck Exhibit 


ATLANTA.—A cutaway working 
exhibit of a Chevrolet truck engine 





and four-speed transmission was 
presented to Georgia Tech by local 
Chevrolet officials. 

Chevrolet officials taking part in 
presentation ceremonies included J. 
D. Thompson, southeastern region- 
al manager; L. R. Mason, Atlanta 
plant manager; Ralph Smith, zone 
manager, and G. O. Johnson, At- 


lanta zone promotion manager. 
* * 


* 
Capitol Trailer Picks Heil 
MONTGOMERY, Ala.— Capitol 
Trailer & Equipment Co., Inc., has 
been appointed southern-Alabama 
distributor of Heil hydraulic hoists 
and dump bodies, Colectomatic ref- 
use units, Colecto-Pak garbage 
bodies and Heiloader elevating 
truck tailgates. 
~ * * 


Divco Trucks Feature 


New ‘Hi-Vent Grille’ 


DETROIT.—A new “Hi-Vent 


grille” is being incorporated as 
standard equipment on Divco de- 
livery route trucks, according to 
G. E. Muma, president of Divco 
Corp., Detroit. 

The grille, which fits all Div- 
cos made since 1938, increases 
cooling area. It is of one-piece 
construction. 

* * + 


Maryland Truckers Elect 


|Sanders as President 


BALTIMORE.—Francis W. Sand- 
ers, president of Sanders Motor 
Freight, Oakland, Md., has been 
elected president of the Maryland 
Motor Truck Assn., Inc. He was 
executive first vice-president last 
year. 

The association gave its annual 
safety award to Schluderberg- 
Kurdle Co. for its contribution to 
highway safety. Sixteen other firms 
were presented safety citations. 

* * 7 


California Truckers Seek 
Boost in Freight Rates 
| LOS ANGELES.—The California 





Public Utilities Commission to ap- 


Trucking Assn. has asked the State | 





“Stop complaining, Mr. Hoskins 
— what if you were the factory! 
At least YOU can STILL tell 
YOUR employes what to do!” 


in freight rates. 











prove a general 10 percent increase 


| Joseph Kaspar, research director 
for the association, said the boost is| needed to help solve replacement 
|nmecessary to cover increased oper-| needs and lessen “cannibalization.” 
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ating costs resulting from a wage 
hike granted truck drivers. The 
rate increase would amount to 
about $20 million a year. 

* * * 


Buckley-Mack Builds 


Second Sales Building 


MASSENA, N. Y.—Buckley-Mack 
Co., Inc., distributor of Mack 
trucks in Watertown for 16 years, 
has constructed a second Mack 
sales and service building near 
here. 

Richard Buckley, associated in 
the Watertown business with his 
father, Ralph J. Buckley, and 
brother, Theodore C. Buckley, will 
manage the company’s local oper- 


ation. 
* + * 


Grote Mfg. Offers Plan 


For Mirror Purchase 
BELLEVUE, Ky. — Grote Mfg. 
Co. has introduced a plan whereby 
truck or fleet owners can purchase 
mirror parts to fit their needs. 
The plan will permit owners to 
buy only those parts actually 





| like Quaker State's new grading 


ing and over-all 


And any time all these advantages work for 
you, costs go down, profits go up.” 


What Quaker 


met with tremendous dealer approval—is to 
simplify its motor oil grading. Now you need 
only three basic grades... Quaker State Light, 
Medium and Heavy .. 
right oil for every customer! 

Here’s progress by Quaker State that puts 
profit where it belongs—in your pocket! 


system for these reasons: 


—easier servicing, lower inventory, faster 
turnover, less storage space, simplified order- 


streamlining-of operations! 


State has done—and it has 


. and you’ve got the 


NEW QUAKER STATE MOTOR OIL CLASSIFICATION 


NOW—you need only 3 grades of 
Quaker State to service every make 
and model car. 

LIGHT—SAE 10W, 20W and 20... 
for cold weather service. 


MEDIUM—SAE 20W-30 ... for warm 
weather service. 


HEAVY —For use where SAE 40 and 
50 grades are recommended. 


AND—NEW SUPER BLEND SAE 10W-30 HD 
—for the newer, high-powered, high compres- 


sion engines... for service MM, MS, and DG. 





as 
QUAKER’ 
Sar Vas 


MOTOR OIL 





QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. Member Pennsylvania Grade Crude Oil Association 





Actually, there 
today... and 


Model for model — America’s lowest prices! 


Rambler prices start at $1585, factory-town delivered. The beau- 
tiful, popular Cross Country Station Wagon, shown to the right, 
is only $2111.95*, factory-town delivered. Hardtops start at only 
$1995, factory-town delivered. Each smart, new body model beats 
any corresponding model in the low-priced field for low original 
cost and value. *White sidewalls extra 


Rambler stars in Hudson deal 
with lowest prices, lowest 
upkeep costs, highest resale 
value in its field... 


nothing like it anywhere... 
and Rambler sales are 214 
times last year’s! 


The market for a truly low-priced car is big and active, with today’s 
high employment, and the fast-growing second-car demand. While 
all other cars abandon this market by getting costlier each year, the 
smart new Rambler is aimed right at the low-priced field—in original 
cost and upkeep expense. Hudson dealers have today’s only low- 
priced car, and sales are zooming. 


USED-CAR RETAIL PRICES * 


4-Door Sedans, 1954 Models — June, 1955 
U.S. Composite, (all regions) 


RETENTION OF 
MAKE USED-CAR ORIGINAL PRICE 
RETAIL PRICE WemeAL Pai 


*From N.A.D.A. Official Used-Car Guide for July, 1955. 


500 to 600 miles on one gas fill! Rambler retains most value! Hornets, Wasps complete new line! 


Rambler mileage is dealer-sales power in these days of Highest resale values in the low-priced field! Tak- Hudson dealers have an outstanding all-new car in 
rising gas prices. Owners love the Rambler’s up-to-30- ing 1954 four-door sedans as an example, used every price bracket — Rambler in the low-priced field, 
miles-a-gallon economy. They “go” for the low oil, tire Ramblers throughout the country bring higher the spectacular Wasp in the low-medium-price field, 
and service costs that make Rambler the U.S. Economy prices, retain more of their original value, than any the fabulous Hornet in the upper-medium-price field. 
Champ — the éasiest of all American cars on the budget! comparable models of the other low-priced cars. They’re set to do business with 95% of their markets! 





& only one low-priced car 
{Hudson dealers sell it! 
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Individual mobility—everybody wants it! 


The smart new Rambler is pacing the big change in American driving habits. Today’s 
crowded traffic cries out for this compact car that’s easier to handle — that needs far less 
parking space. Busy housewives, suburbanites, need a second car for errands, shopping— 
the economical Rambler is the answer. Businessmen, salesmen, commuters see in the 
Rambler the ideal answer to today’s driving needs. 


Hudson 


Motors Division Look into a Hudson franchise! 


of American Miotors Corporation “*, ecas o> There are a few Hudson dealership opportunities open. The fran- 


chise carries the highest dealer gross margin in the industry, and 
Hudson dealers are not overloaded by arbitrary factory shipments. 
14250 Plymouth Road, Detroit 32, Michigan For full information, contact N. K. VanDerzee, Sales Vice Presi- 
dent, address to the left, or see the nearest Hudson Zone Office. 






















26 
No M. 


ic Formula... 








Hot Truck Sales Pace 
Set by Williams 


(Continued from Page 19) 


work exclusively on industrial ac- 
counts. 


Williams does virtually no ad- 
vertising or promotion. Funds 
normally allocated for such pur- 
poses are “turned into service, 
with customer requests our prime 
consideration” according to Rey- 
nolds, who said that “if a truck 
buyer whose vehicle hag 18,000 
miles on it, comes in complaining 
about the transmission and if he 
sincerely believes it is not his 
fault, the transmission will be 
repaired to the customer’s satis- 
faction.” 

Reynolds disclosed that the bulk 
of sales are in fleet units, but he 
added “service has brought that 
about and, furthermore, our sales- 
men know their product and equip- 
ment. As a result, they can sell 
special equipment by talking the 
customer’s language. The better 
that language is understood and 
talked, the more equipment can be 
sold leading to a higher profit. If 
the customer feels you know his 
problem, he won’t want to shop 
around. He'll buy.” 


* * * 


—— no kidding in sales poli- 
cies. 

“When we study the customer’s 
needs and help to fit equipment to 
the problem, we expect to be paid 
for our know-how,” said Reynolds. 

Knowing the market, too, has re- 
sulted in additional sales. Last year, 
65 percent of sales took place with- 
in the F-1 and F-5 series; 35 per- 
cent of the new units sold were F-6 
through F-9. 

Reynolds said almost all used 


ene 


Turnpike Boosts 


Truck Tolls, | 


Weight Limits | 


HARRISBURG, Pa.—(UTPS) —On | 
the heels of Gov. George M. Lead- 
er’s approval of legislation boosting 
truck weight limits in Pennsyl- 
vania, a 33 percent increase in tolls 
for the trucks most commonly-used 
on the Pennsylvania Turnpike has 
been announced by the Turnpike | 
Commission. 


A new classification schedule, 
worked out by the commission and 
the state revenue department, 
hikes allowable weights for truck- 
tractors and tandem-axle semi- 
trailers, from 45,000 to 60,000 
pounds. 

They moved from Class 8 in the | 
commission schedule to Class 9, 
which also covers tolls for trucks 
and full trailers for which a 62,000 
pound haul limit remains un- 
changed. 

There is no toll increase for | 
other types of trucks. 

Under the new schedule, com-| 
monly used trucks are paying $23 | 
in tolls to travel the entire length 
of the superhighway, compared 
with $17.50 under the old schedule. 





trucks, this year have been 
wholesaled, 
pany does have a lot where units 
are sold “as is.” 

Both in 1954, and so far this 
year, according to Reynolds, “not 
one used unit sold at a loss. We 
make at least $15 per unit, on 


Canadian GM Aide 


Gets Tax Study Post 

OTTAWA.—A. E. McGilvray, 
assistant to the general manager 
of General Motors of Canada, has 
been appointed by the Canadian 
Government to a three-man com- 
mittee which will seek improved 
methods for levying Federal sales 
and excise taxes. 








although the com- | 
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wholesale turnover and at least 


$10 on retail.” 

He said that “knowing where to 
find a home for a used truck is 
the key, and added that determin- 
ing rural areas where many trucks 
are sold—that’s a study in itself.” 

od . * 
EYNOLDS commented that 
company salesmen know where 

the truck markets are in the agri- 


| cultural areas around Greater 


Cleveland and aim their sales ac- 
cordingly. 

“At the present moment,” he 
disclosed “there is a distinct short- 
age in ’46s through ’51s, and used 
light trucks in general. I could 
sell 50 light-ton units this week if 
I had them.” 

In the company’s policy of 
handling trucks, 21 units is a 
maximum, and “we never keep a 
used truck for more than 30 days. 
We are always in a position to 
wholesale our used trucks,” he 
said. 

Reynolds personifies the Wil- 
liams-type salesman. A _ graduate 
engineer of Case Tech, he spent 


| his war years with the Army where 
| he learned heavy truck duty. After 
|the war he returned to the auto- 


motive field and in 1954 was one 
of Ford’s Top Hatters. 





Bus Heads South— 


Specially equipped for service in Puerto 
Rico, one of 50 Mack buses ordered by 
the island's Transportation Authority is 
loaded aboard the freighter S.S. Eliza- 
beth at Brooklyn. The 45-passenger, die- 
sel-powered buses have blue tinted stan- 
dee windows to prevent sun glare, and 
are constructed with extra ventilating air 
scoops above and below the windshield 
and by the driver's side. 








AUTO 
TURNTABLES 
* 


Manufactured by 
* 


Macton Machinery Co. 
DYKE LANE 
Stamford 2. 

Cona. 


wn STEMAC 


PERSONALIZED 
NAME PLATES 


DETAKS ON REQUEST 


1281 So. Cherokee | 
Denver, Colorado | 
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‘Rail Rate Pacts 


Threaten Trucks, 


Canadians Say 


OTTAWA.—The new truck mar- 
ket in Canada is expected to face 
a dim future if a bill before Par- 
liament which could give railroads 
complete freedom to make rate 
pacts with industry is passed, ac- 
cording to the Canadian Trucking 
Assn. 


The association cited the rail- 
road rate agreement with the 
automobile industry as an example. 
It said that car-hauling trailers 
are “rusting in the fields” in the 
West as a result of the pact. 

The CTA, in presenting its case 
to a House of Commons committee, 
stated that the pact “threatens to 
force many truckers out of busi- 
ness” by setting rates which the 
trucking industry cannot meet. At 
the end of 1954, the CTA said, 
there were 51 such agreements in 
effect. It told the committee that 
evidence show the railroads intend 
to make between 3,000 and 4,000 
rate pacts. 





































































Saas POWER is the key to profitable haul- 
today. A vehicle must have the workhorse 


oa ling power to haul heavy loads! 


needed for bad road conditions or hill-climbing! 
Speed is needed for fast hauling, to bring an 
empty vehicle back for new loads sooner. 


TDA 2-Speed Axles answer trucking’s need for 
flexible power. Exclusive double-reduction de- 
sign permits a range of spreads all the way from 
in an almost unlimited number 
of gear combinations. TDA allows tailoring the 
power of your truck to meet any variety of 


28% to 49%... 


hauling conditions. 






Torque is 
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s and Builds Own Unit .. . 





UGENE, Ore. — XD-30, an ex- 

perimental vehicle with four 
front wheels and other unusual 
features, attracted considerable at- 
tention here during a pause in a 
test run from Oakland, Calif., to 
Portland, Ore. 

Heralded as “the latest thing in 
the trucking industry” by Pacific 
Intermountain Express Co., its de- 
veloper, the XD-30 was designed 
and constructed in PIE’s Denver 
general shops and company engi- 
neers have announced that road 
tests indicate the prototype is a 
success. 

T. M. Swan, district manager 
of PIE, said here that the XD-30 
was the result of planning that 
started well over a year ago. 

“The PIE front office had some 
general ideas for a modified ‘drom- 
edary’ tractor,” Swan said, “we 
turned them over to our research 
and development section in Denver 

and the XD-30 is the result.” 
* * * 

E EXPLAINED that the basic 

reason for the experiment was 





egg ‘si ‘owe 


New Truck on Test Run— 


This is the XD-30, an experimental dromedary tractor and trailer unit developed by 
Pacific Intermountain Express Co. on a West Coast test run. Note two sets of front 
wheels mounted on tandem axles. Eugene (Ore.) officials stand by the new truck. 









Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





with TOA 2-speed axles 


Exclusive, double-reduction design offers almost unlimited 
possibilities of gear ratios and ratio spreads—this versatility 
provides tailored power for every trucking need. 





How TDA’s extra “spread” works to your benefit. All 
2-speed axles employ an extra set of gears to give two 
ranges of speed or power to choose from . . . one for 
pulling power, the other for fast speed. Most 2-speed 
axles offer only one choice of “spread”—37%. Design 
limitations prevent changing this standard “spread.” 


However, TDA uses the exclusive double-reduction 
design. With TDA, spreads are available all the way 
from 28% to 49%. This means that your axle can actu- 
ally be tailored to give you just the power you need. 
Not only can you specify the spread most suited to 
your immediate trucking need—but you can easily 
change from one spread to another by merely changing 
the low speed helical pinion and gear—an easy me- 
chanical change. 

TDA’s more efficient use of engine power gives im- 
portant benefits . . . high road speeds, faster deliveries, 
better payload, and maximum fuel economy. No mat- 
ter what your hauling problem or load/road conditions 
you save with TDA. 

How TDA’s 2-Speed principle works! A husky hypoid 
ring gear and pinion set (No. 1 above) provide the first 
step of the total gear reduction for both fast and slow 
ratios. Two large, heavy-duty helical gear sets provide 














the second step. Both sets are of balanced size and ca- 
pacity. One set (No. 2) is for fast speed; the other (No. 3) 
is for slow speed. The clutch collar (No. 4) power shifts 
to right or left to engage one helical pinion or the other. 


Greater endurance, longer truck life with TDA. TDA’s 
simple design eliminates small complicated parts and 
midget size gears. Large hypoid-helical design provides 
more teeth in contact — quieter operation 

and far less strain. Bearings are 


larger, too. All this adds up to 
J 
a? 


more profitable operation 
1 Ne 
\ 


under all conditions. 
increase axle life with % ap@—-:-o 
GENUINE TDA EQUIPMENT PARTS ee 
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NY 


TIMKEN 
AXLES 


ROCKWELL SPRING AND AXLE COMPANY 





Take no chances with ordinary replace- 
ment parts. For sure, dependable, fac- 
tory-type jobs, specify genuine Timken- 
Detroit Axle parts kits—identical to your 
pl : 
pan cceated A) [YW Stancaca axles oe equipment. 
omas saan CY eneevenss Each kitis complete—gives you every- 
thing you need in one handy package 
Gaskets and shims, brake liners and 
rivets, steering knuckles, king pins and 
bushings, differential nests—for every 


size of brake and axle. Order by num- 
ber from your dealer, Cut labor and 
adjustment costs. Get trucks back on 
the road quicker. 





World’s Largest Manufacturers of Axles for 
Trucks, Buses and Trailers 


Plants at: Detroit, Michigan * Oshkosh, 
Wisconsin + Utica, New York * Ashtabula, Kenton 
and Newark, Ohio * New Castle, Pennsylvania 


©1955 RS&A Company 


bee 


to allow more payload to ride on 
the tractor “dromedary hump” 
while keeping well within legal 
limits of length, width, height, axle 
loadings and gross weight for the 
states in which the XD-30 will 
operate. 


If tests continue to be success- 
ful, a contract will be let to a 
qualified firm for manufacture of 
the new units for use on PIE 
routes west of Denver, Swan said. 


There are three major features 
incorporated in the XD-30. Prob- 
ably the most distinguishing is the 
steering apparatus composed of 
two sets of front wheels on tandem 
axles. Drivers said people stared 
at it and “thought they were see- 
ing double—and they were.” 

* * * 


A= feature is the use of 

air suspension springs instead 
of conventional steel springs. PIE 
last year equipped its entire fleet 
of van-type trailers with air 
springs. With the XD-30 equipped 


‘with air springs, the entire unit of 


COMES T0 TRUCKING 















New-Type Truck Tested in West 


tractor and trailer now “rides on 
air.” 

The third feature is the Cum- 
mins NHHT diesel “pancake” en- 
gine with turbocharger, mounted 
underneath the box instead of up 
front under the driver. There are 
two main reasons for this flat type 
engine, said Swan. One is a tech- 
nical matter of weight distribution, 
the other is its ease of accessibility 
for maintenance. The NHHT de- 
velops 235 horsepower. 


According to PIE officials, the 
XD-30 has added to the public 
comfort and safety. Both the 
public and the driver benefit from 
the combination turbocharger and 
exhaust system which cuts en- 
gine noise to a minimum. This 
system also, along with other 
features of engine design, prac- 
tically eliminates black smog par- 
ticles from the exhaust. 

From a safety standpoint, the 
XD-30 has a full vision wrap- 
around windshield. The height 
brings it well down below the driv- 
er’s usual line of vision and allows 
him to look nearly straight down 
into the street ahead. For the 
driver, placing the engine amid- 
ships under the chassis has elim- 
inated bothersome fumes and vi- 
brations, as well as made it quieter 
inside the cab, Swan said. The de- 
sign of the dual steering axles 
makes steering easier—an added 
safety factor. 

~ * * 

pees the original PIE - de- 

signed dromedary carries 4,000 
pounds in its hump, the XD-30 
will carry more than 10,000 pounds. 
The old box was 11 feet, 6 inches 
long and the new one 16 feet 6 
inches. 

The XD-30 is being observed by 
the Oregon State Highway Depart- 
ment in the test run and will fol- 
low it to Olympia and Seattle, 
Wash., for further inspection. 


The department records the oper- 
ation of new types of motor equip- 
ment by qualified engineers and 
movie cameras before permits are 
issued. The test runs have to prove 
that the motor carrier equipment 
under test is safe for operation and 
will not damage the highways. 


Fisher to Build 
Stamping Plant 


DETROIT. — Fisher Body will 
build a new stamping plant near 
Marion, Ind., James E. Goodman, 
general manager, has announced. 

This is the second Fisher plant 
to be announced. Goodman previ- 
ously said that Fisher will build a 
new stamping plant at Mansfield, 
O. He also revealed that Fisher 
will add approximately 970,000 
square feet to seven existing as- 
sembly plants. 

Site of the new plant is a 164- 
acre tract northwest of Marion. 
Body parts and sub-assemblies will | 
be built for shipment to assembly 
plants throughout the country. The 
building will contain aproximately 
1,776,000 square feet. 


AUTOMOBILES 
Ai 
WHOLESALE ONLY 


All makes, models, & years 


SETH-BOYDEN INC. 


871 CLINTON AVENUE, 
eat, 


PHONE ESSEX 
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100 Feet of 48-12” x 18” Pennants 
All-Weather Durafilm Only $4.50 
Money refunded if not satisfied. 
MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohio, dept. N 
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11 feet 3 inches. 
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orter Features ‘Airslide’'— 

Fruehauf Trailer Co.'s new bulk cement transporter is equipped with an “Airslide” 
unloader which uses compressed air to cause the load to move to the rear. The 
trailer has a 100 to 120 barrel capacity and is 32 feet long. Overall height is 
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3 REASONS WHY AC FUEL PUMPS 
ARE THE BEST MONEY CAN BUY 


AC’s multi-ply diaphragm 
multiplies fuel pump life expect- 
ancy. All AC pumps have three 
or more layers of an exclusive 
fabric coated to resist chemical 
action from fuels. 


Far greater temperature 
range was proved by the U. S. 
Army in 110° African heat... 
and at 60° below zero in Alaska. 


9 out of 10 vehicles on the 
road today are equipped with 
_AC Fuel Pumps — an unbeatable 
testimonial to the high quality 


and dependability of AC Fuel 
Pumps. 


Across the Nation .. . 


Auto Dealer Changes 


Here are the names of 47 new 
dealers signed by Nash: 

Gideon Hartman, Hartman’s Gar- 
age, Exeland, Wis.; Russell D. 
Hutchins, Russ & Ky’s Nash Sales 
& Service, Algona, Ia.; Paul Flater, 
Smith Motors Annex, Redfield, S. 
D.; G. W. Anderson, Anderson Mo- 
tor Co., McCracken, Kans.; 
D. Lynch, Lynch Motor & Imple- 
ment Co., Wakeeney, Kans.; Milton 
E. Putnam, Storm Lake Motor Sales, 
Storm Lake, Ia.; John H. David- 
son, Davidson’s Nash Sales, El Do- 
rado, Ark.; Paul E. Work, Work 
Motors, Sandusky, O. 

Herbert H. Brunell, Brunell Mo- 
tors, Alamogordo, N. M.; Elliott W. 
Halstead, Elliott’s Service, Farm- 
ington, Minn.; Fred L. Joslen, Fred 
Joslen-Nash, Klamath Falls, Ore.; 
Anthony Voci, Winchester Nash 
Co., Inc., Winchester, Mass.; John 


entire 
automobile 
industry 
graduated 
with him! 


L. Stahleck 
Frank | Stahlecker Garage, Selby, S. D. 


B. Humphries, John Humphries 
Nash, Bandera, Tex.; Robert L. 
Hopfe, United Car Sales, Austin, 
Minn.; Bruno J. Antonelli, Bruno’s 
Nash Service & Body Shop, Hib- 
bing, Minn.; David L. Lares, 
Whitey’s Motor Sales, Johnsville, 
Minn.; Lawrence er, 


J. L. Wilkes, J. L. Wilkes Gar- 
age, Houtzdale, Pa.; Joseph G. Jez- 
bera, Ross Nash Sales, Inc., Elgin, 
Ill.; Ira Young, Young Motor Co., 
Killeen, Tex.; A. R. Marcum, Mor- 
ris & Marcum, Los Gatos, Calif.; 
John C. Roper II, Roper Auto 
Sales, Union, S. C.; Joseph H. 
Brooks IlI, Brooks & Thomas Mo- 
tor Co., Columbus, Ga.; Thomas 


D’Agostino, D’Agostino’s Garage, 
Dalton, Mass.; Howard W. Owens, 
Owens-Wilson Co., Sturgis, S. D.; 
Donald P. Cretty, Woodbury Nash, 


In i931 Mr. Vacuum 
earned his diploma... 


Actually, the first fuel pump was introduced by AC four years 
earlier — in 1927. That was the first step, and the old gravity- 
feed fuel systems became obsolete overnight. 


But, in 1931, Mr. Vacuum graduated and really took over .. . 
supplying gas for engines, and vacuum power for wipers to keep 
your windshield clear. That was the introduction 
of the AC Combination Fuel and Vacuum Booster 
Pump. And ever since, AC dealers have enjoyed 
outstanding success. Today, they sell the vast 
majority of all fuel pumps sold! 
NATIONAL ADVERTISING backs up AC dealer activity 


with ads appearing in many of the major weekly and 
monthly popular magazines. 


COLORFUL FOLDER helps AC dealers spread the word 
about AC Fuel Pumps and Vacuum Booster Pumps. 


COUNTER CUTOUT features Mr. Vacuum, 
helps establish the dealer’s place of busi- 
ness as AC Fuel Pump headquarters. 


STANDARD FACTORY EQUIPMENT ON 


GENERAL 
MOTORS 


AC SPARK PLUG DIVISION 


GENERAL MOTORS CORPORATION, FLINT, MICHIGAN 


MORE NEW VEHICLES THAN ALL OTHER MAKES COMBINED! 


Woodbury, N. Y. 

William 8. Nash of Litch- 
field, Litchfield, Conn.; Vincent H. 
Hohman, Hohman & Kraft, Her- 
mosa Beach, Calif.; John Zack, 
Mansfield Motors, Inc., Mansfield, 
Pa.; A. Boyd Cass, A. Boyd Cass, 
Bethlehem, Pa.; M. R. Diener, Die- 
ner Motors, Roseville, Calif.; James 
O. Musselwhite, Musselwhite Mo- 
tor Co., Inc., Cordele, Ga.; James 
P. Kavanagh, Kavanagh Motors, 
Great Neck, N. Y.; Robert V. Bris- 
tol, Lone Rock Auto Sales, Lone 
Rock, Wis.; Dennis R. Dickerson, 
Dickerson Bros. Garage, Paris, 
Tex.; Harry Schroeder, Crossett 
Nash Sales, Crossett, Ark.; John 
H. Schaut, Johnnie’s Nash Sales. 
Iron Mountain, Mich. 

William L. Haas, Haas Nash Co., 
Greenwood, Miss.; Herbert F. Boy- 
ens, Boyens Nash Sales, Lowell, 
Ind.; Richard B. Ayares, Kernan 
Motors, Inc., Baltimore; Jerry P. 
Cohen, Gary Nash Motors, Inc.. 
Gary, Ind.; Asher W. Davis sr., 
Davis Tractor & Equipment Co., 
Canton, Miss.; Joseph C. Colwell, 
J. C. Colwell Motor Co., Thomas- 
ton, Ga.; Clyde A. Stoutamire, 
Stoutamire Motor Sales, Tallahas- 
see, Fla.; Jesse L. Bennett, Ben- 
nett’s Garage, Beaufort, S. C.; Dan- 
iel L. Broom, Nash Hollywood, Hol- 
lywood, Calif.; John Burbach jr., 
Burbach’s Nash Sales & Service, 
Newberry, Mich. 

* 


Hudson Signs Up 
28 New Dealers 
Across the Nation 


Hudson has announced that 28 
new dealers have been granted 
franchises throughout the nation. 
The dealerships, dealers and lo- 
cations are as follows: 

Wausau Garage, Inc. H. A. 
Schubring and Ardis Schneider, 
Wausau, Wis.; Brummett Garage, 
Raymond Samples, Jacksonville, 
Iil.; M & F Motor Co., Inc., T. D. 
Margrave, Chico, Calif.; Tonks 
Bros., Victor, Id.; Ottawa Hudson 
Sales, Elmer D. Linn sr., Ottawa, 
Ill.; Christensen & Sons, Haireld H. 
Christensen, Pocatello, Id.; Lam & 
Massey, Dale C. Lam and Ivey D. 
Massey, Hobbs, N. M.; C. Wood 
Motor Co., Bountiful, Utah; Guet- 
ersloh Motor Co., Levelland, Tex.; 
Vic Havas Motor Co., Las Vegas, 
Nev. 

Korner’s Motors, Henry J. Kor- 
ner, Lodi, Calif.; Berner Motors, 
Elgin, Ill.; Ben Fischel Auto Co., 
Cairo, Ill.; Tiracoda Sales & Serv- 
ice, Roland G. Tiracoda, Madera, 
Pa.; Poulin’s Garage, Winslow, 
Me.; Arnies Auto Sales, Angola, 
Ind.; Scruggs Auto Sales & Serv- 
ice, Grover Scruggs, Pine Bluff, 
Ark.; Brown’s Auto Sales, Dave, 
Abe and Joseph H. Brown, Chi- 
cago; Johnson Motors Sales, B. B. 
Johnson, LaPorte, Ind. 

Zauft’s Hudson Sales, Walter 
Zauft, Prairie du Sac, Wis.; M. 
Druchman, Inc., Hartford, Conn.; 
William Vogel Hudson Sales, Sag- 
inaw, Mich.; Jefferies-Wirick, Inc., 
Boulder, Colo.; Stump Motor Sales, 
Apple Farm, W. Va.; Bloomfield 
Garage, Charles Politis, Bloomfield, 
Conn.; Lord’s Motor Sales, Joseph 
P. d’Addario, East Hartford, Conn., 
and Brown-Taylor Motor Corp., 
Amityville, N. Y. : 

F 


Studebaker Adds 
7 New Dealers 


Studebaker has granted fran- 
chises to seven dealers across the 
country. The firms and their own- 
ers are: 

Thomas-Neill, Inc., Alliance, O., 
H. W. Thomas and R. E. Neill; 
Petersen Motor Co., Ogden, Utah, 
Byron H. Petersen; Monkton Mo- 
= Sales, Clinton, Ia., Lyle Monk- 
on. 

Martello Motor Co., Steubenville, 
O., Adam P. and Eugene P. Mar- 
tello; English Motor Co., Shawnee, 
Okla., Walter M. English; North 
Side Motors, Urbana, O., William 
W. Myers and Paul Stickley. 


Baltimore Nash Quits 


Baltimore Nash Co., Inc., has 
gone out of business, ending with 
an auction of its automobiles, shop 
ers, parts and office furni- 
ure. 


+ * * 
Albachten Buys into Deal 


Martin Motor Co. (Chevrolet- 
Buick), Worthington, Minn., has 
been renamed Albachten Motors, 
Inc., following the purchase of the 

(Continued on Page 29, Col. 1) 
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Across the Nation... 


Auto Dealer Changes 


(Continued from Page 28) 


majority stock by Joe Albachten, 
formerly of Minneapolis. R. W. 
Martin retains a financial interest 
as stockholder and advisor. 

* * * 


Chives Packard Opens 


Chives Motors, Inc. New Orleans, 
has been organized by Pierre Chi- 
ves and hag been franchised as 
a Packard dealership. It ig the 
third Packard dealership author- 
ized for metropolitan New Orleans. 

* * * 


Carnes Takes Over L-M 


Lew Carnes has taken over the 
Lincoln-Mercury dealership in Me- 
dina, O. 

- * + 


Watts Sells L-M Dealership; 


Keeps Outlet for Imports 


Frank 8. Watts has sold his 
interests in WA-CO Lincoln- 
Mercury, Inc., Miami. 

He retains his foreign-car deal- 
ership, Waco Motors, which has 
been appointed distributor in 
four southeastern states for Mer- 
cedes-Benz, Jaguar and Porsche. 
Waco also handles Rolls-Royce, 
Bentley, MG, Morris, Aston-Mar- 
tin, English Ford, Hillman and 
Austin-Healey. 


Chrysler Division 
Signs 12 Dealers, 
Now Tops 3,100 


Dealer agreements have been 
signed with 12 new retailing or- 
ganizations, bringing total Chrys- 
ler-Plymouth dealerships to more 
than 3,100, reports E. M. Braden, 
general sales manager of the Chrys- 
ler division. 

The new dealerships are: 

Scott & Sons Motor Co., Love- 
land, Colo. P. W. Scott purchased 
the former Storm & Sisk Motor Co. 

Beaver Motor Co., Beaver Dam, 
Wis. G. L. Gerstner purchased the 
former Banner Motor Co., Inc. 

Bud’s Motor Sales, West Frank- 
fort, Ill, owned by Geoffrey Cre- 
meens. 

Kinneer Motors, Athens, O. M. M. 
Kinneer purchased the former 
Johnny Jones Motors. 

Alford Motors, Anniston, Ala., 
owned by N. G. Alford. 

G & H Motors, Inc., Newtonville, 
Mass. This dealership, headed by 
T. D. Hollingsworth, was the for- 
mer Jurad & Norwood, Inc. 

Mertl Motors, Inc., Michigan 
City, Ind. This dealership, headed 
by W. D. Mertl, was the former 
Hannan & Miller, Inc. 

A. Coppola Motor Sales, Inc., New 
Haven, Conn. This dealership, 
headed by Anthony Coppola, was 
the former Clare Motors, Inc. 

Mainprize Motor Co., Thayer, 
Mo. Coy Mainprize and Ernest 
Sauser purchased the former Camp- 
bell Motor Co. 

Smith Motors, Inc., Decatur, Ala, 
F. O. Smith is president, and A. F. 
Smith, vice-president. 

Rozelle Motors, Auburn, Ala., 
owned by W. N. Rozelle. 

Brady Motors, Brady, Tex. T. F. 
Ereckson purchased the former 
Floyd Jennings Motors. 

” = 


Wuestefeld Co. (Pontiac) 


Sold in New Haven, Conn. 


George B. Wuestefeld Co. (Pon- 
tiac) has been sold after 47 years 
in the auto businéss in New 
Haven, Conn. The name has been 
changed to Somers Pontiac. 
Wuestefeld took Pontiac on in 


1935. 
* * 


. 
K. C. Motors Formed 
Keith Ware, John T. Pierson and 
Horace Blackwell jr., have incor- 
porated as K. C. Motors (Chrysler- 
Plymouth) in Kansas City. 
a a 7 


Fonteneau Relocates 


Fonteneau Chevrolet Co. has 
opened on Highway 90, Morgan 
City, La. The firm is owned by 
L. W. Fonteneau. Supervisory 
employes include Roma J. Rich- 
ard, body and paint shop; Frank 
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ties. Charles I. Wolf is president 
and treasurer. 
* * * 
Cone Sells to Brother 


Abe Cone has sold his interest 
in Cone Chevrolet Co., Fullerton, 


The firm’s name has been changed 


to Rhodes Motors. 
Andrew J. Johnston has sold 
Johnston Motors, Inc., Helena, 


Mont., to Vernon E. Cougill who 


has named it Cougill Lincoln- 


and Frank Lamar since 1946, has 
been sold to Monroe H. Johnson jr., 
Birmingham. The new owner will 
continue operation as Prattville 
Motors. 

+ * * 


Mercury. Bailey-Powell L-M Opens 
Bailey-Powell Motors, Inc., is the 
new Lincoln-Mercury dealer at 
Spartanburg, S. C., succeeding Bill 
Gresham Motors, Inc. 
+ * * 


Calif., to his brother, Ray. _ Ss 


eee English Purchases Holt 
Ballmer, Whipple Buy Deal | [Irving H. English Motors, Inc., 
Carl Ballmer and Claude Whip-| Minneapolis, has purchased the 
ple, of Kopf Motor Sales, Toledo,| stock, tools and equipment of 


Resignola, office; V. J. Adamicts, have purchased Kelly Dunn Motor| Holt Motor Co., and will open 


parts, and ne — be, services. — in Oak a oe .. > tnatish tome for <n ship. LeFevre Adds GMC 
‘ will be known as mer-Whipple e Eng rm formerly was a 
Zynda Takes Pontiac Deal | Motor Sales three-state distributor of Kaiser- | prookings & D. has been 
Harry R. Zynda has been ap- a Willys auto and truck line. awarded a dealership for GMC 


pointed a Pontiac dealer and will 
operate under the name of Zynda 
Pontiac in Alden, N. Y. He also 
will handle GMC trucks. 

* * . 


Dube Gets Dodge Franchise 


trucks. Owner of the firm is T. 8. 


Walton Buys Pontiac 
LeFevre. 


Garrard Pontiac & Implement 
Co., Washington, Ga., has been 
purchased by G. O. Walton, who 
will operate the firm as Walton 
Pontiac Co. Henry G. Garrard 

Ray Dube has received a Dodge | jr., former owner, will be as- 
franchise in Warren, R. I. He | sociated with the new company. 
will maintain his used-car busi- S$ 2 


ness as well. Two L-M Dealerships 


Change Hands in West 


Two Lincoln-Mercury dealer- 
ships have been sold in the com- 
pany’s western region. J. C. Rhodes 
has purchased Griffin Motors, Inc., 
Sheridan, Wyo., from T. C. Griffin. 


Clarks Choose Buick 


Clark Buick Co. has succeeded 
Wilson Buick Co. in Natchitoches, 
La. The new firm is owned by W. L. 
Clark sr. and W. L. Clark’ jr. 

= + * 


* * 


* 
Benson Chevrolet Expands 
Ray Benson, Utica (N. Y.) Chev- 
rolet dealer, has purchased a gar- 


Ellege Changes to Pontiac Transit Core. terminal from Utica 


Ellege Motors, Faribault, Minn., s ¢ * 
has been named a new Pontiac 
dealer. U. H. Ellege, the dealer, Wentz Sells to Ebert 
formerly handled DeSoto-Plym- | A. D. Wentz, Ford dealer in 
Onaga, Kans., has sold his place of 


outh. 
+ * * : 
business to T. R. Ebert, St. George, 
Johnson Purchases Ford Kans. The dealership formerly was 
Prattville Ford Co., Prattville,| known as Onaga Motor Co. It is 
Ala., owned by Harry Yarbrough’ now called Ebert Motor Co. 


- 
Charles Pontiac in Mass. 


Charles Pontiac Corp., Water- 
town, Mass., has been granted a 
Pontiac franchise. The firm suc- 
ceeds Batchelder Pontiac and will 
occupy its sales and service facili- 





"THAT HEIL BODY AND HOIST DUMPS FAST 
WITH THAT BIG CAPACITY PUMP, DOESN'T 17?" 


Exaggerated, of course, for emphasis, but you can point out to your customers 
that the fast hydraulic action of Heil Hoists really means faster dumping 
and shorter cycle time. 
Show them how the pump lines up directly with the power take-off for a shorter 
and straighter shaft installation with less friction power loss and less wear on 
_the universal joints. Mounting takes less time and service accessibility is more convenient. 


These are only a few of the customer-satisfying features that 
mean more sales for you. — 


HEIL HEAVY-DUTY HOISTS AND NO-SAG BODIES 


Heil Hoists keep trucks working longer with fewer repairs. Hoist 
frame takes all stresses without transferring any stress to the truck 


Ly frame. Reinforced steel subframe welded integrally with the body 
S supports the load uniformly and distributes the lifting forces of 


Always "bln wheat bigger 
oe HE HEIL c.— 


DEPT. 5985, 3059 W. MONTANA ST., MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. J. — Lancaster, Pa. 


Hell Sales Offices: New York, Union, N. J., Atlanta, Cleveland, Milwaukee, 
Chicago, Kansas City, Denver, Dallas, Los Angeles, Seattie, Lancaster, Pa. 














“Methods, Manpower and Ma- 

chines.” Copies may be obtained 

from Statistical Tabulating Co., 53 

W. Jackson Blvd., Chicago 4, Ill. 
+ * cd 
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ENGINE PRE-HEATER—The Uni-Flex is 
a diesel and gasoline engine pre-heater 
that operates on house current. It is in- 
stalled in the engine's cooling system and 
features an automatic power cutoff which 
operates when the engine is properly 
heated. Tech Products, Inc., 615 Pennsyl- 
vania Ave., Elizabeth, N. J. 





Auto Aerials Come in Color 


The Dura-ramic car aerial, made 
of fiberglass, comes in red, blue, 


PUMP FILTER—A curb pump filter, PAG- 
25D, filters diesel fuel and gasoline being 
pumped from tanks to vehicles. It con- 


yellow, white, brown and green. 
Models are offered with front, rear 
or twin rear mounts. Ward Prod- 
ucts Corp., 4710 State St., Ashta- 
bula, O. 








* * * 


sists of a cast iron head and duplex 
aluminum cases containing two resin 
impregnated micronic fuel filters. Total 
effective filtration area is said to be 1,846 
inches, offering a negligible pressure 


drop. Purolator Products, Inc., Rahway, N. J. 
* * * 


Spark Plug Removal Tips 


“Service Tips on Spark Plug re- 
moval and Installation” is the title 
of a manual offered free to dealers 
and mechanics. Standard and com- 
plicated spark plug removal cases 
are discussed. AC Spark Plug Co., 
Merchandising Section, Flint 2, 
Mich. 





New front-loading LaCrosse tow bed 
ls raised and lowered by meons of 























FRONT-LOADING TRAILER—Model LXP- 
14 is a front-loading, low-bed trailer de- 
signed to transport black top pavers, 








rollers and other such equipment. A self- 
contained power system is said to make 
hitching possible behind any truck, with 
or without a hoist. Two models are of- 
fered, with eight and 14-ton capacity. La- 
Crosse Trailer Corp... LaCrosse, Wis. 





Tabulating Firm Issues 


Office Automation Book 


Statistical Tabulating Co., with 
offices in Chicago, New York, New- 
ark, N. J., St. Louis and Cleveland, 






has published a 20-page booklet on 
oe 








FIFTH WHEEL—The Simplex fifth wheel 
incorporates a plate of one-piece cast 
steel, 36 inches in diameter. The plate is 
webbed and reinforced. The locking as- 
sembly parts are said to be interlocked, 
and the forged steel jaw is flanged to 
provide greater king-pin bearing area. A 
rubber slab cushions the rocker arm. Sim- 


plex 5th Wheel, Box 189, Hammond, Ind. 
“er oe 


SEMI-TRAILER—The Wells Cargo is a junior semi-trailer for use with pickups and 
other light trucks. It is free-standing and carries four tons in 710 cubic feet of 
enclosed space. A built-in screw jack is said to permit one man to hook up the van. 
Tandem axles and truck springs are used. The trailer has a steel frame and aluminum 
panel body. Wells Cargo, Division of Prairie Schooner, Inc., Elkhart, Ind. 

* * * 


| 





AIR FILTERS — Dry type Micronic air 
filters (undergoing tests above) are de- 


signed for heavy duty truck, bus and) 
impreg- | 


tractor operation. Formed from 
nated cellulose, the filters are said to re- 
move solid particles of sub-micronic size 
from air entering engine combustion 
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TRUCK NEW PRODUCTS 


forms six or 12-volt current into 
110-volt current needed for electric 
shavers. The maker says it draws | 
less current than a tail light. 
* | 


| 


* * 








POWER CONVERTER AXLE—The GRICO 
power converter trailer axle has a load 
capacity of 18,000 pounds and furnishes 
a power takeoff to run refrigerator equip- 
ment, fans, pumps or other devices. The 
axle, complete with wheels, weighs about 
950 pounds. GRICO Two Axle Drive Co., 
19840 Eight Mile Rd., Detroit 19, Mich. 
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TRUCK BUMPERS—The three types of 
rubber truck bumpers shown above are 
designed to cushion impact between 
trucks and loading docks. Style A is for 


| truck bed platforms and ICC frames; B 


is for truck bed platform corners; C is 
for ICC frames. Dock bumpers also are 
available. Bumpers, Inc., 1875 Forest Hills, 


East Cleveland 12, O. 


* * * 


)  ——— 


Rah- | 





chambers. Purolator Products, Inc., 
way, N. J. 


* * 


Custom Checks Offered 


Todd Co., Inc., Rochester, N. Y., 
has offered free services to the 
auto and aircraft industries to 
create “skillfully designed” bank 
checks for individual companies. 
“Properly designed checks are a 
powerful merchandising tool,” said 
L. T. Thomasma, Todd vice-presi- 
dent. Creative design artists are 
located in 30 Todd offices in the 
U.S. and Canada, said Thomasma. 

* * * 





TRAILER DUMP—Model SSM Transporter 
trailer dump is designed for single rear 
axle tractors, especially in communities 
where weight laws allow high individual 
axle weight limits combined with rel- 
atively low gross weight. The unit comes 
in body lengths from 16 to 20 feet and 


with payload capacities of 10 to 20 
cubic yards. The rear-mounted hoists 
have 18-ton capacity. Galion Allisteel 


Body Co., Galion, O. 


* * * 


Accounting Machine 


Remington Rand Inc. produces 
an accounting machine which 
handles all accounts receivable, ac- 
counts payable, payroll and general 
ledger posting. For a free copy of 
folder AB952, write Remington 
Rand Inc., 315 Fourth Ave., New 
York 10, N. Y. 


* * * 
Autofax Brings Out 
GM ‘Competitive’ Chart 
Autofax, P.O. Box 662, Detroit 
31, Mich., has issued a “competi- 
tive” chart for Buick, Oldsmobile 


and Pontiac dealers. The folder is 
titled “Facts That Sell.” 


* * * 





[ cliiepetiinesineepenecitniaszmemaeneneemeummenmanienruienemsmene nace cee 
oe adinsiesineneeemtensunasnmneeenseeieneiadiinnns tehetcteantae coe a a 








SCHOOL BUS—Jhe 1955 Monobilt features broad visibility, strengthened body and 
new interior trims and colors. The bus has 72-inch headroom and twin-riveted body 
panels. Oneida Products Corp., 405 Lexington Ave., New York, N. Y. 
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Prest-O-Lite Electrolyte 


Packaged in Glass 


Prest-O-Lite Battery Co. Inc., 
Toledo 1, O., has made its dry- 


charged battery available with the /" 
factory - approved electrolyte in a 


disposable glass container, to give 
the dealer a complete dry-charge 
package. 


* * 


Device Hikes Auto Voltage 


For Electric Shavers 


A device for operating electric 
shavers in cars has been announced 
by Shavex Co., 3456 Blendale Blvd., 
Los Angeles 39, Calif. 

Called Kar-Shave, the unit plugs 
into the cigarette lighter and trans- 


x 








* * * 














TRACTOR TANKS—The “Safer” tractor 
fuel tank line features an overlapping 
head which places the weld an inch from 
the point where the head of the tank 
starts to curve. This is said to mean that 
under any pressure, the metal will fold 
instead of shearing. The tanks are semi- 
oval for greater road clearance. Master 
Tank & Welding Co., Dallas, Tex. 


TRUCK MIRROR — The Yankee West 
Coast Type mirror features double bar 
bolt-on brackets. The mirror is 65% by 
15% inches and is mounted with elastic 
stop nuts. The telescoping arms are cad- 
mium plated. Yankee Metal Products 


Corp., Norwalk, Conn. 
* * * 


Floor-Mat Dressing 
Cleans Colored Rugs 


A clear dressing for cleaning col- 
ored rubber floor mats has been 
placed on the market by Akron 
Paint & Varnish Co., Firestone 
Parkway and Beck Ave., Akron, O. 

The dressing is applied with 
sponge or brush after the surface 
dirt has been removed. One treat- 
ment is good for six months, the 
maker says. 























TRUCK BODY—The Routemaster truck body comes in 8, 10 and 12-foot lengths and 
is 80 inches wide and 70 inches high. The bodies are unitized, with major compon- 
ents resistance-welded. A wraparound windshield is featured. The Routemaster is 
designed for mounting on all forward control type trucks. Herman Body Co., 4400 






















* * * 





Clayton Ave., St. Louis 10, Mo. 
* ~ * 





























DETACHABLE TRAILER—Sabre “Gooseneck” trailers are designed for one-mar 
| Operation. The Gooseneck feature is said to permit safe front loading. Capacitie: 
| ore from 15 to 75 tons, all with deck widths of eight feet. Hendrickson Tander 
| rubber suspension is available. Sabre Equipment division, Sabre Metal Products, Inc. 
8000 W. 47th St., Lyons, Ill. 
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Auto Personnel 





G. H. Osborne, marketing vice-| Montana, and Archie Kreasel, South 


cial assignments. From 1946 through 
1954 Cushing worked as a sales en- 
gineer with industry and truck 
manufacturers in Detroit, Cleveland 
and Philadelphia. 

* + 


Lempco Selects Miksell 


left the company to devote time to 
his own bearing distribution busi- 
ness. Recently he had been on the 
sales staff of another bearing man- 


ufacturer. 
* + * 


Dikeman Is Reassigned 


31 


U. 8S. Air Force, retired, has been 
named a vice-president of 
. Thompson Products, Inc., manu- 
facturer of automotive and air- 
craft parts. 

At the time of his retirement, 
Chidlaw was commanding gen- 


To Hudson’s Detroit Zone eral of the Continental Air De- 
Appointment of Richard E. | fense Command. 

Dikeman as assistant manager = in 

of the Detroit zone is announced | Allen Electric’s Herdegen 


by N. Mi. VanlDernee, Hindeon sales in, Run Canadian Branch 


vice-president. 
Dikeman succeeds A. A. Rhodes, Establishment of a Canadian fac- 
tory sales and service branch in 


who resigned. Dikeman former 
was central division casinens Walkerville, Ont, has been an- 
nounced by L. O. 


supervisor was announced by Wil-| nected with a Des Moines whole- —— S + Zick, president of 


president of Kendall Refining &. a oo Erickson has been| For Midwest Sales Spot 
Bradford, Pa., has announced the/transferred from South Dakota to! ye Products, Inc., Bed- 
appointment of David H. Severns as| northern Iowa as district sales ion S. "neinenn te cantiat 
manager of Kendall’s TBA sales| manager. ment of John Miksell, of Des 
in Southwestern New York State ee: 2 ie Moines, as sales engineer for 
and Western Pennsylvania. Severns Dodge Appoints Cushing Iowa, eastern Nebraska and 
formerly was assigned to Jackson, ; southern South Dakota. 
Mich., as division sales manager for Truck Sales Supervisor Miksell replaces Clyde Tucker, 
lubricants. . Appointment of Frederick T.| who was transferred to the West 
Cushing as Dodge Truck fleet sales} Coast. Miksell formerly was con- 
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Mack Corp. Names Steffee 


Director of Purchases 


Appointment of J. M. Steffee as 
vice-president and director of pur- 
chases of Mack Mfg. Corp., New 

: York, is an- 
nounced by P. O. 
Peterson, presi- 
dent. 

Steffee had 
been administra- 
tive assistant to 
the president of 
Mack. Before 






te purchases of 
J. M. Steffee Studebaker in 
charge of all purchases for that 
company’s aviation division. 

* * * 


Herman Appoints Zenzen 


General Sales Manager 


Herman Body Co., St. Louis, an- 
nounces appointment of John A. 
Zenzen as general sales manager. 

Zenzen will 
work closely with 
truck manufac- 
turers and their 
dealers, and will 
coordinate the 
field activities of 
the firm’s expand- 
ing outside sales 
organization. Em- 
ployed by Herm- 
an from 1940 to 
1950, he instituted = ? 
the dealer pro- John A, Zenzen 
gram which now offers Herman 
bodies through truck dealers from 
coast to coast. 

= * * 


Thompson Products Names 


Assistant Sales Manager 

M. H. Alldredge, sales manager, 
Thompson Products’ Michigan di- 
vision, Detroit, has announced the 
appointment of Robert E. Fidler as 
assistant sales manager. 

Joining Thompson in 1946, Fidler 
previously served as sales manager 
for the firm’s Portland (Mich.) 
plant. 





* ® * 
AC Spark Plug Appoints 


Merchandising Manager 

O. Franklin Frost has been ap- 
pointed general merchandising 
manager of AC Spark Plug divi- 
sion of General Motors, Flint, it 
was announced by Joseph A. 
Anderson, general manager. 

Frost will have charge of mer- 
chandising and advertising activi- 
ties in the replacement sales 
department headed by E. H. 
Francis. He succeeds Roland S. 
Withers, who recently became 
general manager of United Mo- 
tors Service division. 

s o 


Christ Joins Gabriel 


The appointment of Henry J. 
Christ jr. as director of purchases 
and planning superintendent of 
Gabriel Co. was announced by Pat 
Leone, operations vice-president. 

2 € - 


Foley Gets Buick Post 


Rodger Foley has been named 
district manager for Buick out 
of Minneapolis with headquarters 
at Willmar, Minn. 

a. +. * 


Studebaker Appoints Zone, 


District Sales Managers 


George Orlemann, formerly a dis- 
trict sales manager in the Twin 
Cities, has been named assistant 
zone manager of Studebaker in 
Minneapolis, M. M. Scovill, zone 
Manager announced. 

Willis Johnson, formerly district 
Sales manager in southern Minne- 
Sota, is now district sales manager 
in the Twin Cities area. Other new 





joining Mack last} nancing, truck sales, and truck field 
April, he was as-| experience before he joined Wool-| 
sistant director of | sey’s staff earlier this year on spe- 


liam S. Woolsey, 
general sales 
manager-trucks. 
Cushing will ad- 
minister small 
fleet truck sales 
nationally and di- 
rect the activities 
of zone fleet sales 
supervisors locat- 
ed in five national | 
zones. He had 19 
years of diversi- 
fied business, fi- 


saler. 
* * + 


Ahlberg Bearing Appoints 


Klimczak, McGregor 


Appointment of Ernest J. Klim- 
ezak as general manager and Mel- 
vin G. McGregor as sales manager 
of Ahlberg Bearing Co., Chicago, 
has been announced by J. M. Co- 
mar, president. 

Klimczak was also elected vice- 
president. He formerly was secre- 
tary and chief engineer. 

McGregor previously was associ- 
ated with Ahlberg for 26 years and 

















district sales managers and their 
territories are George Savageau, 
North Dakota; Robert Schiebe, 





was sales manager in 1952 when he 





the modern way— 


CARBURETORS BY 


ROCHESTER 
PRODUCTS 
DIVISION OF 
GENERAL MOTORS 
CORPORATION 


ROCHESTER N.Y. 


Olson Appoints Smith 


As Detroit Manager 


John J. Smith has been named 
regional manager at Detroit for 


| J. B. E. Olson Corp., New York, to 


represent Olson’s line of aluminum 
alloy bodies in that area. 


Smith is arranging the itinerary 
of his first trip throughout his ter- 
ritory. 


* * * 


Gen. Chidlaw Takes Post 


With Thompson Products 
Gen. Benjamin W. Chidlaw, 


Carburetor service is a science. Modern single, two and 





Allen Electric & 
Equipment Co., 
Kalamazoo, Mich. 

J. M. Herdegen 
has been named 
branch manager 
and will bein 
charge of all 
Allen operations 
in Canada, Zick 
added. 

Allen products, 





J. M. Herdegen 
which include engine analyzing and 
tuneup equipment and battery-test- 
ing and charging equipment, are 
distributed through authorized 
wholesalers in Canada. 


BE A CARBURETOR SPECIALIST! 


learn how to service Rochester Carburetors 








four-jet designs now demand skilled hands . . . complete 
understanding of carburetion principles as never before. To 
help give you the up-to-date carburetion education you need, 
special classes are now being offered in many ultra-modern 
General Motors Training Centers—under the supervision of 
factory-trained technicians. Write the United Motors Service 
distributor in your area for further information—today! 


Remember, the more you learn—the more you’ll earn! 


ESTER 
ODUCTS 
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How They're Pushing Sales... 


Dealer Ad Ideas 


}yaeauice MOTOR CO. (Dodge- 
Plymouth), Long Branch, N. J., 
is celebrating its 40th anniversary 
with a contest for customers. 

With a television set or radio as 
a prize, the contestants are invited 
to complete this sentence: “I en- 
joy dealing with Heimlich Motor 
Co. because .. .” The contestant 
must add to his entry the make and 
year of car he is driving. 

Dealer Samuel M. Heimlich, in his 
anniversary ads, is carrying pic- 
tures and identifications of mem- 
bers of his staff. 


Volkswagen and Vacation 


BYFF Motor Co., Shrewsbury, N. 
J., has keyed features of the 
Volkswagen to a vacation theme 
in its newspaper ads. 

The ads are illustrated by a pen- 
and-ink sketch of a vacationing 











improve vehicle performance and maneuverabil- 
ity, and assure safer operation. They reduce wear 
and tear on engines and power transmitting parts, 
cut operating and maintenance costs. They keep 
trucks on the job, add thousands of trouble-free 


couple and their Volkswagen. Copy 
says: 

“For your vacation in the moun- 
tains or at the shore, the Volks- 
wagen is ideal. Economy in gas 
and maintenance .. . reliability 
unsurpassed, easier to get in and 
out of traffic, and an air-cooled 
engine that cannot boil over or 
overheat, no matter how high the 
temperature climbs. So, for an eco- 
nomical vacation .. . for this season 
and years to come—buy a Volks- 
wagen—the perfect all year-round 
car!” 

* * * 


Does ‘Craziness’ Pay? 


T= Better Business Bureaus, 
while in convention at Minne- 
apolis, put some Minnesota auto 
ads under a “microscope” and the 
result showed that it doesn’t pay 
to be “crazy.” 
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claims as “world’s highest trade- 

in”...“absolutely nothing down,” 
etc., have been ruled by courts 
to be misleading where certain 
qualifications or conditions have 
been imposed by the dealer be- 
fore the promises can be carried 
into effect. 

Not only that, but the BBB said 
it has been found that—in addition 
to being against the law—such 
“crazy” advertising hag been dem- 
onstrated to be ineffective or dam- 
aging in the long run. 


* * * 


Sensible Buyers Only 


OVERING - ZIEBARTH, INC. 

(Nash) Milwaukee, has aimed 
an advertisement at sensible buyers 
only. 

“Maybe we're taking a chance 
in limiting this to ‘sensible’ car 
buyers, but we can’t help feeling 
there must be a lot of you,” the 
ad said, “who can’t make head 
or tail out of some of the pro- 
posals we’ve seen in some dealer 
ads.” 

The dealership’s platform was 
given as (1) no dealer is more 


The BBB reported that such | anxious to serve; (2) no dealer any- 





Beca use === Eaton 2-Speed Axles 


provide speed with no sacrifice of pulling power, 


hy d 
More and More 


miles to vehicle life, and make trucks worth more 


on the trade-in. 


EATON 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets « 
S Parts « Rotor Pumps « Motor Truck Axles ¢ Permanent Mold Gray Iron Castings « Heater-Defroster Units *« Snap Rings 
Sptingtites* Spring Washerse Cold Drawn Steele Stampingse Leaf and Coil Springs» Dynamatic Drives, Brakes, Dynamometers 





CLEVELAND, 









More than Two Million 
Eaton Axles in Trucks Today! 


AXLE DIVISION 


MANUFACTURING 
OHIO 


Hydraulic Valve Lifters e Valve Seat Inserts * Jet 





Spreading the Word— 


Hudson dealer John Cresko, owner of Manhattan Motors, Inc., Kingston, Pa., right, 
uses a huge display board with three Hudsons parked in front to announce the 
opening of his new dealership. The display is on the main highway which runs 
through the city. Congratulating Cresko are, from left, Jack Stanton, zone mer- 
chandising manager; John D'Audrea, parts and service representative; C. E. Hunter 
jr., zone manager, and C. H. Calhoun, eastern regional sales manager. 


where is going to make more of an dealer is more determined to avoid 
effort to serve you, and (3) no/| “ridiculous” deals. 


Used-Car Angle 

AMES WHITWORTH, of Whit- 

worth Motors, Inc. (Ford), Ni- 
agara Falls, N. Y., employs a used- 
car angle in an ad aimed at gen- 
erating new-car business. 

“We are proud to announce that 
at present we do not have a single 
used car in stock,” says the ad. 
“The people who have made this 
condition possible can truthfully 
say that they purchased cars at 
very low prices. 

“We need used cars badly and 
are willing to pay for them. If you 
are interested in a new 1955 Ford, 
if you are thinking of buying, now 
or later, stop in and see us first. 
Get the greatest trade allowance 
of your life.” 


‘Deal as a Friend? 
PTOWN MOTORS New 
Orleans, tied in a special used- 
car promotion with the local 
showing of the movie, “Not as a 
Stranger.” 

Uptown stenciled on six cars on 
its lot the names of stars appear- 
ing in the movie. The public was 
invited to visit the lot, find the 
stenciled cars and describe the ve- 
hicles. The winner received $100 in 
cash and 25 runners-up got pairs 
of free passes to the movie. 

In connection with the contest, 
Uptown used the slogan, “Get a 
deal as a friend, not as a stranger.” 


Ford Starts Work 
On New Michigan 
Proving Ground 


DEARBORN. — Ford has started 
work on its 4,000-acre Michigan 
proving ground near Romeo, Mich., 
according to Earle S. MacPherson, 
engineering vice-president. The 
project is expected to be completed 
by the fall of 1956. 

The proving ground’s road sys- 
tem will include a five-mile, high- 
speed oval track, a 2% mile 
straightaway, uniform test grades 
and several durability loops. 

In addition to the track facilities, 
an operations headquarters, main- 
tenance and storage garages, fuel 
structure and cafeteria will be 
constructed. Approximately 400 
persons will be employed in the 
testing operations. 

The proving ground will be 10 
times larger than the company’s 
Dearborn test area and. about the 
same size as the nearly completed 
Ford desert proving ground near 
Kingman, Ariz. 

Completion of the Arizona and 
Michigan projects, MacPherson 
said, will give Ford the most exten- 
sive vehicle-testing facilities in the 
automobile industry. 


Holley Acquire 
Old Falls Plant 


VAN DYKE, Mich.—Holley Car- 
buretor Co. has purchased a 200,- 
000-square-fpot plant at East 
Detroit, Mich., formerly occupied 
- by the Falls spring and wire divi- 
sion of Standard Steel Spring Co. 

The new plant will be used en- 
tirely for the production of aircraf: 
fuel metering controls and other 





COMPANY 


aircraft industry. 


units and component parts for the 
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(Continued from Page 12) 
understanding reported. We will 





















































make every effort to prevent a re- 
petition of this situation.—Jzrome 
ALEXANDRE, Elson - Alexandre, 1412 i j 
‘ West 8th St., Los Angeles. ; 
< Eprror’s Note: Elson - Alex- ; 
andre’s authorization is verified 4 
a by a photostatic copy of a letter : 
from Wayne Goble, publisher of ; 
C 37 Automotive Dealer News, 1700 ; 
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of the adults in New York City & suburbs who used is assumed on the part of the 
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en- ton Co., Philadelphia, or with i 
any other automotive publication, i 
hat of regional nature or otherwise. SE RV ICING 
gle * * * 
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Leads Way... 





U.S. Corporate Capital 
Jumps $2.3 Billion 


ar due to a giant drop in 
Federal income - tax liabilities, 
U. 8. corporations, paced by manu- 
facturing concerns, showed a $2.3 
billion increase in net working 
capital during the first quarter of 
1955, according to the quarterly re- 
port of the Securities & Exchange 
Commission. 

Manufacturing accounted for 
three-quarters of the increase. 
From January through March, 
corporations lowered their income 
tax debts by $2.2 billion. This de- 
cline reflected the larger payments 
on last year’s tax due in the first 
quarter. 

In all, current liabilities were 
reduced by $1.7 billion, current 
assets jumped $600 million and, 
at the same time, corporations 
invested $4.8 billion in plant and 
equipment. 

This $7.1 billion was raised more 


than 80 percent from internal sour- 
ces, reflecting the raise in profits 
during the first quarter. 
= * * 
XTERNAL funds obtained con- 
sisted of about $400 million of 
net new stock issues and $1 billion 
of net new bond issues. 

Liabilities, outside of taxes which 
amounted to $13.4 billion at the end 
of March, showed an increase. 
Notes and accounts payable rose 
by $200 million to $54.2 billion. 

Advances from the Government 
amounted to $2.5 billion, about the 
same ag in December, while 
other liabilities increased $300 
million. 

Corporate holdings of cash and 
government securities were re- 
duced during the quarter to $1.3 
billion and $300 million respectively. 
Cash holdings amounted to $30.3 





Ready for Business— 


Completing the franchising of Cy-Ann 
Motors, Inc., new Englewood (N. J.) Pack- 
ard deulership, are, from left, Milton 
Grossberg, president; A. R. Marzelli, Pack- 
ard's New York zone manager, and 
Joseph D. Ruffo, dealership vice-president 
and treasurer. 


billion while holdings of Govern- 
ment securities were estimated at 
$19 billion. 

Corporate liquidity remained at 
about the same level as in the last 








a COMPLETE line... 
for more _profitable truck sales 


Featuring unique flexibility and advanced designing .. . 
completely engineered for every service job, Morrison’s 
new line of all-steel Service Bodies will help you sell 
more trucks. Now, you can offer your trucks as fully 
equipped, ready-to-work units, tailored to the specific 

s of the public utilities and the service trades . . . 
among the largest users of trucks and special truck 


equipment. 


And you'll make more money on every sale that includes 
Morrison Service Bodies and Accessories . . 
truck body profits guaranteed by your Morrison dealer 
discount. Morrison Service Body Division, MORRISON 
STEEL Propucts, INC., 680 Amherst St., Buffalo 7, N.Y. 



































Chassis for Morrison 
Service Bodies 
should be ordered 
with short running 
boards . . . without 


rear fenders or 
pickup box. 


Movuson 
service bodies 


Also manufacturers of MOR-SUN Furnaces 
and ROLY-DOOR Steel Garage Doors 








Mode! 1050 D 





Model 900 S 


Model 700-6 


@ FOR COMPLETE INFORMATION on Morrison 


Phoenix, Ariz. 


S. J. Meeks’ Son 


Miami, Florida 


Rivers Body Factory 
Jacksonville 4, Florida 
Orlando, Florida 


big extra Tampa, Florida 


iaho 
Platt, Inc. 


Moline Body Co. 
Moline, Iilinois 


Tom Rice, Inc. 
Works, Inc. 


Shreveport, La. 


Body Co., Inc. 
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Bay City, Mich. 


Model 700-4 





Kalamazoo, 


Auto Safety House 


Southern Equipment Co. 
Fort Smith, Ark. 
No. Little Rock, Ark. 
Jumbo Equipment Co. 
Los Angeles 15, Calif. 
The Winter-Weiss Co. 
Denver 2, Colorado 


Washington 1, D.C. 
DeBoliac Truck Equip. Co. 


Truck Equip. Co. of Atlanta 
Atlanta, Georgia 
Olson Manufacturing Co. 


Chicago 20, Illinois 
Scruggs-Drake Equip. Co. 
Decatur, Illinois 


Drake-Scruggs Equip. Co. 
Springfield, Illinois 
Hallenberger, Inc. 
Evansville 12, Ind. 
Allied Truck Equip. Corp. 
Indianapolis 18, Ind. 
lowa Body & Equip. Co. 
Des Moines 9, lowa 
Harry Young & Sons 
Wichita 4, Kansas 


Louisville 1, Kentucky 
Blattman Sheet Metal 


New Orleans 16, La. 
Dealers Truck Equip. Co. 


Hercules-Campbell 


Portland, Maine 
Cambridge, Mass. 
Continental Body Co. 


Model 1050 $ 


Neil's Automotive Service, Inc. 


Burch Body Works 
Rockford, Mich. 

Roadway Mtg. & Equip. Co. 
Van Dyke, Mich. 

West End Auto Body Co. 
Duluth 6, Minn. 

Keystone Trailer & Equip. Co. 
Kansas City 1, 

Eaton Metal Products Co. 
Billings, Montana 


Service Bodies and Accessories — including prices, dealer 
discounts and the Morrison Demonstrator Plan — see 
your nearest Morrison Distributor. 


Badger Body Mfg. Co. 
Omaha 2, Nebraska 

The Winter-Weiss Co. 

of New Mexico 
Albuquerque, N.M. 

Maday Body & Equip. Co. 
Buffalo 11, New York 
Rochester, New York 

Hercules-Campbell 

Body Co., Inc. 
Latham, New York 
Tarrytown, New York 
Waterloo, New York 

Baker Equip. Eng. Co., Inc. 
Charlotte 1, N.C. 

Swanston Equip. Co. 
Bismarck, N.D. 
Fargo, N.D. 

Myers Equip. Corp. 
Canfield, Ohio 

Power Brake Service, Inc. 
Cleveland, Ohio 

Buckeye Truck Body 

Builders, Inc. 
Columbus 3, Ohio 

Perfection Equip. Co. 
Oklahoma City, Okla. 

Schetky Equip. Corp. 
Portland, Oregon 

M. A. Brightbill Body Wks. 
Lebanon, Pa. 

Eastern Body Co. 
Philadelphia 32, Pa. 

Auto Truck Equip. Co. 
Pittsburgh 8, Pa. 

Roy F. Drake Body 

& Equip. Co. 
Sioux Falls, $.D. 

A. Fassnacht & Sons 
Chattanooga, Tenn. 

W. T. Stringfellow & Co. 
Nashville, Tenn. 

Williamsen Body & 

Equip. Co. 
Ogden, Utah 

Baker Equip. Eng. Co., Inc. 
Richmond 11, Va. 

Nelson Truck Equip. Co., Inc. 
Seattle 9, Wash. 





American Machine Co. 
Mich. Spokane 11, Wash. 


Baker Equip. Eng. Co., Inc. 
Bluefield, W.Va. 
Charleston, W.Va. 
Clarksburg, W.Va. 
Huntington, W.Va. 

Lindsay Bros. Inc. 
Milwaukee 1, Wisc. 

Hay & Harding, Ltd. 
Calgary, Alta., Canada 


Mo. 


|| 3-Month Profit 


half of 1954, an improvement over 
1952, 1953 and early 1954. 


* * * 


Jacobs Reports 


Sales of F. L. Jacobs Co., Detroit, 
amounted to $8,976,558, with a profit 
of $402,358, during the three- 
month period ended Apr. 30, 1955, 
according to Frank E. Howard, 
chairman of the board. 

This reflects, Howard said, a} 
reversal of the trend in the first 
six months of the current fiscal 
year, when a loss of $1,109,590 was 
sustained on sales of $10,276,835. 

Howard also revealed that Ja- 
cobs has acquired Bicor, Inc., 
Oglesby, Ill., developer and manu- 
facturer of specialized electrical 
equipment for the electronics and 
aviation industries. 

* + * 


Commerce Acceptance 
Reports Sales Rise 


Commerce Acceptance Co., a fi- 
nance company with 13 offices in 


months and net income totaled 


$797,500, he said. 

Machlin also revealed that the 
firm’s remaining outstanding 
shares of 4% percent cumulative 
convertible preferred stock have 


'been called for redemption July 5 


at $51.50 per share, plus dividends 
accured from July 1, 1955. 


* * * 


Thompson Products, Affiliate 


Reach Financing Accord 


Thompson Products has made 
available up to $20 million to Ramo- 
Wooldridge Corp. to finance the 
expansion of the latter firm in the 
electronics and guided missiles 
fields. 

The new agreement gives Thomp- 
son Products option rights to in- 
crease its interest in Ramo-Woold- 
ridge up to 84 percent. 

* + * 


| Gould-National Batteries 


Sales Climb, Profit Dips 
Sales of Gould-National Batter- 





Missouri, Kansas and Oklahoma, 
reported a substantial increase in 
volume for the six months ended 
March 31. Income per share of 
common stock was $8.50, compared 
to $6.65 in the same 1954 period. 

George Wainscott, president, re- 
ported that volume for the current 
period was about 40 percent ahead 
of 1954. Net losses and delinquen- 
cies were at an alltime low. 

+ * a 


N. Y. Exchange Now Lists 


General Acceptance 


The common stock of General 
Acceptance Corp., a finance com- 
pany with 98 offices in 18 states, 
was accepted for listing on the 
New York Stock Exchange and 
trading began June 20. 

General Acceptance now has 1,- 
115,489 shares of common stock 
outstanding owned by more than 
5,400 stockholders. 

* 


* * 


Clevite’s 1955 Profits 
Rise to $2,672,957 


Clevite Corp., Cleveland, has an- 
nounced its net profit in the first 
half of 1955 was $2,672,957, com- 
pared with $1,646,758 for the same 
period of 1954. 

Sales and other revenues were 
set at $36,228,355 for the six months, 
compared with $32,002,074 for the 
first half of 1954, Clevite’s outlook 
for the balance of the year is for 
“substantially better earnings than 
we had in 1954.” 

* 


* * 


Sheller Mfg. 


Sheller Mfg. Corp., Portland, 
Ind., first half report, 1955 vs. 1954: 
Net profits, $1,925,876 and $1,445,927; 
sales, $28,369,198 and $18,832,352. 

x * * 





GCC Earns $1.9 Million; 
Auto Loans Up 53 Percent 


Retail automobile financing 
posted the largest increase as Gen- 
eral Contract Corp. reported con- 
solidated net earnings for the first 
six months of $1,951,448, compared 
to $1,712,891 for the same period of 
1954. 

While all loan catagories showed 
substantial gains, auto financing 
led with a record-breaking $38,094,- 
830, an increase of $13,234,316 or 
53 percent over the same period of 
1954. Auto trade wholesale business 
reached a record $52,079,327, com- 
pared with $30,507,151 in 1954. 


L-O-F Earns $20 Million 


In First Six Months 


A record volume of sales by Lib- 
bey-Owens-Ford Glass Co., Toledo, 
for the first six months of 1955 re- 
sulted in net earnings of $20,003,633 
an increase of 52.9 percent .over 
the profit of $13,082,796, in the cor- 
responding period last year. 

John D. Biggers, chairman, and 
George P. MacNichol jr., president, 
said that net sales for the period 
exceeded those of any previous 
| half-year by a wide margin. 

* * * 


| Armstrong Rubber 


Doubles Earnings 


For the six months ended Apr. 
| 3, 1955, Armstrong Rubber Co. 
| Showed an increase of 96.9 percent 
in earnings on a gain of 38.1 per- 
| cent in net sales as compared with 
the year before, according to Fred- 
erick Machlin, president. 
Consolidated net sales for the 
company and its subsidiaries 
' amounted to $29,851,072 for the six 








ies, Inc., St. Paul for the fiscal 
year ending Apr. 30, 1955, were $59,- 
671,689, up four percent over 1954 
and two percent highest in the 
company’s history, according to 
Albert H. Daggett, president. 

Net profit, after taxes, was $2,- 
571,574, compared with $2,718,026 
a year earlier, a decline of slightly 
more than five percent. 

a” = * 


Continental Motors 


| Continental Motors Corp., first 
half ended Apr. 30—net earnings, 
$1,441,939; sales, $78,375,313. 


* * * 


W oodall Industries 


Woodall Industries, Inc., Detroit, 
three-quarters of fiscal year, 1955 
vs. 1954: Operating profits, $757,- 
000 and $260,853; sales, $22,389,407 
and $15,987,267. 


* * * 


Fedders-Quigan Corp. 


Fedders-Quigan Corp., New York, 
third fiscal quarter (ended May 31, 
1955), 1955 vs. 1954: Net income 
$918,000 and $903,413; sales, $18,802,- 
000 and $16,021,941. 

ea * * 


Detroit Bevel Gear Cites 
Expanding Sales 

Edgar D. Leon, president of De- 
troit Bevel Gear Co., manufacturer 
of automotive, agricultural and in- 
dustrial gears, axles and universal 
joints, said sales in the second 
quarter were running “15 percent 
above first-quarter figures.” 


Sales in the first quarter totaled 
$750,000. Leon forecast that fourth- 
quarter sales would exceed the 
second-quarter rate by 35 percent. 

* * *~ 


Elastic Stop Nut 


Elastic Stop Nut Corp. of Amer- 
ica first-half fiscal year report, 1955 
vs. 1954: Profits, $731,679 and $926,- 
834; Net sales, $9,767,260 and $11,- 
955,068. 








* * * 
General Acceptance Stock 
Goes Up on Big Board 


General Acceptance Corp. com- 
mon stock is being traded on the 
New York Stock Exchange for 
the first time. The first transac- 
tion was executed on behalf of the 
grandchildren of F. R. Wills, presi- 
dent. The firm’s trading symbol 
on the stock ticker is GNA. 

In 1954 General Acceptance earn- 
ed $1,354,836 net income after taxes, 
equal to $1.20 per common share. 
Quarterly dividends of 25 cents are 
paid on common stock. 
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— American World Airways, 
which strung the first airline 
route across the Atlantic in the 
spring of 1939, made its 50,000th 
crossing the other day. 

The line carried a full load of 71 
passengers and the crew of 8 in 
the Douglas DC-7B and took just 11 
hours to fly non-stop from Paris 
to Idlewild. 

The first flight 16 years ago was 
opened with a four-engine Boe- 
ing flying boat—the Yankee Clip- 
per—carrying mail but no passen- 


Four-Booth Limit 
Curbs Exhibitors 
At Pacific Show 


SAN FRANCISCO. — The com- 
mittee of the Pacific Automotive 
Show in a meeting here has de- 
cided that exhibit space in the 
event will be limited to a maximum 
of four booths to any one manufac- 
turer or manufacturers’ repre- 
sentative. 

The exhibit will be held in the 
Civic Auditorium here Feb. 23-26. 
National conventions of the Motor 
& Equipment Wholesalers Assn. 
and the National Standard Parts 
Assn. will be held here on Fed 21 
and 22, immediately preceding the 
show. It had been announced pre- 
viously that the Automotive Serv- 
ice Industries Show, orignally set 
for Chicago in December, will be 
cancelled. 

The committee decided that auto- 
motive wholesalers attending the 
show from outside the 11-state 
western area will be isued special 
identification badges. 

Members of the committee are 
Louis J. Cresta, president; Fred E. 
Aurel, Joe Pimentel jr., Joe W. 
Muser, Fred H. Sloan and Mugh 
H. Morrison, all of San Francisco; 
J. C. Erman, Hayward, Calif., and 
Robert D. Wooten, Berkley, Calif. 

J. Leonard Gibson is show ex- 
ecutive manager and Bess D. Rock 
is office manager. 


Rambler Claims 
Higher Value 


DETROIT. — Resale value of the 
Rambler rose last month to widen 
its margin over other cars in the 
low-price field, according to Ameri- 
can Motors Corp. 

The Rambler climbed from a 7.7 


percent lead over four other low- | 
priced makes in June to 9.5, ac-| 


cording to figures in the Official 
Used Car Guide published by the 
National Automobile Dealers Assn., 
AMC said. 

The July issue shows the na- 
tional resale average of all low- 
priced 1954 four-door sedans was 
$1,249, while the Rambler hit $1,413, 
AMC says. 


The Rambler retained 78.7 per- | 


cent of its original selling price, 
compared with an average of 71.9 
percent for the others, AMC added. 


2.000 Baseball Teams 


Vie for Ford’s Plaque 
DEARBORN.—Over 2,000 Ameri- 


can Legion junior baseball teams | 


assisted by Ford dealers are en- 
tered in playoffs for state tourna- 
mert berths that will lead to re- 
gional, sectional and, finally, the 
national championship. 


The Little World Series of base- | 


ball will be played this year in St. 


Paul, Minn., Aug. 30 through Sept. | 


2. The 1955 champion will receive 
the Ford 10-year silver plaque, and 
will retain it until the 1956 winner 


is crowned. Every 10 years, the| 
Plaque, bearing the names of teams | 


that have held it, is retired to the 
Baseball Hall of Fame at Coopers- 
town, N. Y. 


Dealer Wins Nomination 

KENBRIDGE, Va.—E. C. Hardy, 
auto dealer, won the Democratic 
nomination for sheriff of Lunen- 
burg County. 














gers and it took 26% hours to fly 
from Manhasset Bay via the 
Azores to Lisbon, Portugal. 
The Boeing flying boats made 
history. They took twice as long 
then to make the trip, but there 
was plenty of room and comfort 
for the passengers. 
* * * 
} merc opening a new inter- 
national route the Boeings flew 
shellfish to Egypt just before El 
Alamein. President Roosevelt was 
the first chief executive to fly when 
he rode a Clipper to the 1943 Casa- 
blanca conference. Pan American 
has completed 50,000 flights carry- 
ing 2,021,483 passengers .. . equiva- 
lent to moving the entire popula- 
tion ef Philadelphia 870 times to 
the moon. 

They have carried 24,540,618 
pounds of mail—about 552,000,000 
letters—at the rate of 100 an hour 
it would take almost 630 years 
for one person to shove that many 
letters into a post box. 

Pan American operated the last 
of its flying boats on November 30, 
1945. The fate of the original 12 
flying boats is unknown by most| 
people. One went down in the At-| 
lantic in 1947, when the Coast 
Guard cutter, Bibb saved all 62 per- 
sons in one of the most dramatic 





rescues on record. One crashed in 
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the water at Lisbon in February, 
1943; Jane Fhroman, the singer 
was aboard. One went down in the 
Pacific and three were scrapped. 
One was bought by a southern doc- 
tor, Jesse Boland and was sunk at 
its Baltimore mooring in 1951. What 
happened to the other flying boats 
no one seems to know. 
* + * 

P OUT in Palo Alto, Calif, 

eYethe Ames Aeronautical 
Laboratory is working with Army 
officials (Jack F. Caron, W. C. Vin- 
centi and A. J. Eggers) on a tran- 
sonic plane which can travel from 
continent to continent across oceans 
at 20 times the speed of sound. 

The German V-2 rocket of 

World War II had a maximum 

velocity of 3,600 miles per hour, 

reaching an altitude of 60 miles 

... the rocket now being planned 
would reach from 10 to 15 thou- 

sand miles per hour while the 
speed of sound at sea level aver- 

ages 760 miles per hour. 

Gosh, if you started from Tokyo 
to fly to New York by reckoning 
of any honest clock you would 
probably get to Idlewild before you | 
left Japan. (Only one difficulty. | 
Speed generates heat. If they can! 
control the heat, so the metal won’t 
disintegrate during the flight—they 
would have the answer.) 












Three Decades of Service Honored— 


R. C. Francis, seated, center, Pacific Coast manager of Campbell-Ewald, was hon- 
ored at a dinner on his 30th anniversary with the advertising firm. Members of the 
Los Angeles staff who attended are, from left, seated, Jean Sherman, Rita Pillion, 
Betty Mankin, Francis, Bernadette Maynard, Kay Aspinwall and Marge Beran. Standing 
are Dick Smith, Dick Katerndahl, Garth Hintz, Jim Beavers, Mil Johnston, San Fran- 
cisco office manager; L. R. Nelson, senior vice-president from Detroit; Willard Hanes, 
Dick Byrne and Doug Jenkins. Campbell-Ewald has handled the Chevrolet account 
for more than 30 years. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 





ke many 


other leading engine manufacturers 


selects and distributes...for 


authorized replacement service... 
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$445; 2-dr., $415, $270°%, $245°. '50 FL 
Deluxe 4-dr., $355; SL Deluxe 4-dr., 
$310. 


Used-Car Auction Prices  ||#r%ces.2s".3,@:|| Average Used-Car Prices 


ser oe inten tas NY 4-dt., 9400, ai (Compiled by Automotive News) 


DeSOTO —'52 Custom 4-dr., $725*. ‘51 June 
Market Trend Sportsman, $400*. oo 
DODGE —’'53 Coronet 4-dr., $915*%. °52 $2,167 


it Coronet Diplomat, $615*, °51 Coronet 1372 
Only current models escaped a general price weakening which h serra’; Cds. 9480", Goan”. “i 
the wholesale used-car market last week, according to Automotive | [[3°,coups. oa dacos.”’ $ reat 1001 


Hows’ index. FORD—'55 Main (8) Ranch Wagon, §1.- os 676 
; Custom (8) 4-dr., ,590. ’ - 
The overall average, as a result of the general slide, dropped $6. The 860; 0), ect, Thtas*, ‘a1.aae; 
only individual advance, as noted, was a $5 gain chalked up for ’55s. ian, e3,000" sa'abor, sattiby tom’ (83 
Losses were: °48s, down $2; ’49s, down $5; ’52s, down $7; ’53s, down eet $1,000; — es, 
$7; 51s, down $8; ’50s, down $10, and '54s, down $11. $5,150: Custom (8) conv., 3 ot $1,068; 
New lows were established for average prices of all models except 2-dr., Sa — ” Smee sis pk. to 
oe Myn2 Hornet club coupe, $535°; 4-dr., $450. 
Buyers increased their activity, claiming 72.3 percent of all cars | KaIsER—'51 4-dr., $205. (The above figures are averages of used-car auction prices, all makes 
offered, compared with 69.7 a week earlier and 66.6 a month earlier. | LINCOLN—'55 Capri conv., $3,325* (ps). and models, carried regularly in Automotive News.) 


MERCURY—’ 54 Monterey Sun Valley, $1,- 
The average auction last week ran 164 cars over the block, compared 855°, $1,760°, $1,680, coupe, $1:575°%; 


with 167 in the previous week. 4-dr., $1,505. ’53 Custom Sport coupe, | 55 vasqurH—’55 Belvedere (8) 4-dr., $1,- | ton pickup, $595. °40 LaSalle conv., 
Prices marked with an * indicate a unit equipped with an automatic $1,355°, $1,250, $1,150, $1,140; Monterey | “'255 +54 Belvedere 4-dr., $1,190*; Plaza | $500°. 


, $1,205*. °52 4-dr., $980*; conv., ; % 
transmission or overdrive and (ps) indicates power steering. one ° 4-dr., $900. '53 Cambridge station wag 


NASH—’55 Rambler station wagon, $1,- on, - Cranbrook 2-dr., $760; 4-dr., VAI DOSTA, GA. 
AGO CADILLAC—’54 (60) Special 4-dr., $3,590°| 185. '54 Ambassador club coupe, $1,390°; $596". (Tom Hewitt Auto Auction. Sale every 
CHIC. (ps). °53 (62) conv., $2,290* (ps); 4-dr., Metropolitan conv., $800, ’53 Statesman | PONTIAC—’55 Star Chief (8) Catalina, Friday. Prices are for sale of July 15.) 
(Arena Auto Auction. Sale every Tues- $2,105* (ps). '52 (62) 4-dr., $1,685°, 4-dr., $865; Rambler station wagon, $2,450*. °54 Star Chief (8) conv., $1,- (Sold 184 cars out of 223 offerings.) 
day. Prices are for sale of July 19.) $1,575* (ps). °51 (62) 4-dr., $1,375*, $765. 52 Rambler club coupe, $565*. 725* (ps); 4-dr., $1,695* (ps), $1,660°. | Brigg oss Super 4-dr., $2,875*: Century 
Y gold 237 cars out of 373 offerings.) $1,300*. °50 (61) 4-dr., $900°*, OLDSMOBILE — ’55 (98) conv., $3,020* 53 Chieftain (8) Catalina, $1,300*; 2- Riviera, $2,870° com,” §2.500° ‘on. ee 
, Riviera 2-dr., $2,530* | CHEVROLET—’54 Two-ten Delray coupe, (ps); Holiday, $2,650*%; (88) 4-dr., $2,- dr., $750. °52 Chieftain (8) Catalina, Super Riviera. $1,875, $1,800*. °53 RM 

a, Gee al aed $2,050*; 2-dr., $1,-| $1,245*; Bel Air 4-dr., $1,190. '53 Bel Air| 185°. ’54 (98) Holiday, $2,245*, ’53 (98) $915*, $815*, $800°; 4-dr., $810°. 4-dr., $1,250* (ps); Riviera, $1,240* 
{ps); Special inl Riviera 2-dr., $1,956%;| Sport coupe, $1,240°, $1,210; 2-dr., $1,-| Holiday, $1,720* (ps); 4-dr., $1,625° STUDEBAKER — '55 Commander club| (ps), $1,200* (ps), $1,100* (ps). °52 
ca St. ope; Bu r Riviera ‘4-dr., $1,-| 040%; Two-ten 4-dr., $900, $800; 2-dr., (ps); conv., $1,495*; (88) 4-dr., $1,325*, coupe, $1,555* (ps). 51 Champion 4-dr., Super 4-dr., $775*. '51 RM 4-dr., $625*; 
720°, °53'RM ‘Riviera 4-dr., $1,350° (ps), | $845, $695, "52, BL, Deluxe 4-dr., $060,| | $1280. cuipper 4-dr., $1,000, 52 | $200 . Sinus, sete. 

1,320* (ps), $1,250* (ps); Super Rivi-| $595°; conv., $475°; pecial 2-dr., 7 3 ae. & : ELLANEOUS — '53 International %- | CADILLAC—’55 (62) coupe, $4,735* (ps), 
= 2-dr., $1,315°, $450. '51 SL Deluxe 4-dr., $490, $465°, (200) 4-dr., $735°*. ’50 4-dr., $325. MISC a a $4,675* (ps), $4,600* (ps), $4,150* (ps). 
: °54 (62) 4-dr., $3,350* (ps). ’51 (62) 4- 

dr., $1,210°*. 3 . 

* : CHEVROLET — ’55 Two-ten (8) station 

Another “U. S$.” Engineered Rubber Product serving the automotive industry wagon, $2,075, $2,000; Delray coupe, $1,- 

hogs 600*; Bel Air (6) Sport coupe, $1,920, 
$1,870; 4-dr., $1,800; %-ton pickup, 
$1,025. ’54 Bel Air conv., $1,470*, $1,160; 
Sport coupe, $1,400, $1,230; Two-ten 
station wagon, $1,450*; 4-dr., $1,080, 
$1,070. '53 Two-ten 2-dr., $950, $860, 
$825, $800; 4-dr., 2 at $900*. ’52 SL 
Deluxe station wagon, $785*; 2-dr., 
$515*; %-ton pickup, $590. ’51 SL Spe- 
cial 4-dr., $605; FL Deluxe 4-dr., $545. 

CHRYSLER—’53 NY 4-dr., $1,000*. °52 
Saratoga 4-dr., $300*. '51 Windsor 4-dr., 
$490*; Saratoga 4-dr., $175*. ’49 Windsor 
4-dr., $315*; NY 2-dr., $210*. 

DODGE—’54 Coronet 4-dr., $725. '52 Cor- 
onet Diplomat, $490; Meadowbrook 4- 
dr., $475; Wayfarer 2-dr., $400. 

FORD—’55 Custom (8) station wagon, §$2,- 
250; Fairlane (8) Crown Victoria, $2,- 
160*; 2-dr., $2,070, $1,795; 4-dr., $2,- 
060*, $2,050*; Custom (6) 4-dr., $1,650*; 
%-ton pickup, $1,300. °54 Custom (8) 
4-dr., $1,185*, $1,145; Main (8) 2-dr., 
$910. '53 Custom (8) 2-dr., $1,085, 2 at 
$925*, $895; Main (6) 2-dr., $790. °52 
Crest (8) Victoria, $1,000; Custom (8) 
2-dr., $780. 

HUDSON—’54 Hornet 4-dr., $1,280*. 

| KAISER—’52 Deluxe 4-dr., $375. ’51 De- 
luxe 4-dr., $225. 

MERCURY—’55 Montclair 2-dr., 2 at $2,- 
675*; coupe, $2,630*; 4-dr., $2,600*, 
$2,450*. '54 Custom 4-dr., $1,410* (ps). 
*52 Custom 4-dr., $925. '51 2-dr., $535*, 
$430. °50 Custom 4-dr., $280. 

NASH—’50 Statesman 4-dr., $170; 2-dr., 
$100. 

OLDSMOBILE — ’55 (98) conv., $3,230* 
(ps), $3,100* (ps); (88) Super Holiday, 
$2.825*; coupe, $2,775*; Deluxe Holiday, 
$2,730*, $2,700, $2,690*, $2,625*, $2,490*. 
"54 (98) 4-dr., $2,375* (ps); (88) 4-dr., 
$1,915* (ps), $1,800*; 2-dr., $1,700. 

PACKARD—’55 Clipper Hard Top, $2,400*. 
"52 4-dr., $415. 

PLYMOUTH—’55 Savoy (8) sedan, $1,525. 
’53 Cambridge coupe, $700. °’52 Cran- 
brook 2-dr., $480; 4-dr., $400. ’50 Spe- 
cial Deluxe station wagon, $550; 2-dr., 
$495, $450, $240. °49 Special Deluxe 
4-dr., $305. 

PONTIAC—’55 Star Chief (8) Catalina, 


$2,500*, $2,450*; Chieftain (8) Catalina, 
$2,200*, $2,000*; 4-dr., $2,125*. °’52 
a s a Chieftain (8) 4-dr., $775, $710, $525*. 


"50 Silver Streak (8) 4-dr., $315*. 


connectors ? ALBANY 


(Tim Anspach Auto Auction. Sale every 


i ib tion ae. Nagin nae for sale of July 18.) 

take up the stress and strain of engine vibra sas reane-o, tale, was eno of the fastest, 
held steady. The boys supplying this mar- 
ket sold out clean and all made money 


. . . . d ti c 
U. S. Multi-Flex® connectors are flexible, accordion- * the strain or fatigue that quickly destroys other types Sion Gull’ es cas cen a te tae 


° ” . ings.) 
like parts that “give” —thereby relieving automotive of so-called “flexible” tubing. BUICK—'55 Super Riviera. $2,660*; Spe- 


cial yy a — 54 Super 
ae ‘ e bs conv., , : iviera, $1,920* (ps). 
piping from the strain and fatigue brought on by Natural or synthetic rubber Multi-Flex can be "83 Special Riviera, $860. "52 ‘Special 4- 

ine vibrati ions, bumps, quick oe ; : ‘ tel ted ae re, ; far. 
engine vibration and torque reaction PS; q fabric-reinforced, since it’s made without molds, | Set oa Eien ae “ae eae 


‘ ° . $490*, $550; 4-dr., $375*, $260*; RM 
special mandrels or supporting wires. It can be pro- 4-dr., $420; Special 4-dr., $185, $150. '49 


RM Riviera, $170*. 


, : : oe : iA” ”s i CADILLAC—’55 (62) +» $4,750* (ps), 
Here Multi-Flex is shown as a connection between duced in inside diameters from %” to 36” in required SAATE* (pe), "SS (08) cocoa hive eh 


. od * 460° (ps). '51 (62) coupe, $1,350*, °47 
the cast tubular line from the radiator and engine lengths. Can be constructed to withstand temperature (62) 4-dr.. $210°; 4-dr., $160, 


* ma CHEVROLET — ’55 Two-ten (8) station 
tubular line. Here Multi-Flex allows the engine to range of -65°F to 500°F. wagon, $1,985; 2-dr.. $1.050°;, One-fifty 
move without transmitting force, both laterally and 











starts, sudden stops. 





Multi-Flex is available with flanges at either end; Two-ten (6) 2-dr., $1,640, $1,400. °54 
would exert great leverage force on the radiator and with clamps. Unlike wire-supported hose, it can be Si, Detane Bet Air, 700°; S-dr., 9000, 
$250; FL Deluxe 2-dr., $190. '°48 SM 


ore ae bear wagon, $1,310; 4-dr., 
- ° : 720. ° 1 Air 4-dr., $1,000; Two-ten 
it also can be fastened in the conventional manner 4-dr., $850°; One-fifty” 2-dr., ons 
diator tank '51 SL Deluxe Bel Air, $690; club coupe, 
ERENCE See repeatedly crushed without damage. For all-around | $520, $500; 2-dr.. $400°, $280. °50_ SL 
. . j i i 2-dr., 70. °4 -dr., 0; FL 

boots for hydraulic pistons, shock a¥sorbers, worm specify Multi-Flex. Most samples for experimental | Seems Gam’ “as Goat ae 


2-dr., $1,740; Bel Air (6) 4-dr., $1,660; 

fore and aft on the radiator. A rigid piece of hose sreten 

SL Deluxe Bel Air, $700*; 2-dr., $650, 

Deluxe 2 ag hy $330; SS 

og ope . cial 4-dr., 10; S pecial 4-dr., : 

Multi-Flex is used on carburetor air intakes, as flexibility, for the smoothest “travel” in a connector, | '49 SL Deluxe '4-dr., $290, $130;' conv., 

oe ° e 2 : ° DeSOTO—’53 Fire Dome (8) coupe, $850*. 

gears and sensitive adjusting“ ws, exhaust outlets, use can be made without tooling charges. For | "50 Deluxe ‘ar. $300", 49 Custom 4- 
; . ° ° ° ° | Pee <a eluxe 4-dr., 

and many, many more. The Multi-Flex boot has an samples and engineering service, phone us in Detroit DODGE —''52 %-ton express, 


Coronet club coupe, $450*; Custom 4-dr., 
. $ $ ; ini - $635. 

extension-compression ratio of over 3 to 1—without at Trinity 4-3500. Pm ree 
Main (8) station wagon, $1,870. ’54 
* y | Custom (8) 2-dr., $1,200, $1,060*. °53 
, . 9 “ - ‘ | Crest (8) Victoria, $1,150; Custom (6) 
gs (, »“U,.S.” Research perfects it...“U.S.” Production builds it. 4-dr., $875; Main’ (8) 2-dr., $735. °52 
he $4 U s Re one perf | Crest (8) Victoria, $900*, $875*, °’51 
hy BTR ‘ Custom (8) 2-dr., $470*, $430*%; conv., 
UNITED STATES RUBBER COMPANY $430; Custom (6) 2-dr., $420, $370°, 

| Conti 4d Pa 37, Col. 1 

’ Automotive Sales, Mechanical Goods Division - New Center Bidg., Detroit 2, Michigan Cerne CR Fe 8, ee ae 
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Deluxe (6) 2-dr., $390. '°50 Custom (8) 
2-dr., $340; Deluxe (6) 2-dr., $210, $170; 
Custom (6) 2-dr., $310; %-ton pickup, 
$300. '49 Custom (8) conv., $200; 4-dr., 
$180; Deluxe (8) station wagon, $155. 
48 Custom (8) 2-dr., $100. 
HUDSON—’51 Hornet 4-dr., $330*. '49 Su- 
per 2-dr., $120. 
KAISER—’51 Deluxe 4-dr., $290*, $285. 
LINCOLN—’53 Capri coupe, $1,410*. 
MERCURY—’55 Monterey 4-dr., $2,600*; 
coupe, $2,550*. ’51 club coupe, $490. 
2-dr., $320°. '49 4-dr., $190. 
NASH—’54 Statesman 4-dr., $1,050; Metro- 
politan coupe, $690. '53 Rambler conv., 
$720. '52 Rambler station wagon, $450. 
’51 Statesman 4-dr., $300. 
OLDSMOBILE—’55 (98) Holiday, $2,950*; 
(88) conv., $2,760*%; Holiday, $2,585*, 
$2,370*; 2-dr., $2,300%, '54 (88) 2-dr., 
$1,820*. '53 (98) conv., $1,270*. '52 (98) 
4-dr., $835*, $750*. ’51 (88) 4-dr., $640*; 
2-dr., $460*, $430*. ’°50 (88) 4-dr., $430*, 


$280*, $260*, $250; 2-dr., $290*, $250, 
$245*. '49 (98) 4-dr., $190*. 
PACKARD — ’51 Clipper 4-dr., $350. '50 


Clipper 2-dr., $150*. 

PLYMOUTH—’55 Plaza (6) station wagon, 
$1,900*; 4-dr., $1,650; Savoy 2-dr., $1,- 
740; 4-dr., $1,675. °54 Plaza station 
wagon, $1,200. '53 Cambridge 4-dr., $850, 


$510, $450; Cranbrook 4-dr., $780. ‘52 
Cranbrook club coupe, $460. ’51 Cran- 
brook conv., $610; 4-dr., $475. '48 De- 


luxe coupe, $130; 2-dr., $130. 
PONTIAC—’55 Chieftain (8) Catalina, $2,- 
150*. ’53 Chieftain (8) 4-dr., $1,260*, 
$1,000. ’50 Silver Streak (6) 4-dr., $400*. 
’49 Silver Streak (8) conv., $275*; 4-dr., 
$220. 
STUDEBAKER — ’°52 Commander Sport 
coupe, $430*; 2-dr., $320; Champion 
Sport coupe, $500. °50 Champion club 
coupe, $170*; 2-dr., $160, $110. 
WILLYS—’50 station wagon, $360*. 
MISCELLANEOUS—’54 GMC %-ton pick- 
up, $830*. ’°52 Henry J 2-dr., $195. 


JENISON, MICH. 


(Grand Rapids Auction, Inc. Sale every 
Tuesday. Prices are for sale of July 19.) 

(Market very steady and bidding active 
in spite of terrific heat and humidity. 
Sold 96 cars out of 128 offerings.) 


BUICK—’54 Century sedan, $1,815*; Spe- 
cial sedan, $1,600. ‘53 Super Riviera 
2-dr., $1,385*, $1,260%; 4-dr., $1,330* 


(pg), $1,310*, $1,300*; RM 2-dr., $1,340* 
(ps). ’52 Special Riviera 2-dr., $880. ’51 
RM Riviera 2-dr., $680*; Super Riviera 
sedan, $625*, $515*; Special 2-dr., $585*; 
4-dr., $475. °50 Super Riviera 4-dr., 
$450*. 

CHEVROLET—’'54 Two-ten 2-dr., $1,100; 
4-dr., $1,025. '53 Bel Air conv., $1,085", 
$995*, $975, $970; 4-dr., $945*; Two-ten 


4-dr., $925*, $895*; club coupe, $795; 
One-fifty 2-dr., $750. ‘52 SL Deluxe 
2-dr., $550. ’51 SL Deluxe club coupe, 


$525*; 4-dr., $450*; 2-dr., $380. '50 SL 
Deluxe 4-dr., $315; FL Deluxe 2-dr., 


$300. 

DeSOTO—’54 Fire Dome (8) club coupe, 
$1,265*. 

DODGE — '53 Coronet Hard Top, $990*, 
$935*; station wagon, $955. °52 Coronet 
$600*. ’51 Coronet Diplomat, 

. "50 Meadowbrook 4-dr., $300; %- 
ton pickup, $225. °49 Coronet 4-dr., 
$250*; 2-dr., $105*. 

FORD—’54 Custom (8) 2-dr., $1,235. °53 
Custom (8) station wagon, $1,315; 4-dr., 
$985; Custom (6) 2-dr., $835; Main (6) 
2-dr., $760. '52 Crest (8) conv., $920; 
Custom (6) 2-dr., $690*%; Custom (8) 
club coupe, $595; 2-dr., $595. '51 Cus- 
tom (8) station wagon, $615, $565; 2- 
dr., $475, $450*; 4-dr., $410; Custom 
(6) 2-dr., $395. ’50 Custom (6) 2-dr., 
$185. ’°49 Custom (8) 4-dr., $125, $115. 

HUDSON—’51 Commodore 4-dr., $275. 

MERCURY—’53 Monterey club coupe, $1,- 
175. ’51 club coupe, $585; 4-dr., $505*. 
°49 2-dr., $250; 4-dr., $200. 

NASH—’54 Statesman Hard Top, $1,315*. 
*53 Statesman 4-dr., $885. °52 States- 
a 4-dr., $540, $520. °49 (600) 2-dr., 

OLDSMOBILE — ’55 (88) Super Holiday, 
$2,675*, °54 (98) 4-dr., $2,215* (ps); 
(88) Super 4-dr., $1,965*. °53 (88) Su- 
per 4-dr., $1,295*. °52 (98) conv., §$1,- 
225* (ps). ‘51 (88) 4-dr., $405*, ’50 
(88) 2-dr., $240*. 

PACKARD—’53 Clipper 2-dr., $800. 

PLYMOUTH—’54 Belvedere 4-dr., $1,155. 
’52 Cambridge club coupe, $435. 
Cambridge 4-dr., $340. 

PONTIAC—’55 Star Chief (8) 4-dr., $2,- 
125*; Chieftain (8) 4-dr., $2,025*. °53 
Chieftain (8) Catalina, $1,200*; 2-dr., 
$990*; Chieftain (6) 4-dr., $950. '52 
Chieftain (8) Catalina, $925*; 4-dr., 
$815*; 2-dr., $790*, $750*. ‘51 Silver 
Streak (8) 2-dr., $425. '50 Silver Streak 
(6) 2-dr., $300; Silver Streak (8) 2-dr., 
$300*. 

STUDEBAKER — '55 Commander coupe, 
$1,800. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 

Prices are for sale of July 15.) 

(Sold 256 cars out of 357 offerings.) 

BUICK—’55 Super Riviera, $2,590* (ps); 
Special Riviera, $2,505*; 2-dr., $1,875. 
"54 Special 2-dr., $1,375. '53 Super 4-dr., 
$1,230*; Special 2-dr., $1,065*. ’°52 RM 
Riviera, $1,100*. '51 Super 4-dr., $590*, 
$575*. '50 Super 4-dr., $530*, $435, $380, 
$225°. 

CADILLAC—'55 (62) coupe deVille, $4,- 
600* (ps). '53 (62) 4-dr., $2,140* (ps), 
$2,000*. °51 (62) coupe deVille, $1,430*. 
"50 (62) 4-dr., $1,165*, $1,050*. '49 (60) 
Special 4-dr., $765*; (62) 4-dr., $600* 
(ps). 

CHEVROLET — '55 Two-ten (8) coupe, 
$1,850, $1,800; Bel Air (8) Sport coupe, 
$1,800*. '53 Two-ten 2-dr., $910, $885*, 
$825, $785. ‘52 SL Deluxe 2-dr., $680, 
$680*, $675, $600; club coupe, $675. '51 
SL Deluxe conv., $590*; Bel Air, $475*; 
4-dr., $435°; FL Deluxe 4-dr., $490, 
$150*. 50 SL Deluxe 4-dr., $485, $325*, 
$255, $250, $190; FL Deluxe 4-dr., $355, 
$290; 2-dr., $275, $120. '49 FL Deluxe 
2-dr., $390, $375, $310, $275, $250, $215. 


CHRYSLER — ‘52 Windsor 4-dr., $710, 
$495*. °’51 NY 4-dr., $500*; Windsor 
4-dr., $430. 


DeSOTO—'52 Fire Dome (8) 4-dr., $580. 


*51) 





50 Deluxe 4-dr., $300; Custom 4-dr., 
$250. '49 Deluxe club coupe, $170. 


DODGE—’54 Coronet 4-dr., $1,285*; 1-ton 
stake, $900. ‘53 Meadowbrook. station 
wagon, $1,060*, $950; Coronet conv., 
$900; 4-dr., $785, $780, $720*, $715, $700, 
$660. '51 Coronet 4-dr., $400, $230. 

FORD — '55 Thunderbird, $2,950* (ps), 
$2,825*; Fairlane (8) Crown Victoria, 
$2,310* (ps); 4-dr., $2,220* (ps). ‘54 
Crest (8) 4-dr., $1,300; Custom (8) 4-dr., 
$1,130*. °53 Crest (8) station wagon, 
$1,240*, $1,150*; Custom (8) 4-dr., 
$1,000, $950*, $865*, $810. ‘52 Deluxe 
(8) 2-dr., $280. °51 Custom (8) 2-dr., 
$465, $425, $410, $380, $375. '50 Custom 
(8) 2-dr., $310, $305, $300, $275. °49 
Custom (8) 2-dr., $270, $250*, $235, 
$210, $200, $160. 

HUDSON—’54 Super Wasp 2-dr., $990. ’51 
Pacemaker 4-dr., $180. 

KAISER—’51 Deluxe 2-dr., 
4-dr., $105*. 

LINCOLN—’'54 Capri 4-dr., $2,210* (ps). 
*53 Cosmopolitan 4-dr., $1,530*. °52 Cos- 
mopolitan 4-dr., $895*. 


MERCURY—’54 Monterey coupe, $1,795*; 
conv., $1,790*; 4-dr., $1,560*; Sun Val- 
ley, $1,775, $1,650*. '52 4-dr., $625. '51 
4-dr., $400. °49 club coupe, $135, $125, 
$110, $105. 

NASH — ’54 Rambler club coupe, $1,000. 
’53 Statesman 2-dr., $920*; Rambler 
club coupe, $910, $795. °52 Statesman 


$125; Special 
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4-dr., $500*. ‘51 Rambler conv., $260*, $755*; RM Riviera 4-dr., $520*; Super Streak (8) sedan, $400. '49 Silver Streak 
$230*. 50 Statesman 4-dr., $200*. sedan, $490*. °50 Super Riviera sedan, (8) sedan, $240. 

OLDSMOBILE—’'55 (98) Holiday, $2,850* $490*, $445*; RM sedan, $295*. '49| sTUDEBAKER — ‘52 Champion Sport 
(ps); (88) 4-dr., $2,740* (ps), $2,700*| Super sedan, $325*; RM sedan, $300. coupe, $650. '51 Champion sedan, $275. 
(ps), $2,685* (ps), $2,500* (ps), $2,-| CADILLAC—’'55 (62) conv., $4,575* (ps). 

390*. °54 (98) Holiday, $2,475* (ps), 563 (62) 4-dr., $2,215* (ps). ‘51 (60) FT YN 

$2,445* (ps); (88) Super 2-dr., $2,090* Special sedan, $1,400*. : o WA E, IND. 

(ps). '53 (98) 4-dr., $1,730* (ps), $1,-| @ LET—’ va ; (Carl Markers’ Auto Auction, Sale every 
470* (ps), $1,260*; (88) conv., $1,470* TD Bel "Me Spect coun, "5930, tan Tuesday. Prices are for sale of July 19.) 
(ps). ‘51 (88) 4-dr., $550*. ‘50 (98) Deluxe sedan, $690*, $655*, $630; SL (Consignment is still low. Good, clean 
4-dr., $515*, $510*, $405*. Special sedan, $490. 51 SL Deluxe se-| “nits are bringing all they are worth. 


Sold 103 cars out of 131 offerings.) 
BUICK—’55 Super 2-dr., $2,575* (ps). '54 


PACKARD—’50 Clipper conv., $100*. 
PLYMOUTH—’54 Belvedere coupe, $1,500* 


dan, $490, $475, $400. ‘50 SL Deluxe 
sedan, $435, $390. 49 SL Deluxe sedan, 


(ps): Savoy club coupe, $1,000. °53 Cam-| $325, $310. Super 2-dr., $1,560*,' $1,550*. ‘53 RM 
bridge station wagon, $1,060*, $950*,| CHRYSLER—’52 Windsor sedan, $720*. 4-dr., $1,325* (ps). '51 RM 4-dr., $500*. 
$945; Cranbrook 4-dr., $605, $580. '52| °'50 Windsor sedan, $390*. 4 = “oa 2 e ae ae 2- 
Cranbrook club coupe, $560, $535. '51| DesOTO — ‘51 Custom sedan, $475. 50 sss. RM 2-dr., $205,” ws Cass 


Cambridge club coupe, $375; Cranbrook 


Custom sedan, $310, $285. 
club coupe, $345, $335. '50 Special Deluxe ot § $ 


CADILLAC—'52 (62) 4-dr., $1,630*; (61) 


conv., $145, $130. DODGE ae bg Coronet _ ste "51 2-dr., $1,920*. 

PONTIAC—'54 Star Chief (8) conv., $1,-| Sedan $1900 on™ $375. “48 Custom) copVROLET—'55 Bel Air (8) 2-dr., $1,- 
740°; Chieftain (8) 2-dr., $1,360*. '53| porn 55 Mai : . 154 | 900%, $1,890"; 4-dr., $1,675; Two-ten 
Chieftain (8) 4-dr., $1,175*, $1,075*. '52| FORD—'55 Main (6) one’ $1,500. °5 (6) 4-dr., $1,840*, $1,520, $1,485; 2-dr., 
Chieftain (8) conv., $885*, $715*; 4-ar.,| Crest (6) sedan, $1,225*, $1,175; sta-| $1 695. °52 SL Deluxe 2-dr., $545, $410. 
$740*, '51 Silver Streak (6) 4-dr., $480.| [on wagon, $1,150. '52 Main (6) sedan,/ ‘59 sr, Deluxe 2-dr., $425; 4-dr., $360; 
49 Silver Streak (8) 4-dr., $160*. $330. oe ‘Gaston “oe ge) “gnoe’ as conv., $450. 

STUDEBAKER — '55 Commander coupe, Custom (8) sedan, $210, $200 ; CHRYSLER — '53 Windsor 2-dr., $950*; 
$1,750*. ‘53 Commander 2-dr., $635*, 'DSON : 5 ; A ‘ NY 4-dr., $885*. '51 Saratoga club coupe, 
$620*; Champion 2-dr., $610. ‘52 Com-| #UDSON — °51 Hornet sedan, $465. '49/ 645. +48 Custom 4-dr., $105. 


Super (6) sedan, $130. 
LINCOLN—’'54 Capri Sport coupe, $2,200*. 
MERCURY—’54 Monterey Sport coupe, $1,- 


mander coupe, $630*; Champion 4-dr., 


DeSOTO—’51 S . eo, 
$440. '51 %-ton pickup, $450, $405, $375. po coms, Se 


DODGE—’53 Coronet 4-dr., $855*; Mead- 


WILLYS—’51 jeepster, $105. 810*. '52 sedan, $685. °51 sedan, $490. owbrook coupe, $775*. °47 Meadowbrook 
MISCELLANEOUS—’54 International 3-ton| ‘49 sedan, $280. coupe, $105. 

dump, $2,135. NASH—'52 Rambler sedan, $580. '49 (600) | FORD—'55 Custom (8) 4-dr., $2,000*, $1,- 

sedan, $210. 875; station wagon, $1,995; Fairlane (8) 

N. PLAINFIELD, N. J OLDSMOBILE—’52 (88) sedan, $905*, '50| 2-dr., $1,905*; 4-dr., $1,805*; Main (6) 

. 9 INe Jo (98) sedan, $470. '49 (98) sedan, $300. 2-dr., $1,525. '54 Main (6) sedan, $840; 

(Lebanon Auto Auction. Sale every Wed-| PLYMOUTH—’53 Cambridge sedan, $730. %-ton pickup, $810. '53 Crest (8) 2-dr., 

nesday. Prices are for sale of July 20.) ’52 Cranbrook sedan, $520, $490. ‘51| $1,190"; Custom (8) 4-dr., $910; Main 

(Market slacked off slightly, with a Cranbrook sedan, $445, $375. '50 Spe-| (6) 2-dr., $575. °52 Deluxe (8) 4-dr., 

shortage of clean autos. Sold 72 cars out cial Deluxe sedan, $300. $615. ’51 Custom (6) coupe, $375. ’50 


Custom (8) conv., $355. 
4-dr., $150. 
HUDSON—’49 Commodore conv., $100. 


(Continued on Page 38, Col. 2) 


of 106 offerings.) "49 Deluxe (6) 
BUICK—’54 Super Riviera 4-dr., $1,750*. 
"53 Special conv., $1,110. ’52 Super conv., 


$890*. '51 Special Riviera Sport coupe, 


PONTIAC — ’'53 Chieftain (8) sedan, $1,- 
160*. ’52 Chieftain (8) Catalina, $930*. 





’51 Silver Streak (8) sedan, $500*; Sil- 
ver Streak (6) sedan, $155. 


’50 Silver 











American Tobacco 


Company, largest US cigarette maker had 33.2% 
of domestic sales* in 1954. Three of its brands 
sold an estimated total of 123 billion cigarettes.** 
But nobody smokes Lucky Strikes because of the 
size of the Company. 

Size is not always an index of value and service. 
In this day of multi-million audiences, one magazine 
with only 1,300,000 circulation is a major influence 
in a market worth more than $11 billion annually. 

The magazine is SuccEssFUL FARMING. Its selective 
circulation includes 26% of all commercial farms, 
and 42% of those earning $10,000 or more a year. 

SF farm subscribers have big investments in 
land, buildings, machinery . . . raise 53% of the 
harvested corn, 57% of the hogs, 38% of the cattle 
and calves, 44% of the dairy products. And their 
average cash income, from farming alone, has been 
around $10,000 for the past several years. 

Because SUCCESSFUL FARMING for more than 
fifty years has helped farm families make more 
money, live better... it has an influence that no 
general medium can have with its market. And it 
fills a big gap in the national market, balances 
national advertising schedules... See any SF office. 


Source: *Business Week, January 8, 1955 
Source: **Advertising Age, January 10, 1955 


MEREDITH PUBLISHING CompPANy, Des Moines... 
offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles. 
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Barrier Falls 
Historic Dodge Fence 


Is Scrapped 

DETROIT.—A famous landmark, 
the quarter-mile wrought iron fence 
in front of the Dodge Main plant, 
is being torn down. The 44-year- 
old, 10-foot high fence is being cut 
into eight-foot sections for melting 
as scrap iron. 

The fence was erected about 1911 
and was spared the fate of similar 
wrought iron fences through two 
world wars because its spiked bar- 
rier was considered to be a neces- 
sary defense against the possibility 
of sabotage. 

Each eight-foot section of the 
fence weighs more than 250 pounds. 
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Used-Car Auction Prices 


(Continued from Page 37) 


LINCOLN—’55 Capri coupe, $2,750* 
‘63 Capri conv., $1,630* (ps). 

MERCURY—’55 Custom 4-dr., $2,285*. '53 
Custom 2-dr., $1,205, $1,030. ‘50 Cus- 
tom 4-dr., $385. '49 Custom 2-dr., $145. 


NASH—’52 Statesman 2-dr., $570. 

OLDSMOBILE—’55 (98) Holiday, $2,620* 
(ps). '53 (98) 2-dr., $1,605* (ps); Holi- 
day, 2 at $1,200*. '52 (88) 4-dr., $965* 
(ps). '49 (76) 2-dr., $265; (88) 2-dr., 
$145. 

PACKARD—’53 Clipper 4-dr., $1,035*. ’51 
Clipper 4-dr., $475*. °50 Clipper 4-dr., 
$200. '49 Clipper 4-dr., $100. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
805*, $1,700. '54 Savoy 4-dr., $1,050; 
2-dr., $1,005. '53 Cranbrook 4-dr., $645, 
$625. ‘40 4-dr., $100. 

PONTIAC—’53 Chieftain (8) conv., §$1,- 


(ps). 
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150°; 2-dr., $990*. '52 Chieftain (8) 2- 
dr., $525. °38 2-dr., $210. 

STUDEBAKER —’51 Champion 2-dr., $190. 
’48 Champion 2-dr., $140. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of July 21.) 
(Both consignments and buying were 
greater than the previous 3 weeks.) 
BUICK—’55 Super Riviera 2-dr., $2,650*, 
$2,415*. °54 Super Riviera, $1,895*, $1,- 
800°; Special 2-dr., $1,470. '53 RM 4-dr., 
$1,140* (ps); Special 4-dr., $900. 52 RM 
4-dr., $800*. '51 Super 4-dr., $550*, $540. 
'50 Super 4-dr., $270; Special 4-dr., $215. 
49 RM 4-dr., $190, sedanet, $140. °47 
Special sedanet, $150. 


CADILLAC—’55 (62) coupe deVille, $4,500* 
(ps). ’50 (62) sedan, $1,000°*. 

CHEVROLET—’55 Two-ten station wagon, 
$2,090*; Bel Air (8) coupe, $1,985; 4-dr., 
$1,850*, $1,845*, $1,820*. '54 Bel Air 4- 
dr., $1,320*%; Two-ten 4-dr., $1,200. °53 
Bel Air Hard Top, $1,175; 2-dr., $1,090, 
$1,050, $865; 4-dr., $985*, $810; Two-ten 
2-dr., $880*, $770; 4-dr., $805, $775*. ’52 
SL Deluxe 2-dr., $570. ’51 %-ton panel, 
$300. °48 FL Aerosedan, $140; coupe, 
$115. 

CHRYSLER—’55 Windsor (8) 4-dr., $2,- 
175* (ps). '48 Town & Country conv., 
$280*; Windsor 4-<dr., $245°*. 

DeSOTO—’51 Custom 4-dr., $425*%, $410*; 
Meadowbrook 4-dr., $360*. 

DODGE—’52 Coronet 4-dr., $425°*. 

FORD—’55 Custom (8) 4-dr., $2,150* (ps), 
$1,925*, $1,920* $1,900*, $1,850* (ps); 
2-dr., $1,280. '54 Crest (6) Victoria, $1,- 
095*; Custom (8) 4-dr., $1,060. ’53 Crest 
(8) Victoria, $1,295* (ps); conv., $1,120*; 
%-ton pickup, $705. '52 Crest (8) Vic- 
toria, $715*; Main (8) 2-dr., $665. °51 
Custom (8) Victoria, $665*, $600*; 2-dr., 
$550*; 4-dr., $500; conv., $460°; Deluxe 
(6) 2-dr., $340. '50 Deluxe (8) 2-dr., 
$415; station wagon, $295*; conv., $265; 
Deluxe (6) 2-dr., $270*. '49 Custom (8) 
conv., $240*. ’46 Custom (8) 4-dr., $115. 

KAISER—’53 Dragon 4-dr., $900°*. 





MAKE YOUR PLANS NOW! 


> 


Come 


OPENING DAY AUGUST 3 


AUCTION STARTS 10:30 A.M. 


Registration & Display Area Opens 2 Days Before Auction 


EVERY FACILITY YOU’LL APPRECIATE 


Brand new ultra-modern 
building 


Easy Accessibility — 500 yds. 
from #7 Exit N. J. Turnpike 


Over 10,000 new and used 
car dealers in immediate area 


Two experienced automobile 
auctioneers 


Paved display area for over 
400 cars 


Large paved dealer parking 
Facilities completely enclosed 
Ne traffic problems 

Bright modern snack bar 


Underfloor and overhead 
ventilation 


Checks absolutely guaranteed 
Titles absolutely guaranteed 
Registration fee $10.00 


Just North of The Junction of The Penna. 
and New Jersey Turnpikes-EXIt 7, N. J. Turnpike 


NATIONAL AUTO DEALERS EXCHANGE 


ROUTE 206 SOUTH, BORDENTOWN, N. J. « AXMINSTER 8-1702 


LINCOLN — '54 Capri 4-dr., $2,200°, ’51 
2-dr., $495°.. 

MERCURY—’55 Montclair Hard Top, $2,- 
595° (ps). '54 Custom 4-dr., $1,640*. '53 
Monterey coupe, $1,350*, $1,340°. 

NASH — ‘'55 Rambler 2-dr., $1,300. ‘51 
Statesman 4-dr., $400. '50 Statesman 4- 
dr., $260. 

OLDSMOBILE—’54 (88) Super 4-dr., $1,- 
795*. '53 (98) Holiday, $1,600* (ps). 52 

Holiday, $1,200*. ‘50 (88) 4-dr., 
$415*. 

PLYMOUTH—’55 Belvedere (6) 4-dr., $1,- 
800°, '53 Cambridge 4-dr., $660. '49 Spe- 
cial Deluxe 4-dr., $275. 

PONTIAC—’55 Chieftain (8) sedan, $1,- 
805*. °'53 Chieftain (8) 2-dr., $1,300*, 
$855*; 4-dr., $955°. °49 Silver Streak 
(8) sedanet, $290*. 

STUDEBAKER — '53 Commander coupe, 
$835*. '49 Commander 4-dr., $215*. 

MISCELLANEOUS — ’'53 Henry J 2-dr., 
$315. °47 International %-ton pickup, 
$205. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of July 20.) 
(51s through ’53s red hot today; ’54s 
slow. Sold 81 cars out of 124 offerings.) 
BUICK—’53 Super 4-dr., $1,005*. '52 Super 
4-dr., $795*. '51 RM Riviera, $555*; Su- 
per 4-dr., $520*. '50 Super 2-dr., $510*. 
’49 Special 2-dr., $205*. 
CADILLAC—’54 (62) coupe, $3,610* (ps); 
4-dr., $3,245* (ps). ’52 (62) 4-dr., $1,- 
610*. 49 (62) 2-dr., $510*. 


CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
690. '54 Two-ten 4-dr., $1,085, 2 at $1,- 
075, $1.040. '53 Bel Air 4-dr., $945*, 
$930*; Two-ten 4-dr., $705, $690. '52 SL 
Deluxe 4-dr., $565, $520, $500. '51 SL 
Deluxe 4-dr., $550, 2 at $500. "50 SL De- 
luxe 4-dr., $340, $330, 2 at $325. '49 SL 
Deluxe 4-dr., 2 at $210, $200. 


CHRYSLER—'53 Windsor 4-dr., $580*. 


DeSOTO—’51 Custom 4-dr., $365. ‘ 

DODGE—’50 Meadowbrook 4-dr., $245°*. 

FORD—’55 Fairlane (8) Victoria, $2,035*; 
4-dr., $1,785* (ps), $1,740°. °54 Custom 
(8) 4-dr., $1,295*, $1,275; 2-dr., $1,050, 
$1,040. ’°53 Custom (6) 2-dr., $715*. °52 
Custom (8) 2-dr., $765. '51 Custom (8) 
2-dr., $485*, $470, $400, $340, $335. °50 
Custom (8) 4-di., $390*, $300, $275, 
$240. '49 Custom (6) 2-dr., $190, $165. 

HUDSON—’50 Commodore 4-dr., $265. 

KAISER—’51 Deluxe 4-dr., $215*, $160°*. 

LINCOLN—’50 Cosmopolitan 4-dr., $205*. 

MERCURY—’54 Custom 4-dr., $1,405*. ’53 
Custom 4-dr., $865. °52 Custom 2-dr., 
$745*. ’49 Custom 2-dr., 2 at $270*. 

NASH—’55 Ambassador 4-dr., $2,300 (ps). 

OLDSMOBILE — ’55 (88) Super Holiday, 
$2.940* (ps). '54 (88) Super 4-dr., $1,- 
900°. ’51 (88) Super 4-dr., $650*, $545°. 

PLYMOUTH — ’'54 Plaza 4-dr., $940. °53 
Cambridge 4-dr., $675. °51 Cambridge 
2-dr., $235. ’°50 Deluxe 2-dr., $300, $280. 
°49 Deluxe 4-dr., $175. 

PONTIAC — ’54 Star Chief (8) Catalina, 
$1,750* (ps); Chieftain (8) 4-dr., $1,380*. 
’53 Chieftain (8) 4-dr., $810*. ’52 Chief- 
tain (8) 2-dr., $605*. ’51 Silver Streak 
(8) 2-dr., $365*, $350. '50 Silver Streak 
(8) 4-dr., $375*. °49 Silver Streak (8) 
4-dr., 2 at $200*, $175*, $150. 

STUDEBAKER *52 Champion conv., 
$575°*. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 

Wednesday. Prices are for sale of July 20.) 
(Best sale of year. Sold 87 percent of 
@ good consignment.) 

BUICK—’55 Century Riviera, $2,645* (ps). 
‘54 Century Riviera, $1,860°; 4-dr., $1,- 
715* (ps); Special 2-dr., $1,540*, $1,505. 
‘53 Super 4-dr., $1,160* (ps); Special 
Riviera 2-dr., $1,105*; 2-dr., $850. °52 
RM Riviera, $900°, (ps), $800° 

(ps); Special 4-dr., $790*. 

CADILLAC—’55 (62) coupe, $4,165* (ps). 
’54 (62) coupe, $3,350* ¢ps) 4-dr., $3,- 
320° (ps), $3,015*° (ps). '52 (62) 4-dr., 
$1,700* (ps). ’51 (62) 2-dr., $1,560*. 

CHEVROLET—’55 Bel Air (8) Hard Top, 
$2.010*; 4-dr., $1,995, $1,830*; conv., 
$1,995; Two-ten (6) 4-dr., $1,540; Bel 
Air (6) 4-dr., $1,845*; %-ton pickup, 
$1,265. ’54 Two-ten 2-dr., $1,040,* $995; 
One-fifty 2-dr., $885. °53 Two-ten 4-dr., 
$890, $870, $690, $665; 2-dr., $730; One- 
fifty 4-dr., $685. °52 FL Deluxe 2-dr., 
$625*; Delivery sedan, $410. 51 SL Spe- 
cial 4-dr., $395. 

CHRYSLER—’54 NY 4-dr., $1,440* (ps). 
’53 NY 4-dr., $1,060* (ps); Windsor 4- 
dr., $990*. ’51 Windsor 4-dr., $515*. °50 
Windsor Newport, $400*. 

(8) 4-dr., $1,- 


DeSOTO—’53 Fire Dome 
050°. ’°52 Custom 4-dr., $685°*, 

DODGE—’55 Royal (8) Hard Top, $2,200*. 
"52 Coronet 4-dr., $565*. ’49 Coronet 2- 
dr., $175. 

FORD—’55 Fairlane (8) Crown Victoria, 
$2,290* (ps), $2,280%; conv., $2,220*, 
$2,200*; %-ton pickup, $1,185. '54 Crest 
(8) station wagon, $1,715*; Custom (8) 
2-dr., $1,125, $1,110; 4-dr., $1,145, $1,- 
060; Main (8) 2-dr., $1,020; Main (6) 
2-dr., $880. '53 Main (8) station wagon, 
$1,205, $1,180; Crest (8) conv., $945*. 
"52 Custom (8) 4-dr., $825*. '51 Custom 
yd conv., $560*. °49 Custom (6) 2-dr., 

5. 

MERCURY—’55 Montclair 4-dr., 
Monterey Hard Top, $2,390*. 
tom Sport coupe, $1,005*. 
$650*, $550°. 

NASH—’54 Ambassador 4-dr., $1,335*. '52 
Ambassador 4-dr., $750*, $710. '51 Ram- 
bler station wagon, $400. 

OLDSMOBILE—’55 (98) Holiday, $3,145*, 
$3,010* (ps); 4-dr., $2,715*. °53 (88) 
4-dr., $1,410*, $1,300°. '52 (88) Holiday, 
$1,310". '51 (88) 4-dr., $715*, $690°. 

PACKARD—’51 2-dr., $375°*. 

PLYMOUTH — ’55 Belvedere (8) station 
wagon, $2,335*. '54 Plaza 2-dr., $935; 
4-dr., $915, $895, $885. ‘53 Cambridge 
4-dr., $760, $685. °52 Cranbrook 4-dr., 
$570*. °51 Cranbrook 4-dr., $450; Bel- 
vedere, $605; Cambridge 2-dr., $380. 

PONTIAC—’54 Star Chief (8) Hard Top, 
$1,880*; Chieftain (8) Catalina, $1,705*; 
4-dr., $1,285. '52 Chieftain (8) Catalina, 

. 


$3,260* 
52 Cus- 
"51 4-dr., 


$900*. 

STUDEBAKER — ‘53 Commander 2-dr., 
$840*; Champion 2-dr., $780*. '50 Cham- 
pion 4-dr., $200*. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 
July 22.) 

(Market good. Sold 187 cars out of 243 
offerings.) 

BUICK—'54 Special 4-dr., $1,500. '53 Su- 
per coupe, $1,520°; Riviera, $1,280°%; 4- 
dr., $1,150°; RM 4-dr., $1,410* (ps); 
Special Riviera, $1,290*°. "52 Super 4-dr., 





$885*; Special Riviera, 
conv., $650*. 


CADILLAC—’55 (60) Special 4-dr., $4,825* 
(ps). °54 (62) 4-dr., $3,300* (ps), $3,- 
125* (ps). '53 (62) 4-dr., $2,270* (ps) 
"51 (62) 4-dr., $1,425°. °49 (62) 4-dr. 
$895°. 

CHEVROLET—’55 Bel Air (8) 2-dr., $1, 
790*; Two-ten (8) 4-dr., $1,600. ’54 Be 
Air 4-dr., $1,550. '53 Bel Air Sport coupe 
$1,185*; station wagon, $1,170; Two-ter 
4-dr., $950. '52 SL Deluxe 4-dr., $730* 
$500. ’°51 SL Deluxe 4-dr., $700; conv., 
$585. '50 SL Deluxe Bel Air, $520, '49 
SL Deluxe 4-dr., $190. °46 SM 4-dr. 


$150. 

CHRYSLER—’54 NY 4-dr., $1,310*; Wind 
sor 4-dr., $1,300; club coupe, $1,200, '5: 
NY 4-dr., $1,260*, $1,070*; Windsor 4 
dr., $1,160*, $1,150*. ’52 Windsor conv. 

. 


$800. '51 Super 


DeSOTO—’ 54 Fire Dome (8) 4-dr., $1,100* 
’53 Fire Dome (8) 4-dr., $1,200*; 2-dr. 
$1,170*; Powermaster 4-dr., $930*. ’50 
Custom 4-dr., $450*, 

DODGE—’ 54 Coronet station wagon, §$1,- 
610. °53 Coronet Diplomat, $975*; club 
coupe, $820*. ’51 Meadowbrook 4-dr., 
$385°*. 

FORD—’55 Thunderbird, $2,850*; Fairlane 
(8) 4-dr., $2,010*, $1,870%; Custom (8) 
4-dr., $1,710. ’°54 Crest (8) station wag- 
on, $1,825*; Main (6) station wagon, 
$1,435. '53 Crest (8) Victoria, $1,200*; 
Custom (8) 4-dr., $1,000; Main (6) 2-dr., 
$750. '52 Crest (8) Victoria, $950*, '51 
Deluxe (6) 2-dr., $370. 

HUDSON—’50 Commodore (6) 4-dr., $250. 

KAISER—’52 4-dr., $340. '51-2-dr., $280; 
4-dr., $250. 

LINCOLN—’53 Capri coupe, $1,485*. ’52 
Capri 4-dr., $1,200*%; Cosmopolitan 4-dr., 
$920. ’°51 Cosmopolitan 4-dr., $550°*. 

MERCURY—’53 Monterey Hard Top, $1,- 
350, $1,280; 2-dr., $1,010*. ’52 Monterey 
4-dr., $760*. '51 2-dr., $900. '50 4-dr., 
$440. '49 club coupe, $190. 

NASH—’52 Rambler Hard Top, $580. 
(600) 4-dr., $120. 

OLDSMOBILE—’55 (88) Holiday, $2,580* 
(ps), $2,575* (ps), $2,540* (ps). ’54 (88) 
Super 4-dr., $1,960* (ps). '53 (88) 4-dr., 
$1,450* (ps), $1,225*. °52 (98) 4-dr., 
$965*. °49 (88) conv., $255*. 

PACKARD—’53 Clipper 4-dr., $935*. 
2-dr., $670*. '49 4-dr., $250. 

PLYMOUTH—’55 Plaza (6) 4-dr., $1,475. 
'54 Savoy station wagon, $1,400; 2-dr., 
$1,010; Belvedere 4-dr., $1,170. '53 Cran- 
brook, $840; 4-dr., $730. '52 Cambridge 
2-dr., $490. ’51 station wagon, $585. 

PONTIAC—’55 Star Chief (8) 4-dr., §$2,- 
100*, '54 Star Chief (8) Catalina, $1,- 
700*; 4-dr., $1,665*. °53 Chieftain (8) 
conv., $1,210*; station wagon, $855*. '52 
Chieftain (8) 4-dr., $690. ‘'51 Silver 
Streak (8) 2-dr., $635*. 

STUDEBAKER — '53 Commander Hard 
Top, $990; Champion 4-dr., $770*. ’52 
Champion club coupe, $490; 4-dr., $440. 
*50 Champion 2-dr., $250. 

WILLYS—’53 (6) station wagon, $735. 


DETROIT 


(Wes Coon Auto Auction, Sale every 
Thursday. Prices are for sale of July 21.) 

(Bidding brisk on clean autos. Sold 68 
cars out of 105 offerings.) 


BUICK—’54 Special 2-dr., $1,300. ’°53 Spe- 
cial 2-dr., $965. '52 RM Riviera, $815*; 
4-dr., $675*; Special 4-dr., $685. ’°51 RM 
Riviera, $650*, $585*; Super 4-dr., 
$610*; Riviera, $530*; Special 4-dr., $530, 
$500*. ’'49 RM 4-dr., $130. 


CADILLAC—’52 (62) conv., $1,760*. 


CHEVROLET — '53 Bel Air Sport coupe, 
$950*; 4-dr., $850. °52 SL Deluxe conv., 
$700. ’'50 SL Deluxe 2-dr., $290. 

CHRYSLER—’53 NY 4-dr., $940*; Windsor 
2-dr., $905. ’°51 NY 4-dr., $460; Windsor 
4-dr., $460, $430. 

DeSOTO—’52 Fire Dome (8) 2-dr., $575*. 

DODGE—’54 Meadowbrook club coupe, $1,- 
210. ’'53 Meadowbrook 4-dr., $715, $700. 
’52 Coronet conv., $540*; Meadowbrook 
4-dr., $535, $525. ’49 Meadowbrook 2-dr,. 


"49 


"52 


$100. 

FORD—’53 Custom (8) conv., $940*; 2-dr., 
$805; 4-dr., $725. ’52 Crest (8) station 
wagon, $1,000; Custom (8) 2-dr., $650. 
’51 Custom (8) 4-dr., $510*; 2-dr., $380. 
*50 Custom (8) 2-dr., $285. 

HUDSON—’51 Pacemaker club coupe, $115. 
50 Commodore 2-dr., $115. 

MERCURY—’52 Monterey 4-dr., $800*. ’51 
2-dr., $470*. ’50 2-dr., $320. 

NASH—’54 Rambler 2-dr., $825. ’53 States- 
man 4-dr., $815; Rambler conv., $770; 
2-dr., $625. 

OLDSMOBILE—’54 (88) 2-dr., $1,735*. '53 
(88) 2-dr., $1,000*. 52 (88) 2-dr., $700. 
"51 (98) 4-dr., $545*. 

PACKARD—’ 52 Clipper club coupe, $575. 

PLYMOUTH—’ 54 Savoy station wagon, $1,- 
100. °’53 Cranbrook 4-dr., $690, $670, 
$645, $630. ’52 Cranbrook conv., $450. 

PONTIAC—’54 Chieftain (8) station wag- 
on, $1,500*. ’53 Chieftain (8) conv., $1,- 
030*. '51 Silver Streak (8) 4-dr., $465*. 
’50 Silver Streak (8) 2-dr., $350*, °49 
Silver Streak (6) 2-dr., $140. 

STUDEBAKER—’51 Champion 4-dr., $160*. 

WILLYS—’53 Aero Lark 2-dr., $440. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale of July 19.) 

(Sale very active but market spotty 
here this week. Good autos of all years 
in demand, Rough units becoming more 
difficult to sell. Sold 91 cars out of 130 
offerings.) 

BUICK—’54 Century 4-dr., 
685°. °53 
(ps); Super Riviera coupe, 
Super Riviera coupe, $785* 
4-dr., $750°; Special 4-dr., 
Super 4-dr., $140. 

CADILLAC—’52 (62) 4-dr., $1,905* (ps). 
"51 (62) 4-dr., $1,400*. '49 (61) 4-dr., 
$780*; 2-dr., $500*. '48 (62) 4-dr., $570* 

CHEVROLET—’55 Two-ten (8) coupe,. $1,- 
630°. °54 Two-ten 4-dr., $1,050, $1,030, 
$995, $950; 2-dr., $970; One-fifty 4-dr., 
2 at $950, $940, $905, $900, $865, $8565. 
$835; 2-dr., $930, $910, $895. ’°53 Two- 
ten 2-dr.. $815, $805, $800, $795, $79¢ 
$770, $760, $725; 4-dr., $805, $800, $780 
One-fifty 4-dr., $700, $625; 2-dr., $700. 
$650. '52 SL Deluxe Bel Air, $805*, '5! 
coe 4-dr., $510*; %-ton pickup 
475. 

CHRYSLER — '53 Windsor conv., $1,025* 
(ps). 

DeSOTO — '53 Powermaster club coupe, 
$850; 4-dr., $800*, ’52 Fire Dome (5 
4-dr., $600*. '50 Sportsman, $460*. 

DOBGE—’53 Meadowbrook 4-dr., $770. '52 
Meadowbrook 4-dr., $470. ’51 Corone: 
4-dr., $355. '50 Wayfarer conv., $31'. 
"49 Coronet 2-dr., $240. 

FORD — '54 Main (6) 4-dr., $550, $52‘, 


(Continued on Page 39, Col. 2) 


$1,750*, $1,- 
RM Riviera coupe, $1,215* 
$1,140*, '52 
(ps); RM 
$300*, °49 
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By Martin L. Whitmyer 
Staff Writer 
The syndicated television film 
business has mushroomed in the 
past couple of years, with auto 
dealers in cities of all sizes turning 
to this type of advertising medium. 
The NBC film division, for in- 
stance, now provides over 750 
weekly half-hours of programming 
for local telecast as compared with 


less than 250 a year and a half} 


ago. 
The programs are of two types 
—those produced exclusively for 
syndications, and those which 
enjoyed successful runs on the 
network and were released later 
for syndicated runs, such as 
“Dragnet,” which is syndicated 
under the title “Badge 714.” 


And the local auto dealer pays a 


price commensurate with the size|— 


of the market. A program which 
may have cost $25,000 per episode to 
produce is often priced lower than 
$75 in the smaller market. 

The price rises accordingly with 
the size of the market, but is always 
tied to the quantity of sales that 
might reasonably be expected to 
result from the use of this type 
show, the network says. 

Auto dealers using syndicated 
films have reported increased 
sales as a result of the use of this 
medium. 

Cole-Finder, Inc. (Mercury), Chi- 
cago, has been using television 
since 1949 and relies chiefly on syn- 
dicated films. Ira Segall, of Rock- 
lin Irving & Associates, Cole-Finder 
ad agency, says the dealership 
sponsors “only top-quality film 
shows because they pay off in top 
ratings, sales volume, audience 
goodwill and sponsor prestige.” 

Lloyd Hobbs, owner of Hobbs 
Motor Co., Ft. Smith (Ark.) used- 
car dealer, who sponsors “Badge 
714” in his market says his sales 
have jumped nearly 100 percent 
since he began sponsoring the 
series. 

Floyd Rice, Detroit Ford dealer, 
offered 30 executive-used cars for 
$1,395 on one of his telecasts. With- 


in 24 hours after the show, all the} 


cars had been sold, says Rice. He 
claims his returns on the video in- 
vestment are running at the rate 
of 40 to 1. 

Angel of Broadway, a Chicago 
used-car dealer, decided to spon- 
sor a local film show. The first 
telecast brought over 100 pros- 
pective customers into the show- 
room. Fifteen of them were con- 
verted into sales. 

Olin’s Inc., Miami used-car out- 
let sponsored a Friday night pro- 
gram, on which gifts were offered 
to all customers who would pur- 
chase cars during the following 
weekend. On a weekend with nor- 
mal promotion, Olin’s usually sells 
an average of 24 cars. Following 
the telecast, however, 49 cars were 
sold and delivered in two days, the 
firm says. Total advertising cost 
was under $500. 

Along with the film, NBC, for 
instance, supplies the sponsor with 
tools with which he can further 
emphasize the commercials used in 
the program. 

Stations and advertisers which 
purchase a program are sent pub- 
licity kits, feature stories, biog- 
raphies, photo stills and other 
exploitation ideas. Also sent out 
are complete promotion kits with 
film trailers, slides, ad mats and 
on-the-air announcements. All of 
these items are provided as part 
of a package. 

In addition, merchandising aids 
which serve to promote both the 
program and the sponsor’s product 
are offered at a nominal cost. These 
materials include window stream- 
ers, posters, shelf strips, truck- 
bumper insignias, lapel buttons, 
cloth banners and other point-of- 


sale devices. 
* *~ z= 


General Buys R.K.O. Studio 


General Tire & Rubber Co. has 
purchased R. K. O. studio in Holly- 
wood for $25 million. 

The deal was announced by 
Howard Hughes, of R.K.O., and 
Thomas J. O’Neil, vice-president 
ef the rubber company and head 
cf the Mutual Broadcasting Sys- 
tem and General Teleradio, Inc., 
companies controlled by General. 


Affecting Factories and Dealers. . . 


Auto Advertising 
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Under the agreement the new 
owners acquire control of more 
than 400 of the studio’s old films, 
which are expected to be shown 
on its television network. 

x * * 


Chrysler Renews Pact 


Chrysler Corp. has renewed its | 


sponsorship of the “8:30 A. M. 


| News” and “5:55 P. M. News” over 


WCBS-TV, New York, for 13 weeks. 

McCann-Erickson is the corpora- 

tion’s advertising representative. 
* * * 


| Cutter Heads Chevrolet PR 


John L. Cutter, White House cor- 
respondent and veteran member of 
the United Press 
staff in Washing- 
ton, D. C.,, last 
week was named 
public relations 
director for Chev- 
rolet. 

Cutter succeeds 
C. J. French, who 
will assume new 
responsibilities in 
“a connection with 

expanded _activi- 

a ties and special 
programs planned for Chevrolet’s 
22 plant cities. 

Except for a brief period as 
Washington correspondent for Mc- 
Graw-Hill publications, Cutter was 
with the United Press since he 
joined the wire service organiza- 
tion in 1929. 





* * * 


Pioneer Adman Dies 


William Thomas Jefferson, 91, 
pioneer advertising man and South- 
ern California real estate investor, 
died June 29 aboard the SS. Ber- 
lin in the Atlantic. 

Mr. Jefferson was at one time 
associated with the Albert D. Las- 
ker advertising agency in Chicago, 
and handled, among many other 
accounts, those of Oldsmobile and 





Goodyear. Later he founded his 
own advertising agency, Wasey and 
Jefferson, in Chicago. 

* * ok 


Arizona Salutes Ford 


“Salute to Ford” is the title 
of a special 72-page section of 
the Mohave County Miner, com- 
memorating the opening of Ford 
Motor Co.’s new proving ground 
near Kingsman, Ariz. 

Copies of the issue were mailed 
to eastern industrial firms in an 
effort to attract additional in- 
dustry to northwestern Arizona. 

* + * 
Names 


Fred Collins, who for the last 12 
years has served as manager of the 
Detroit office of Time, Inc., has 
been appointed to the staff of A. 
G. DeLorenzo, director of press, 
radio and television relations for 
General Motors. The appointment 
is effective Sept. 1. Richard J. 
Maloy, a member of the editorial 
staff of the Washington Post for 
the last three years, will join De- 
Lorenzo’s staff on Aug. 15. 

Arthur Cappello has joined the 
radio-television department of 
Geyer Advertising, Inc., New York, 
as television art director. Cappello 
was formerly a member of the art 
directors staff of Associated Screen 
Studios in Montreal. 

Arthur Unger has been named 
editorial director of Great Ameri- 
can Publications, Inc., publisher of 
Car Life, Speed Age, Sports Cars 
Illustrated and Home Auto Me- 
chanic. Prior to joining Great 
American Publications, Inc., Unger 
was editor of Man’s magazine and 
Challenge. 

Lyal Marshall, who has been a 
member of the Look promotion de- 
partment since 1951, has been 
named assistant research director 
of the magazine. 

Jay Steiner has been appointed 
advertising and sales promotion 
manager of F. J. Stokes Machine 
Co., Philadelphia. He formerly was 
assistant advertising manager. 

Robert J. MacCulley has been 
promoted to assistant sales promo- 
tion manager of Nash. He had been 
assistant manager of the Buffalo 
zone. 





Used-Car Auction Prices 





(Continued from Page 38) 


$510. ’°53 Main (8) 2-dr., $650. 
(8) 2-dr., $715; conv., $700*. 
KAISER—’51 4-dr., $230; 2-dr., $200*. 
MERCURY—’51 Monterey 4-dr., $575, $500, 
$410. '50 4-dr., $275. 
NASH—’52 Rambler 2-dr., $665°. 
OLDSMOBILE — ’53 (88) 4-dr., $1,000°. 
’52 (88) coupe, $905*. ’50 (98) 4-dr., 
$370*. °49 (88) 4-dr., $210*; (98) conv., 
$100* 


PACKARD—’53 Clipper 4-dr., $940*. °49 
Clipper 4-dr., $235. 

PLYMOUTH—’ 54 Belvedere Hard Top, $1,- 
245°; 4-dr., $1,155*; Plaza station wag- 
on, $1,090. '53 Cambridge station wagon, 
$910; 2-dr., $600. ’°52 Cranbrook 2-dr., 
$565 


PONTIAC—’52 Star Chief (8) conv., $770*. 

‘50 Silver Streak (8) station wagon, 
0. °48 Torpedo (8) 2-dr., $155. 

STUDEBAKER—’53 Champion, 4-dr., $580. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of July 21.) 

(Hot and humid weather kept bidding 
down. Sold 43 cars out of 112 offerings.) 
BUICK—’53 RM 4-dr., $1,235* (ps). ’51 

RM 4-dr., $670*. 

CADILLAC—’50 (62) 4-dr., $985*. °47 (62) 
club sedan, $245*. 

CHEVROLET—’55 Two-ten 4-dr., $1,555. 
*52 2-ton stake, $550. °51 SL Deluxe 2- 
dr., $525; 4-dr., $515; 2-ton stake, $570, 
$550. '49 1%-ton pickup, $475. 

DODGE — '53 Coronet 4-dr., $770, $760*. 
‘51 2-ton stake, $615, $455*; Coronet 
4-dr., $425*; Meadowbrook 4-dr., $395*. 
*49 1-ton pickup, $300. 

FORD—’54 Custom (8) 4-dr., $1,235*; 1- 
ton pickup, $1,250. ’°53 Crest (8) station 
wagon, $1,225; Custom (8) 2-dr., $965. 
‘52 Main (8) station wagon, $845; Cus- 
tom (8) 4-dr., $740*; 2-ton stake, $675. 
’51 Custom (8) 4-dr., $490. 50 Custom 
(8) 2-dr., $395; Deluxe (8) 2-dr., $375; 
2-ton stake, $335. °49 Custom (6) 2-dr., 
$200, $185. ’°47 1%-ton pickup, $395. 

KAISER—’52 4-dr., $380. '51 4-dr., $220. 

MERCURY—’'50 coupe, $425. 

PLYMOUTH — '52 Cambridge 4-dr., $520. 
’50 Deluxe 4-dr., $285. '49 4-dr., $295. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
$500° (ps). °51 Silver Streak (8) 4-dr., 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of July 20.) 
(Demand very strong for all good used- 
cars. Buying heavy. Sold 97 cars out of 
138 offerings.) 
BUICK—’50 Super 4-dr., $560, $515, $450. 
on eet conv., $145. '47 Super 4-dr., 
CADILLAC—’52 (62) 4-dr., $1,500*. 
CHEVROLET—’54 Two-ten 4-dr., $1,015. 
’53 Two-ten 4-dr., $1,005; 2-dr., $860, 
$780. '52 SL Deluxe 4-dr., $670; 2-dr., 
$410. °50 SL Deluxe 2-dr., $560, $485, 


$405, $275; 4-dr., $445. °49 SL Deluxe | small consignment of 
%-ton pickup, $330. | Sold 125 out of 158. 


club coupe, $295; 


"52 Crest | 


’48 SM 2-dr., $180. '47 SM 2-dr., $120; 
conv., $100. 


| CHRYSLER—’50 Windsor 4-dr., $400. 
| DODGE—’53 Coronet 2-dr., $680. ’50 Cor- 


onet 4-dr., $385. ’°47 Deluxe 2-dr., $140; 
4-dr., $125. 

FORD—’ 54 Custom (8) 4-dr., $1,355, $995, 
$950; 2-dr., $1,230, $1,190, $1,135, $845. 
‘53 Main (8) station wagon, $1,305; 4- 
dr., $825; Custom (8) 2-dr., $905, $850. 
"52 Custom (8) 2-dr., $865, $850; 4-dr., 
$820, $810, $805, $800. ‘51 Custom (8) 
club coupe, $510; 4-dr., $505, $415, $400, 
$250; conv., $490; Deluxe (8) 2-dr., 
$410, $350, $305. °50 Custom (8) Vic- 
toria, $705*; 2-dr.. $480, 2 at $430, $400, 
$395, $355; club coupe, $430; 4-dr., 
$390; conv., $190. "49 Deluxe (8) 2-dr., 
$350, $220; conv., $285. ‘48 Deluxe (8) 
4-dr., $150. '46 Deluxe (8) conv., $225; 
2-dr., $220. 

HUDSON—’51 2-dr., $260. 

MERCURY—’51 2-dr., $385, $300. ‘50 4- 
dr., $330. 

NASH — ’'52 (600) 4-dr., $580. '50 (600) 
2-dr., $185. 

OLDSMOBILE—’51 (88) 2-dr., $780*%; club 
coupe, $680*; 4-dr., $690*, $520*; (98) 
4-dr., $590°. '50 (88) 2-dr., $550°%. °49 
i 4-dr., $385*, $330°. '48 (88) 2-dr., 

PLYMOUTH—’53 station wagon, $805; 2- 


dr,. $655. 

PONTIAC—’53 Chieftain (8) 2-dr., $1,265*. 
"51 Silver Streak (6) 2-dr., $485*. ’50 
Silver Streak (8) 2-dr., $420°%, $375*, 
$315. '49 Silver Streak (8) 2-dr., $305. 
'48 Torpedo (8) 2-dr., $200. 

* * * 


— Auctions in Brief — 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (July 21.) Goed percentage sold 
out of 116 cars consigned. 

* * * 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (July 21). Sold 76 percent of over 200 
cars at the sale today. 

* * * 


EBENSBURG, PA. 
Ebensburg Auto Auction. Sale every 
Thursday (July 21). Clean cars in big de- 
mand and bringing close to retail. Aver- 
age cars up this week. Little demand for 
junk. Sold 101 out of 126. 
* * * 


CHICAGO 
Greater Chicago Auto Auction. Sale every 
Thursday (July 21). Market very good. 
Older cars in good condition in big demand. 
Sold 145 cars out of 234. 
. - 7 


FLINT 
Flint Auto Auction, Inc. Sale every Wed- 
nesday (July 20). Market very active and 
percentage of sales very good. Most cars 
seemed to be in lower price range with a 
‘55 and '54 models. 








39 





4¢ 


Over$7000 families-37 % 


of the people (15 years and older) in households with 
incomes of $7,000 or over, in New York City & suburbs 


are News readers- 

. .. The 4,780,000 Daily News readers are your best 
prospects for practically everything—as you'll 

learn from the most significant study ever made of 
New York City newspapers and their markets—in 


Profile of the millions 


based on 10,349 personal interviews, by W. R. Simmons 
& Associates Research, Inc. Visual presentation, by 
appointment only. Inquire any New York News office. 

; (Copyright 1955 by News Syndicate Co., Inc.) 
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> 
Frozen fruit juice-40% 
of the women in New York City &suburbs, 
who served frozen fruit juice in past month 


are News readers- 


the majority buyers in the New York market of 
coffee, cereals, canned meat, cold drinks, bread, 
frozen fruit juices, ice cream . . . and the largest 
customers for toiletries, apparel, furnishings . . . 
as you'll see in this significant readership study 


ile of the milli 
e of the millions 
summarized in a visual presentation, for agencies 


and advertisers. Inquire any New York News office. 
(Copyright 1955 by News Syndicate Co., Inc.) 


Detergent buyere-3 9% 


of the women in New York City & suburbs who 


used detergents and packaged soap in the past month 


are News readers- 
The 2,290,000 women readers of the Daily News 
include majority customers for food, toiletries, 
clothing, new cars, major appliances, luxuries as 
well as necessities. Be sure not to miss seeing the 


Profile of the millions 


which gives data never before available on the 
market reached by each New York City newspaper. 


(Copyright 1955 by News Syndicate Co., Inc.) 
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Profits Rise 72% 
In Auto Industry, 
SEC Reports 


WASHINGTON. — The Securities 
and Exchange Commission reported 
last week that profits after taxes 
in the motor vehicles and parts 
industry amounted to $501 million 
in the first quarter of 1955. This 
was a 72 percent increase above 
the 1954 first quarter profits of $291 
million. 

Profits in the auto industry rose 
considerably more than the after- 
tax profits of all U.S. manufactur- 
ing firms which were 27 percent 
higher in the first quarter of 1955 
than in the first 1954 quarter. These 
profits amounted to $3.3 billion in 
1955 and $2.6 billion in 1954. 

In the first 55 quarter, the auto 
industry had before-taxes profits of 
$1,122 million, paying $621 million 
in taxes. In the like ’54 period, the 
industry had before-taxes profits of 
$625 million and taxes of $334 mil- 
lion. 

The commission reported, “Sales 
and profits in the motor vehicle 
group were at a record high during 


‘the first quarter of this year and 


constituted a major factor in the 
high level of earnings.” 


Syndicate Buys 
Pressed Metals 


PORT HURON, Mich.—A group 
of investors, headed by Frederick 
W. Richmond, New York industrial- 
ist, has contracted to purchase the 
assets of Pressed Metals of Amer- 
ica, Inc. according to Richmond 
and John W. Leighton, company 
president. 

The contract, which has been 
signed but is subject to stock- 
holders’ approval, calls for a cash 
purchase price of more than $7 
million. The assets include plants in 
Port Huron, Marysville and Detroit 
and a wholly owned subsidiary, 
Acorn Products Corp. 

The group of investors associated 
with Richmond includes industrial- 
ists and businessmen from Pitts- 
burgh, Boston, Detroit, Philadelphia 
and Toledo. 

Pressed Metals, manufacturer of 
auto suspension parts, has grossed 
an average of $13 million annually 
since 1950. 


Di Franco Expands Deal 


ST. LOUIS.—Di Franco North 
Side Motors, Inc. (Dodge-Plym- 
outh), is tripling the size of its 
automobile operation, according to 
Carmen Di Franco, president. The 
firm has acquired two lots and is 
constructing a 6,000-square-foot ad- 
dition to its present building. 


New Passenger Car Registrations, 20 States for June, 


ves in state capitals. 


‘55| 94 
54) 560 
‘55 9 

69 


Delaware 3| 
3 


Six States Previously 
Reported for June 


Connecticut 


District of Columbia : 


Idaho 31 
18 


22 
eee i he 
Nevada | 

2 


Nebraska 
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Current Prices on New Cars 


BUICK—Special — 4-dr. sed., $2,291.32; 
2-dr. sed., $2,232.88; hardtop cpe., §$2,- 
332.43; 4-dr. hardtop, $2,409; conv., $2,- 
590.17; 4-dr. stat. wag., $2,974. Century— 
4-dr. sed., $2,548.17; hardtop cpe., §$2,- 
600.56; 4-dr. hardtop, $2,733; conv., $2,- 
991; 4-dr. stat. wag., $3,175. Super—4-dr. 
sed., $2,876.17; hardtop cpe., $2,830.56; 
conv., $3,224.59. Roadmaster—4-dr. sed., 
$3,349.36; hardtop cpe., $3,453.05; conv., 
$3,551.56. (Dynafiow standard on Road- 
master, optional at $192.50 on other 
models. ) 

OCADILLAC—Series 62—4-dr. sed., $3,- 
976.70; cl. cpe., $3,881.77; hardtop cpe., 
$4,305.01; conv., $4,448.31. Series 60 Spe- 
cial—4-dr. sed., $4,728.32. Series 75—8- 
sed., $6,186.78; lim., $6,402.17. El- 


pass. 
$6,285.96. (Hydra-Matic 


dorado — Conv., 
standard. ) 

CHEVROLET — (Prices are for 6 - cyl. 
models; for V-8, add $99.)—One-Fifty—4- 
dr. sed., $1,728; 2-dr. sed., $1,685; utility 
sed., $1,593; 2-dr. stat. wag., $2,030. Two- 
Ten—4-dr. sed., $1,819; 2-dr. sed., $1,775; 
cl, cpe., $1,835; hardtop cpe., $1,959; 2-dr. 
stat. wag., $2,079; 4-dr. stat. wag., $2,127. 
Bel Air—4-dr. sed., $1,932; 2-dr. sed., $1,- 
888; hardtop cpe., $2,067; conv., $2,206; 4- 
dr. stat. wag., $2,262; Nomad 2-dr. stat. 
wag., $2,472. Corvette—6-cyl. conv., $2,- 
799; V-8 conv., $2,934. (Powerglide op- 
tional at $178.35.) 


CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818.25; conv., 
$3,000.25; 4-dr. stat. wag., $3,332.25. New 
Yorker Deluxe—4-dr. sed., $3,494.25; New- 
port hardtop cpe., $3,652.25; St. 
hardtop cpe., $3,689.75; conv., 


$4,110.25. 
Yorker Deluxe and 300, optional at $189 
on Windsor Deluxe.) 

DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., 
823.75; 4-dr. stat. wag., $3,170.25. Fire- 
Flite — 4-dr. sed., $2,726.75; Sportsman 
hardtop cpe., $2,938.75; conv., $3,150.75. 
(PowerFlite optional at $189.) 

DODGE—Coronet 6—4-dr sed., $2,092.75; 
2-dr. sed., $2,013; 2-dr. 2-seat stat. wag., 
$2,348.75; 4-dr. 2-seat stat. wag., $2,462.75; 
4-dr. 3-seat stat. wag., $2,565. Coronet V-8 
—4-dr. sed., $2,196; 2-dr. sed., $2,124; 
hardtop cpe., $2,281; 2-dr. 2-seat stat. 
wag., $2,452; 4-dr. 2-seat stat. wag., $2,- 
566; 4-dr. 3-seat stat. wag., $2,668.25. 
Royal V-8 —4-dr. sed., $2,310; hardtop 
cpe., $2,395; 4-dr. 2-seat stat. wag., $2,- 
658.75; 4-dr. 3-seat stat. wag., $2,760.75. 
Custom Royal V-8—4-dr. sed., $2,472.50; 
Lancer 4-dr. sed., $2,515.50; hardtop cpe., 
$2,542.50; conv., $2,748. (PowerFlite op- 
tional at $178.30.) 

FORD—(Prices are for 6-cyl. 
for V-8, add $99.98) — Mainline L 
sed., $1,753.24; 2-dr. sed., $1,707.02; bus. 
sed., $1,605.97. Customline —4-dr. sed., 
$1,844.66; 2-dr. sed., $1,800.55. Fairlane— 
4-dr. sed., $1,959.77; 2-dr. sed., $1,913.57; 
Victoria hardtop, $2,094.76; Crown Victoria 


models ; 
4-dr 


cl, 
top, $2,271.53; conv., $2,224.09. Station 
Wagons—2-dr. 2-seat Ranch Wagon, $2,- 
043.07; 2-dr. 2-seat Custom Ranch Wagon, 
$2,108.64; 4-dr. 2-seat Country Sedan, $2,- 
156.14; 4-dr. 3-seat County Sedan, §$§2,- 
287.32; 4-dr. 3-seat Country Squire, $2,- 
391.59. Thunderbird — Hardtop, 
conv., $3,019.30; combination hardtop-conv., 
$3,234.30. (Fi 
on conventional models, $215 on Thunder- 
bird.) 

HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6 — 4-dr. sed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
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Hornet V-8 —4-dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. (Hydra-Matic optional on sixes 
at $178.85, Ultramatic on V-8s at $199.) 
IMPERIAL—Custom—4-dr. sed., $4,483.- 
25; hardtop cpe., $4,719.75. Crown—8-pass. 
sed., $6,972.50; lim., $7,094.75. (Power- 
Flite standard. ) 
KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,688. (Hydra-Matic 
optional at $178.20 on Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment.) 
LINCOLN — Custom—4-dr. sed., $3,563; 
hardtop cpe., $3,666. Capri §; Custom 
—4-dr. sed., $3,752; hardtop cpe., $3,910; 
conv., $4,071.50. (Turbo-Drive standard.) 
MERCURY — Custom — 4-dr. sed., §2,- 
276.50; 2-dr. sed., $2,217.50; sport cpe., 
$2,341; stat. wag., $2,685.50. Monterey — 
4-dr. sed., $2,400; hardtop cpe., $2,464.50; 
stat. wag., $2,843.50. Montelair—4-dr. sed., 
$2,685; hardtop cpe., $2,631; Sun Valley 
glasstop, $2,711.50; conv., $2,712. (Mere- 
O-Matic optional $189.45.) 
METROPOLITAN — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). 
NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Custom 6—4-dr. sed., 
$2,385; 2-dr. hardtop $2,495. Ambassador 


| $2,585.53. Clipper Super 


(Hydra-Matic optional on sixes at $178.85, 
Ultramatic on V-8s at $199; automatic 
transmission not available on Nash-Healey, 
which is equipped with overdrive.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,362.09; 2-dr. sed., $2,296.62; hardtop 
cpe., $2,474; 4-dr. hardtop, $2,546. Super 
88—4-dr. sed., $2,502.71; 2-dr. sed., $2,- 
436.25; hardtop cpe., $2,714.39; 4-dr. hard- 
top, $2,788; conv., $2,893.59. Series 98—4- 
dr. sed., $2,832.82; hardtop cpe., $3,068.75; 
4-dr. hardtop, $3,140; conv., $3,275.84. 
(Hydra-Matic optional at $178.35.) 

PACKARD — Clipper Deluxe—4-dr. sed., 
—4-dr. sed., $2,- 
685.53; 2-dr. hardtop, $2,775.53. Clipper 
Custom—4-dr. sed., $2,925.53; 2-dr. hard- 
top, $3,075.53. Packard — 4-dr. sed., $4,- 
040.32; 2-dr. hardtop, $4,080.32; conv., 
$5,932.32. (Ulitramatic standard on Pack- 
ard series, $199 extra on other models.) 


PLYMOUTH—Plaza 6 —4-dr. sed., $1,- 
780.50; 2-dr. sed., $1,737.50; bus. cpe., $1,- 
638.50; 2-dr. 2-seat stat. wag., $2,076.50; 
4-dr. 2-seat stat. wag., $2,158.25. Plaza V-8 | 
—4-dr. sed., $1,884; 2-dr. sed., $1,841; 2-| 
dn, 2-seat stat. wag., $2,180; 4-dr. 2-seat | 
stat. wag., $2,261.75. Savoy 6—4-dr. sed., 
$1,879.50; 2-dr. sed., $1,836.50. Savoy V-8 | 
—4-dr. sed., $1,983; 2-dr. sed., $1,940. 
Belvedere 6 — 4-dr. sed., $1,978.50; 2-dr. 
sed., $1,925.50; hardtop cpe., $2,113; 4-dr. | 


Regis | 
$3,924.25; | 
4-dr. stat. wag., $4,209. 300—Hardtop cpe.. | 
(PowerFlite standard on New! 


$2,- | 


cpe., $2,202.04; Crown Victoria glass- | 


$2,944; | 
lc optional at $178.20) 


12786 


Super 6—$2,480. Ambassador Custom 6— 
4-dr. sed., $2,675; 2-dr. hardtop, $2,795. 
Ambassador Super V-8—4-dr. sed., $2,775. 
Ambassador Custom V-8—4-dr. sed., $2,- 
965; 2-dr. hardtop, $3,095. Nash-Healey— 


Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 


Ten States Previously 
Reported for June 


Arizona 


—4-dr. 


sed... 


a6 
688 
7 
43 


3300 
4229 


ee 
258 


2-dr., 


1251 
oH 
143 

62 


sed., 


2-seat stat. wag., $2,321.75. Belvedere V-8 
$2,082; 
hardtop cpe., $2,216.50; conv., $2,351; 4-dr. 
2-seat stat. wag., $2,425. 
2-dr. hardtop, $5,128.05 at coastal ports. ' tional at $178.30.) 


(PowerFlite op- 


$2,039; 





141 
141 


3| 7 { 53 ;| 


PONTIAC — Chieftain 860 — 4-dr. sec., 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. 
wag., $2,434; 4-dr. stat. wag., $2,513. 
Chieftain 870—4-dr. sed., $2,267.51; 2-d-. 
sed., $2,209.32; Catalina, $2,334.99; 4-cr. 
stat. wag., $2,603. Star Chief Deluxe -— 
4-dr. sed., $2,362; conv., $2,691. Star Chief 
Custom—4-dr. sed., $2,455; Catalina, $2,- 
499; Safari 2-dr. stat. wag., $2,962. (Hy- 
dra-Matic optional at $178.35.) 

RAMBLER—Deluxe—4-dr. sed., $1,695; 
2-dr. sed., $1,585. Super—4-dr. sed., $1,- 
798; 2-dr. sed., $1,683; 2-dr. stat. wag., 
$1,869. Custom—4-dr. sed., $1,989; hari- 
top, $1,995; 4-dr. stat. wag., $2,098. (Hy- 
dra-Matic optional at $178.85.) 


STUDEBAKE 

dr. sed., $1,783.24; 2-dr. 
Champion Deluxe—4-dr. sed., $1,885.16; 2- 
dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
stat. wag., $2,140.64. Champion Regal 
— 4-dr. sed., $1,993.27; 5-pass. cpe., $1,- 
974.50; hardtop cpe., $2,128.76; stat. wag., 
$2,311.59. Commander Custom—4-dr. sec., 
$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxe—4-dr. sed., $2,013.63; 2-dr. sed., 
$1,969.03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. Commander Regal — 4-dr. sed., 
$2,127.25; 5-pass. cpe., $2,094; hardtop 
cpe., $2,282.24; stat. wag., $2,445.07. 
President Deluxe — 4-dr. sed., $2,310.50. 
President State — 4-dr. sed., $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., $2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. (Auto- 
matic Drive optional at $216 on Champion 
and at $226.50 on Commander and Presi- 
dent.) 


WILLYS—Custom—2-dr. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
795. Station Wagon — 2-wheel-drive, $1,- 
997.32. (Hydra-Matic optional at $178.55.) 


Custom — i- 
sed., $1,741.02. 





New Commercial Car Registrations, 
24. States for June, 1955-1954. 


41) 175 


157| 
33} 153 


96| 


354 50 
239 32 


12613 
12294 
1243 


25 714 





Connecticut 


58 
43 


188 
209 


67 
75 


34 i 
5 9 12} 


863 
693 





Idaho 


42 
37 


168 
183 


93 
él 


682 


585 


55 5 | 
37 





Maryland 


80 
78 


3 
364 


4l 
74 


1057 


19 3) 1067 


7 10} 








560 
768 


Minnesota 


109 
110 


431 
818 


147 
19 


1571 
210! 


13 13 
13 ul 





365 
486 


Nebraska 


| 
58 


223 
466 


80 
89 


20 12; 950 
19 28} 1341 





"55 | 21 
54] 15 


693 
679 


New Jersey 


219 
178 


623 
705 


238) 
154} 


237 
180 


35 40| 2252 
37 30; 2134 





*55/ 
54} 
“55 
‘54 
"55 | 


171 
178 
840 
742 
638 
584 
395 
895 
Vermont 88 
122 
487 
572 
ie 
166 
10610 
10814 


North Dakota 


Oklahoma 





Oregon 


South Carolina 





Washington | 


Wyoming 








24 States Reported 


55| 30 
To Date for June ‘54 


| 19 


‘| 


31 
31 
90 
67 


94 
192 


468 
676 


34) 

28| 
170 
151 


él 
8I 


193 
148 


a 1| 40! 
9 | 52 

13 4 1814 
21 2i| ;| 1865 





: 
| 
2 


| 


117 
108 


76 
122 


16) 
26} 
110 
155 


24 
17 


452 
477 
285 
378 

49 
124 
370 
500 

96 
126 


24% 
145 


217 
141 


47) 143 47| 2012 
18 85 25} 1615 








s 
54 
33 
37 
216 
198 
71 
38 


23| 
53 
34 
32 
160 
184 
3 
36 


7 2 2) 945 
15 5 1532 
| 2 a 
10 8| 360 








1532 
1750 
449 


fl 25; 28) ~=«O8 21 
2 19} 4 99 12 


| 3| fl 





1 29 419 





| 
68 


2051 
1761 


7330 
9705 


2918 
2119 





3240 
2653 


333 
262 





225| 28630 
172| 28845 


78 407 
52 345) 


892 


35 br 


233 








115925 
131738 


Year 


el 481 
To Date ‘54 


523 


taal 
1249 


ait | 
27811 


123329 
123082 


27276 
32061 


45385 
37308 


4274 
2696 





3069| 372738 
2404| 376506 


1128} 5210 
1062} 5002} 


5774 
5375 


11352 
6195 








“‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co, 








14404) (364 
19535] 422 
i819) «50 
2659| 74 
633, —O9 Fa 
440|_—i7|_ 
mel rs 
650) ——19|_—s 4 
438,16) «136 
555 16} 126 
1172; —*10) «285 
1748; 4|_—:320 


3909 

2881 
431) 
465 


18757 
22838 
2300 
3198 
779 
521 
729 
783 
590 
697 
1467 
2109 


7897 
6411 


1273 
1381 


998 172 
813 195 


303 a] 
148 34 


336 65 
208| 701 
241 5! 
202 41 
569 72 
Ser] 104 


8214 


1912 
1539 


586 
143 
579 
‘| 
435 
235 
™ 
656 





2 ;| 26 63 
18 20 12 25 


242 
134 


a 4 62 354 mI 15 
225 13 43 281 78 18 





North Dakota : 


31 49 64 
39 51 


18847 
18742 
2041 
2010 
563 
463 
654 
793 


6906 
5453 
84! 
637 
191 
139 
315 
215 


640 213 


492 
1162 
1665 

241 

18! 


364 
47 


% 
64 





His 
HA 


183 
93 
275 


196 


198 
139 


323) 
309 
113 
rT 


40462 
35703 
a) 
4248 
1280 
877 


1645 
1482 


1343 
1062| 
2495 
3137 
597 
382 


6 
104 


i4| 
| 
A 
1 
| 





446 
331 


114 23 


500 i 109 baal 
868 188 27 


637 
786 


172 
169 


103 
71 


1049 
1241 





Oklahoma 42 
27 


| 
35 66 
9 P| 104 182 
él 88 





740 17 il 
1048; 1849 32 460! 2341 
618 59 3176 


810 123 
594 93 





Oregon % 
35 


59 127) 
215 31} 177 359 
144 179) 


104 156 


2672/ 445, 
2439 


1872 5! 516 
1833 


1440 804) 156 
dl *| 





South Carolina 52 
33 


Vermont 16 

: 13 
Virginia 85) 
159| 
2 
22 
‘55 16 
‘54 19 


20 States Reported *55| 1519 
ToDate for June 54; 1009 


Net Adjustment 55) +5) 


West Virginia ‘55 


Wyoming 


3 94 | 208 | 
20 53 30 97 
71 87 28 67 
52 65 19 50 


1584 34 215 

1372 3| 247| = 1657! 
1401 28 118 1547] 
345 H 65 418 
446 9 55 510 


943 
469 


7 
239 


545 
54 


454 
354 
146 25 
110 18 





178 263 cH 231 429 
154 313 193 148 $02 
120 188 133 423) 


194 
41 63 72|} = 42|—s«127} 


2197 
1746 


r+ 
598 


2907 —~*53| «544 ~—-3504 
3832| 65) —«S47|_—«4444 
1247; 28) 322) _1597| 
997} 15|_—*133)_—*1145| 


1244 167 
951 161 
572) | 
311} 54 





oI 33 4 24 44 
29 48 30 16 31 


=| = 
2902} 1872 


67 


5296| 14226 
1448; 3181) 9791 


2468 
1893 


2563 


25433 
16292 


113 33 
156 42 


14733| = 2342! 


207 272 Hi 89; 367 
144] 301 9 5! 36! 


29742 700| 7477| 37919 


838 


2305 
2171 


2421 
1386 


1720 
1218 


491 
401 


2917 
3175 


al 
868 
36! 


367 
36322 





37785 5688} 44311} 11656) 2392] 


34718 





—I| +4) +i] =—3| +12) | 


+10) | 2] -i7| —19| +13) 20) 


—248| 


746 | 
604 
767 
458 


408 
297 


102 
65 


| 
804 
4it} 
198] 


113 
152 


12501 
9914 


=2| 


718 
415 


71 
246 


438 
229 


114 

8! 
950 
748 


484) 
214] 
| 
66 
11058 
7157 
+59) 


4702 
3877 
4859 
2734 
3085 
2152 

878 

675 
6134 
5839 
2851 | 
1645) 
746 
783 


| 
‘ 


A 


1 
2 
5| 
Hl 
5 


76956 it 


65837 
—198| 


169 
| 


1955-1954 


52 
210 
5 
31 


| 


3 
4 


2 
13| 


7 
13 


217 
306 
229 
147 


5 


76047 
70184 
9904 
9656 
274% 
1595 


|_ se $8 aa 
5 9/173) 
45 139 
34| 

7 20) 
| 3 % 25 
| 3 a 9 
17 44 9 

| 7 75 3| 
18 48 3 
| | 77 16 
I 40 3 





4 
5 
6 


13 
6 
29 
3 
5 
3 
8 
9 


26 
23 


17 


18 


127 
399 


5 30 


6 121 16 
17 31 87 12 


| ml is 3 
| ;| 21 2 93 16 
7 18 42 60 10 


i: 
0 


| 4 28 | 








i 7 286 69 
4l 62 185 247 66 


25 62 113 175 a 
22 32 48 80 ! 


| of 7 Of 
138) 2199| 3396 
568 1726 

zz 





1197 
709 


+2| 


760) 1485 
640) 132 


= 


2435 
—2] 





Year ; = 20293 39093| 59386) 73579| 54154) 126293) 294465| 548491| 630655| 12985 
To Date * *54| 14382] 36716] 51098| 48637) 35385] 67447| 183443| 334912| 575592| 1683! 
s informa contained in this report has been compiled from official state documents. Every reason- 

able precaution has’ been exercised to insure accuracy of this report to the extent of the registrations 


149668| 793308| 326551| 64639] 629485|. 249280| 226849|1496804|  729| 3910| 4639| 22652) 45695| 68547) 17739| 2986914 

130172| 722595| 218492) 44469 $a0st7| 160805} ieaee7| 1180970 4072} 8185) 12257] 20281} 41524) 61805) 11429/2352966 
received and tabulated at the time the report is published. R. L. Polk & Co, cannot assume any liabi! ty 
by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
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5 Other States Also Act on Problem... 





New York Eyes New Wage Law 


nate for early action to raise 
state minimum wages for 1,250,- 
009 New York State workers and 
10 industries have been disclosed 
by Isador Lubin, state industrial 
commissioner. 

Asserting that the state’s mini- 
mum wage levels “certainly need 


lifting,” Lubin said that, after Con- | 


gress acts to lift the Federal wage 
minimum for interstate industries, 
he plans to reconstitute state wage 
boards in 10 industries operating 
intrastate to raise the state mini- 
mum, which now ranges from 65 to 
80 cents an hour. 


Industries involved in the con- 


s 
for motorists 
ect yourself and your family with Sofe-T-Belt. Drive with complete 

e. You and your passengers cannot be thrown against the 
d or out of the cor when you stop suddenly or when an 
ent occurs. 
reduces physical fatigue while driving. Simple to install. The 
iful nylon webbing with 2” plastic tips, and equipped with fast 
indestructible aircraft type buckle, is permanently anchored to 
floor of your cor. 
S$ ALL CARS, INCLUDING 1955 MODELS 
New nylon webbing, in your choice of 6 beautiful colors: 
Red, Green, Black, Blue, Gray or Brown. 

For further information write: 


PID TOOL & MANUFACTURING CO. 
340 Fairbanks, N.E. Grand Rapids 3, Mich. 











HERE'S THE ANSWER 
TO REDUCING YOUR 
USED CAR INVENTORY 


The ‘‘TWO DAY FREE DRIVING 
TRIAL” is a proven used car 
selling method designed to sell 
cars fast, bring repeat custom- 
ers and build goodwill. It's 
yours exclusively for your city! 
FOR ONLY A FEW DOLLARS PER 


MONTH you 
packages containing: 


will receive quarterly 


% Newspaper ads 

% Radio & Classified Copy 
% Banners 

% Windshield Cards 

% 100's of other ideas 


Other “selling” 
plans may come 
across your desk 
. . . but ONLY the 
“Two Day Plan" is 
a basic institu- 
tional, merchandis- 
ing idea that will 
fit in with any sales 
method you now 
use. 


FREE 
TE. 


WRITE TODAY... 
for full information 
and a SPECIAL IN- 
TRODUCTORY PRICE 
this month. 


JOE FISHER-SEARCY CORP. 


4th Floor — Central Bidg. 
Portland 5, Ore. Phone: AT 6492 


FULL SATISFACTION 
GUARANTEED...OR 
YOUR MONEY BACK. 
DRIVE IT AT LEAST 
200 MILES. 





templated New York move are 
retail trade, building service, con- 
fectionaries, laundries, cleaning 
and dyeing establishments, hotels, 
restaurants, amusements, beauty 
shops and camp counselors. 
New developments elsewhere with 
| respect to state wage-hour regula- 
tions and related matters included 
the following: 
* + * 
ELAWARE—A bill to establish 
a 75-cents minimum hourly 
wage for workers intrastate busi- 
ness and commerce was passed by 
the Senate and sent to the House. 
The Delaware law would be en- 
forced by a proposed one-man State 
Department of Labor and Indus- 
trial Relations. 





Illinois — Failing of enactment 
in the Legislature was a bill to 
set a state minimum wage of 75 
cents an hour. 

MassacHvusetTts — Passed by the 
House but not yet acted upon by 
the Senate was a bill to establish 
a 90-cent hourly minimum wage in 
the state. 

+ * 
ISSOURI— Gov. Phil M. Don- 
nelly vetoed a legislative bill 
which would have forced the State 


June Vehicle Exports Slump; 
1955 Total Still Tops ’54 


DETROIT. — Exports of autos, 
trucks and buses by U.S. manu- 
facturers during the first half of 
1955 totaled 246,353 units as com- 
pared with 212,349 for the same 
period of 1954, according to the 
Automobile Manufacturers Assn. 

Of this total, 146,847 were pas- 
senger cars, 99,278 were trucks and 
228 were buses. 

However, June reversed the 
rising trend of motor vehicle 
exports by dropping from 43,279 
in May to 36,120 in June. 

Passenger car shipments have 
reflected a steady decrease since 
the year’s monthly high was set at 


U.S. Rubber Nets 


Record Income 


DETROIT.—Net earnings for the 
first half of 1955 for U.S. Rubber 
Co. were a record $19,005,463, H. E. 
Humphreys jr., chairman, reported 
to stockholders. 

Earnings were 31.6 percent over 
last year’s first-half figure of $14,- 
442,587 and surpassed the previous 
high of $16,427,189 set in 1951, he 
said. 

Net sales for the first six months 
also soared to a new high of $457,- 
039,061, more than 16 percent above 
the $392,575,337 of 1954. The previ- 
ous record was $453,870,165 set in 
1953. 


Roundup 


(Continued from Page 4) 


July, a record for that period, ac- 
cording to Ivan L. Wiles, general 
manager. 

Deliveries for the same period 
a year ago amounted to 14,296 cars. 

“This marks the 20th consecutive 
10-day period in which Buick has 
set a new sales record for the cor- 
responding period in any other 
year,” Wiles said. “It also marks 
the 13th time this year that 10-day 
sales have exceeded 20,000 units.” 

Deliveries for the first two pe- 
riods in July total 37,084 cars, mak- 
ing a total of 435,086 retail sales 
this year up to July 20. The alltime 
July sales record is 47,529 deliveries 
in 1950, he said. 


* * * 


Nash 


Nash dealers sold 74.3 percent 
more new cars in the second 10 
days of July than they did in the 
comparable period of 1954, accord- 
ing to Roy Abernethy, sales vice- 
president. 

The sales total of 3,210 also was 
24.8 percent ahead of the preceding 
10 days. Rambler sales soared 116.9 
percent above a year ago, while 
Ambassador deliveries climbed 90.4 
percent, Abernethy said. 





or any of its agencies to pay the 
prevailing local wage rate on all 
construction. Under the measure, 
local collective bargaining would 
have keen used as a standard in 
setting the scales for different 
types of work. 

New Hampsuire — A bill to in- 
crease the state’s basic minimum 
hourly wage law from 60 to 70 
cents was passed by the Senate and 
returned for concurrence to the 
House, which had approved an in- 
crease to 75 cents. 

Wisconsin—Rejected by the Leg- 
islature was a bill to set a state 
minimum wage of 70 cents an hour. 





Ford, Shirtmaker Join 
To Sell Thunderbirds 


PITTSBURGH. — Cluett Pea- 
body, makers of Arrow shirts, and 
Ford will join forces to promote 
the Thunderbird (car and shirt). 

The week of Nov. 14, shirt re- 
tailers will display Arrow’s Thun- 
derbird shirt and Ford Thunder- 
bird car material, while Ford 
dealers will reciprocate with simi- 
lar displays in their showrooms. 








29,089 during February. The 
monthly figures have successively 
fallen to 25,617 in March; 25,527 in 
April; 23,668 in May and 18,473 in 
June. 

The high in foreign shipments 
for trucks, on the other hand, was 
set in May with a high of 19,564 
which fell in June to 17,575. Janu- 
ary’s truck exports hit 15,727; it 
fell in February to 11,808; rose to 
16,922 in March and 17,682 in April. 

Bus exports peaked:in June at 
72, a rise from 47 in May; 18 in 
April; 58 in March; 28 in Feb- 
ruary and the low figure of five 
shipped in January. 

Total vehicle exports for the six 
months were 40,205 in January; 
40,925 in February; 42,597 in March; 
43,227 in April; 43,279 in May and 
36,120 in June. 











PRODUCTION 
oi 
GREY IRON CASTINGS 


Peay 


ONE OF THE NATION’S 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


P as 
ee Phe: 


ae ees 


FOUNDRY DIVISION 


MAIN OFFICE 
CHATTANOOGA 2, TENNESSEE 


AND MANUFACTURING 


PLANTS 


USE 
AUTOMOTIVE 
NEWS 


TESTES a 
SECTION 


Ron anion. 








Here is a delivery body your 
customers will want... equipped 
with the new simplified ‘“‘Sit- 
Stand”’ drive controls! It is avail- 
able on any flat face cowl chassis 
with automatic transmission. 
Driver operation in either sitting 
or standing position is with safety, 
comfort, and ease. 


Complete data is immediately 
available for your sales force on 
these new Boyertown features. 
Write, visit, or phone (Boyer- 
town 7-2146) 


BoOvEnTOwN 
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Fabulous Offers in Atlanta .. . 


All-Make Dealers Up Pressure 


By E. ©. Bash 
Staff Correspondent 


ATLANTA.—While new-car deal- 
ers are girding for the cleanup by 
offering long trades and extended 
terms, two of the local used-car 
dealers are beating them to the 
draw with more sensational offers 
to lure the customers. 

La Belle Motor Co., owned by 
Jordan Sanford, gave away a one- 
week Miami vacation-for-one with 
every ’55 model sold during a three- 
day period. 

The vacation includes flight to 
and from Miami, seven days and 
six nights in a luxurious ocean- 
front hotel, a motor launch cruise 
through the inland waterways, 
sightseeing tour of the city, Mi- 
ami Beach, Hialeah and the In- 
dian Village. 

A representative and a _ stew- 
ardess from Eastern Airlines were 
present, in full uniforms, on the 
La Belle lot adding glamour to the 
special sales event. Free Florida 
orange juice was served all pros- 
pects to get them in the “Happy 
Holiday” mood. Free transporta- 
tion to and from the downtown 
lot further enticed customers. 

Once on the lot, the prospect had 
his choice of '55 Cadillacs, Buicks, 
Oldsmobiles, Pontiacs, Fords and 
Chevrolets. 

A spokesman for the La Belle 


firm stated: “All these cars are 
brand new ’55 models showing only 
the mileage it took to deliver them 
to our lot. Most of these cars were 
purchased locally, and so show only 
a few miles. Most of them still have 
the protective paper covering on 
interior doors, just the way they 
came from the factory, showing 
the cars are brand new. 


“If we don’t have the color or 
body style the customer wants 
We can get it for him within 24 
hours in most, cases. 

“Suppose your customer wants a 
Plymouth, Dodge, Packard, Mer- 
cury or other make you don’t have 
on your lot. Can you get any of 
these makes for him on the same 
Miami deal?” he was asked. 


“Yes, we can supply any make 





Dealership-Sale Suit 
Settled in Ohio 


LIMA, O. — A suit growing out 
of the sale of Suever Nash Sales 
to Lima Nash, Inc., has been set- 
tled and dismissed in Allen County 
Common Pleas Court. 


A. J. Carl R. and Leona Suever 
brought the action on the grounds 
that $11,496.72 was due under the 
sales agreement. Terms called for 
$25,000 plus the value of the inven- 
tory in excess of $25,000. 


“MAKE THE 
SMART SWITCH 


Investigate a Liberal 
American Motors 
Franchise 


\CA 
<* “ 


e 
x 


a 
° 
2 


2 = 
Opa? 


AMERICAN MOTORS CORP. 


14250 PLYMOUTH RD. e 


DETROIT 32, MICHIGAN 


NASH - RAMBLER - HUDSON MOTOR CARS 


© 1955, American Motors Corp. 





CARPETS 


Cc 


We Have Carpets for All 


‘Cilla 


OMPARE THESE LOW PRICES! 


MODELS, FROM 1941 to 1955 


Front Carpets: $15 
Rear Carpets: $13 


Maroon & Blue Front $2 extra; 


Seheguen calling on new car dealers wanted 


for exclusive territories. 


(plus 8% tax) 


(plus 8% tax) 
Rear $! extra 


1954 AND 1955 CARPETS $3.00 EXTRA 
Carpets available for other makes of cars, too. 
Menvtacturers of seat convertible tops and 


SAVE UP TO 60% 

ON REPLACEMENT CARPETS 
Finely made of equal - quality 
material as your original carpet 
and reinforced with felt (ozite) 
under pad. In gray, blue, brown, 
black, green or maroon. 

Address all inquiries to 
Dept. A855 





|or model within 24 hours, and we 
can save the customer up to $700. 
Of course we're not going to make 


|/much money on these deals. If we 


just break even on some of them, 
we'll be satisfied. 

“Since we are a relatively new 
firm in Atlanta—we went into busi- 
ness between Christmas and the 
New Year—we are doing this pro- 
motion as an advertising scheme to 
let the people of Atlanta know we 
are in business.” 

Atlantans were quick to catch 
on, aided by full page two-color 
ads in local newspapers, radio 
spots, and a carnival atmosphere 
at point of sale. A large number 
of cars were reportedly sold in 
the opening hours of the sale. 
Another used-car dealer, Ballen- 
tine Motors, which also specializes 
in ’55 cars, gave away “more than 
$12,000 worth of certificates for free 
dining and entertainment.” 


This was the Ballentine offer: 
The first 250 people visiting the lot, 
21 years of age, who allowed an 
appraisal to be made on their car, 
or who would take a demonstra- 
tion ride in one of the cars on the 
lot, would receive absolutely free 
$45 in dining and entertainment 
certificates to Atlanta’s leading res- 
taurants and clubs. 

Offers like these make those of 
local new-car dealers seem a little 
weak by comparison, in the eyes of 
the public. 


Obituaries 


Al Abrams 
CHICAGO—AlI Abrams, 58, owner of Al 
Abrams Motor Sales (DeSoto-Plymouth), 
died July 19 at South Haven, Mich. Mr. 
Abrams had operated the dealership for 18 


years. 
* * * 


Edwin A, Dunn Sr. 
TAMPA, Fla.—Edwin A, Dunn sr., 79, 
secretary-treasurer of General Auto Supply 
Co. and a director of General Welding & 
Supply Co., died at his home here. 
* * * 


Robert C. Suppe Sr. 
CLINTON, N. Y.—Robert C. Suppe sr., 
former Pontiac dealer here, died July 18 
after a long illness. 
* * * 
Tom W. Huey 


ROCK HILL, S. C.—Tom W. Huey, 65, 
pioneer automobile dealer and president of 


the Rock Hill Chiefs of the Class B Tri-| 


State baseball league, died July 21 in hos- 
pital after a heart attack. 
* * * 


Adolph C. Sarow 
SAGINAW, Mich.—Adolph C. Sarow, 72, 
owner of Sarow Sales Co. (Chrysler-Plym- 
outh), died July 20 at his home after a 
heart attack. Mr. Sarow began business in 
a Unionville (Mich.) farm machinery and 
buggy agency in 1911 and added Ford auto- 
mobiles in 1914. He sold out in 1923 to 
come to Saginaw as a Dort dealer; he 
became a Chrysler dealer here in 1930. 
* * * 
George H. Robertson 
NEW YORK.—Lt.-Col. George H. Robert- 
son, 70, former vice-president and general 
manager of Motor Development Corp. and 
director of Ford and Lincoln airplane ac- 
tivities, is dead. Col. Robertson was the 
first American to win the Vanderbilt Cup 
automobile race. 
* + * 
Alvin E. Schreiber 
BUFFALO. — Alvin C. Schreiber, 53, 
former sales manager for two auto Genlers | 
here, died July 19 in Detroit. 
* * * 
R. R. Shaffer 
LINDSBORG, Kans.—R. R. Shaffer, 47, 
auto and implement dealer here, died un- 
expectedly July 21 at his home. He came 
to Lindsborg from Salina, Kans., in 1945 
and established his dealership. 
* * 7 
Chester M. Maloney 
MIDDLETOWN, Conn.—Chester M. Ma- 
loney, northeast sales representative for 
Russell Mfg. Co., Middletown, died July 
15. 


* * ® 


George W. Edge Sr. 
GADSDEN, Ala.—George W. Edge sr., 
45, owner and operator of West Gadsden 
Motor Co., died here July 18. 


Overseas Car Delivery 


Increases 45 Pet. 


NEW YORK. — A forty-five per- 
cent increase in Americans making 
use of the Overseas Delivery Plan 
is reported for the first five months 
of this year over 1954, by Rootes 
Motors, Inc. 


The overseas delivery plan, origi- 
nated by Rootes, enables a pur- 
chaser to buy a foreign car here, 
at list price, have it delivered any- 
where in Europe and, when the 
trip is over, have it shipped back 
to the U. S. 








Sights Trained on Sales Volume— 
Southern California Buick dealers and sales managers meet in Los Angeles to map 


their participation in Buick's ‘‘allout” 


around a “sky raider” 


selling program for the next seven weeks. Built 
theme, the contest may prove the largest in Buick's history, 


according to Edward C. Kennard, Los Angeles zone manager. 


How to Go for Volume 


Sanford Motors Turns Deficit Into Profit; 
Sells 300 Cars in May 


PITTSBURGH. — What happens | 


when a dealership decides to go 
after volume business? 

A case study of Sanford Motors 
(Dodge- Plymouth), following the 
decision of Jay C. Sanford, the 
owner, to “shoot the works,” shows 
a transformation from a deficit 
operation to a profitable one in 
three months. 

Sanford Motors reaped monthly 
profits in March, April and May 
of $15,081, $30,650 and $47,616 re- 
spectively. 

Sanford’s first step was to hire 
young Cliff Heath as general man- 
ager and direct him to revitilize 
the sales force. Three used-car men 
were added to the total staff of 
nine. 

Heath jumped the new-car staff 
to 16 by April and also added two 
more on used cars. Volume climbed 
to 204 units in April as compared 
with 97 for January and 169 in 
March. 

Heath promptly added five more 
salesmen—four new car and one 
used car. Top competitive salesmen 


|were attracted. Sanford said, be- 


cause of increased activity. 

In May four of the salesmen 
each sold an average of one car 
per day. The others pushed the 
total for the month to over 300. 
The sales force is divided into 
teams of five men, each with a 
team captain who is one of the 
previous month’s high men. Heath 
personally talks with each man 
every day. On Mondays, Wednes- 
days and Fridays he holds general 
sales meetings. 

New men get training from 
teammates and captain. They’re 
simply told what is wanted, as- 
signed to a team to work with the 
group from there on. Heath said 
he prefers the 26-40 age group, 


but has a number of older sales- 
men. 

Significantly, he found that the 
latter do less volume but make 
better and more profitable deals. 
Heath said he uses incentives to 
keep salesmen on their toes. 

Some of the other results re- 
ported by Sanford Motors are: 

An increase in new vehicle gross 
profits of $94 per car in April over 
January. 

Average commissions and bonus- 
es per new vehicle sold, gained 
from $61 to $72 in April. 

Unabsorbed overhead decreased 
from $313 to $159 per new unit de- 
spite an actual overhead increase 
of $2,200. 


GMAC Accounts 
Top $4.9 Billion 
In First Half 


NEW YORK.—General Motors 
Acceptance Corp. purchased in the 
first half of 1955 a record volume 
of receivables totalling $4,958 mil- 
lion, compared with $3,531 million 
in the first half of 1954, Charles G. 
Stradella, president, announced. 

Receivables outstanding June 30, 
before deducting unearned income 
and loss reserves, amounted to $3,- 
338 million, compared with $2,681 
million a year ago and $2,675 mil- 
lion at the beginning of 1955. 

Although gross income increased 
as a result of higher receivables, 
consolidated net income, including 
the earnings of Motors Insurance 
Corp., for the first half dropped to 
$15,462,579 from $18,269,002 in the 
corresponding period last year. The 
decrease was due largely to provi- 
sions customarily made during a 
rising volume of business, Stradella 
said. 

In the case of GMAC, provisions 
for losses in the first six months 
of 1955 were $3,872,236 higher than 
in the first half of 1954. These pro- 
visions are largely related to the 
level of outstanding receivables. 


;| Actual losses were lower than in 


Joins Cadillac Ranks— 


Art Quantrell signs the franchise papers 
for Quantrell Cadillac, Inc., St. Paul, in 
the presence of J. M. Roche, Cadillac 
general manager, and E. F. Upson, stand- 
ing, assistant general sales manager. 


the first six months of 1954, Stra- 
della pointed out. 

Net earnings of MIC after taxes 
decreased from $2,910,764 for the 
first six months of 1954 to $1,696,525 
for the first half of 1955. 


Model Car Winners 
Displayed in Detroit 

DETROIT.—What may prove to 
be the cars of tomorrow, entries in 
the 1955 Fisher Body Craftsman's 
Guild model car contest, are on 
display at the General Motors 
Building here. 

At the guild’s silver anniversary 
convention, Aug. 2, eight young d2- 
signers will be picked from ‘1 
regional winners to receive univer- 
sity scholarships as grand national 
awards. 

Competition is in two age groups: 
Senior Division, ages 16 throu;h 
19, and Junior Division, 12 throush 
15. 
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Business’ in San Antonio... . 





Light-Car Buyers Go 
For Air Conditioning 


SAN ANTONIO. — (UTPS) — In- 
stallation of air conditioners in 
automobiles is rapidly becoming 
“pig business” for dealers in San 
Antonio. 

Where, last year, about 5 percent 
of the cars sold had air conditioner 
installations, this year some deal- 
ers report that as high as 20 per- 
cent are being outfitted in this man- 
ner—despite the increase in factory- 
installed units. 

Nor are these installations being 
confined to the highest-priced cars. 
Among the dealers specializing in 
air conditioner installations are Gil- 
lespie Motor Co., Ford dealership; 
Ormsby Chevrolet Co., Turbiville 
Motors, Mercury, and Smith Motor 
Sales, Chevrolet. 

What is more, dealers predict 
that, in a few years, at least 50 
percent of all car buyers will 
demand air conditioners. 


Two factors are involved in the 
increased demand: One is the 


| famous—or infamous—Texas sum- 


mer, during which temperatures 
stay above 90 degrees and often 
run up to 105 degrees. The other 
is the long distances salsemen and 


others must drive in going from) 


one city to another. 

The classic story in this connec- 
tion deals with the hard-working 
salesman who was covering El 
Paso when he got a wire from his 
salesmanager to go to Amarillo. 

“Why don’t you send someone 
from icago?” he wired back. “It 
is a lot closer!” 

A third factor is that many car 
buyers have already installed air 
conditioning in their homes and 
have learned to enjoy it. However, 
many are discouraged by the high 
cost for an auto unit as compared 
with a home unit. 

A standard %-ton home air 
conditioner costs around $250. 
But to get an air conditioner in- 
stalled in a car costs around $500. 


Here is a typical break-down of 
the cost for a car installation: 





Air conditioner ................... $365.00 
Changes in car chassis 55.00 
I MOND es cesicccancisiscencasonsiase 60.00 
RD i Ndi i era $475.00 


Nevertheless, such firms as the 
Gillespie Motor Co. and Ormsby 
Chevrolet Co. are kept busy in- 
stalling three or four air condition- 
ers a day and expect this work to 
increase aS summer advances. 

With cars that come from the 
plant with air conditioning al- 
ready installed, roughly $500 is ad- 


Superior Opens 


New Coach Plant 
In Lima, O. 


ded to the cost but this is prov- 
ing less and less of a deterrent in 
the new-car sales. 

Regardless of whether manu- 
facturers come to include air con- 
ditioning in all of their models, 
such installations look like a com- 
ing bet for the service department 
of the hard-pressed car dealer. For 
the field of used cars is a tremen- 
dous and barely touched one, re- 
gardless of what the manufactur- 
ers do about it. 

Furthermore, servicing air con- 
ditioners promises to become as 
big a business as servicing batteries 
or radiators. 


Light Blue Called 
First Choice of 
New-Car Buyers 


NEW YORK. — Light blue is| 


the national color preference in 
new cars, followed by light green, 
medium green and black, accord- 
ing to a national survey. 

The color-preference study was 
conducted by Ellenboro Mills, Inc., 
maker of Nycar seatcover material. 


The three-month study, said C. 
E. Neisler III, director of sales 
and advertising, was designed to 
guide the color selection and 
buying of material by seatcover 
manufacturers for the coming 
year. 


“All seatcovers, their colors and 
patterns, are color-coordinated to 
the exterior color of the American 
automobile,” Neisler said. 

The survey showed that, in na- 
tional preference, the main colors 
on cars appeared in this order: 
Light blue, light green, medium 
green, black, pastels, dark blue and 
dark green, beige, greys and ivory, 
and yellows and reds. 

According to regions, perferences 
were: 

New England—Medium green, 
black, grey and light blue, me- 
dium and dark blue and two- 


| tones with the main color pre- 


dominantly dark. 

CenTraL ATLANTIC — Light and 
medium blue, medium green, dark 
blue and black, pastels and two- 
tones with the main color predom- 
inately light. 


blue, medium blue, ivory, beige and 
sand, two-tones with light main 
color and pastels. 


| SoutH anp SoutHwest — Light 


}and dark blue and dark green. 





ivory, light green, two-tones in 
all variations, medium blue and 
| beige and sand. 


Neisler said that in setting up 


| 


Mivwest — Light green and light | 


|green and light blue, black, ivory, | 
|two-tones in all variations, pastels | 


Far West—Light blue, pastels, | 





- 





| Off to Bermuda— 


Preparing to board a plane for a 
weekend in Bermuda are Lincoln and 
Mercury dealers who won the St. Louis 
district's “Holiday in the Sun" sales 
contest. They are, from bottom of steps, 
right side, Gordon Achenbach, Kuhle Mo- 
tors, Inc., Taylorville, Ill; D. C. Trigg, 
Trigg Mercury Sales, Inc., St. Louis; Mrs. 
| Achenbach, and Mrs. J. L. Brown. In 
| left row are, J. A. Hall, St. Louis district 
| sales manager; J. L. Brown, district zone 
| manager; Mrs. Trigg; S. H. Winsor, Win- 
|sor Motor Co., Lebanon, Mo., and Mrs. 
Winsor. ’ 








YOUNGSTOWN, O. — The num- 
ber of two-car families in~ the 
Youngstown area has increased 
about 400 percent since World War 
II, according to local auto dealers. 


Youngstown dealers attribute the 
trend to higher employment, gener- 
al prosperity, the migration to the 
suburbs, more driving by teen- 
agers and the desire of more wo- 
men to have cars of their own. 

Automatic transmissions, power 
steering and other power assists 
also have been cited as develop- 
ments causing more women than 
|ever before to want cars. 
| Dealers also credited some of 
|the factory advertising, such as 
Chevrolet’s slogan, “Every Woman 
Needs a Second Love,” the second 
|love being a car of her own. 

M. R. Hyatt, general manager 
of Trinity Motors (Nash), said 
that as many as half of his deal- 
ership’s customers may be two- 
| car owners. 

A. Wagner, a DeSoto-Plymouth 
dealer, said that a recent count 
|revealed that 40 percent of his 





LIMA, O. — A crowd of 1,000 | Nycar production schedules, El- customers owned two cars, com- 
turned out last week for the dedi-|lenboro does not make arbitrary Pared with about 10 percent before 
cation and opening of Superior | color selections, but follows its the war. 


new 63,000-square 
foot funeral 
coach and ambu- 
plant here. 

tors and ambu- 


from all parts of 
the U. S. were on 


the ceremonies. 


J. H. Shields 


lance assembly 
Funeral direc- 


lance operators | | 


hand to witness q 


Among thel- 


Coach Corp.’s |consumer surveys. 


Youngstown dealers have not 








guests were Officials of Cadillac, 


which furnishes the chassis on 
which Superior Coaches are built. 


The morning dedication featured 


talks by J. H. Shields, Superior’s| 


president; L. H. Larsen, executive 
vice-president; J. M. Roche, Cadil- 
lac general sales manager, and F. 
C. Rees, Superior’s funeral coach 
division manager. 

Highlighting the affair was a 
Mass driveaway of 76 funeral 
Coaches and ambulances. 

The new plant brings Superior’s 
total working space at Lima to 
440,000 square feet. The firm was 
founded 1925. 


Superior Adds 63,000 Square 


Superior Coaches new Lima (0.) plant adds 63,000 square feet to the firm's | 
facilities. The structure brings Superior’s production capacity of funeral coaches 
and ambulances to 10 units a day. Superior started in 1925 with 10,000 square 


feet of space. Today its total is 440,000 





Feet— 


square feet. 


Two-Car Families Jump 
400 Pet. in Youngstown 


Soap Box Derby 
To Bring 154 
‘Champs to Akron 


DETROIT.—A total of 154 cham- 
pions from the United States, Can- 
ada, Alaska and Western Germany | 
will match driving and mechanical 
skill at Akron Aug. 14 in the 18th | 
All-American Soap Box Derby, | 
world famed amateur racing event | 
for boys. 


Winners from among thousands 
who raced in local eliminations in | 
the four countries, the city cham- | 
pions will compete for a share of | 
$15,000 in college scholarships and | 
other valuable merchandise awards | 
and trophies. | 


Scholarships ranging from $5,000 | 
to $1,000 will be awarded to the 
first place winners. 

In the All-American, open to boys 
11 to 15, champions race home- 
made motorless coasting cars of 
their own design and construction 
over the special Derby Downs 
course at Akron. The event is co- 
sponsored by Chevrolet and lead- 
ing newspapers, radio and tele- 
vision stations and civic service 
organizations. 

A part of the festivities this year 
will be the appearance of celebri- 
ties, a famous marching band and 
a colorful parade. Among celebri- 
ties will be Dinah Shore, George 
Montgomery and Bob Sweikert, 
winner of the 1955 Indianapolis 
500-mile race. 

Semi-final and championship 
heats of the All-American will be 
broadcast over a nationwide net- 
work of CBS radio stations. 





Harcum Quits Business 


WILMINGTON, O. — Harcum 
Motor Sales has been closed. 











undertaken intensive two-car cam- 
paigns but their salesmen have 
been instructed to be alert for 
such sales opportunities. 

National estimates show that 3 
percent of the family units with 
take-home pay of $3,000 or more 
owned more than one car in 1954. 

In the larger cities, where in- 
surance, garage and other costs 
are higher, the average income of 
the multi-car family is about 
$10,000. Nationwide this figure is 
believed to be $7,000 and in some 
areas it is $5,000. 

Also affecting the trend is the 
practice in some families of giving 
a car as a graduation present or as 
a gift to a son returning from 
military service. 

One authority on the auto market 
has predicted that the number of 
|multiple-car families will rise to 
7.5 million by 1960 and to 11 million 
iby 1965. 


Record Production 
Reported for U.S. 
‘Synthetic Rubber 


CLEVELAND. — The U. S. syn- 
thetic rubber industry, in its first 
two months of private ownership, 
turned out rubber at a near record 
level, according to William I. Burt, 
president of Goodrich-Gulf Chemi- 
cals, Inc., which owns two synthetic 
rubber plants. 


Private owners purchased GR-S 
(general purpose) synthetic rubber 
plants from the government in 
April, Burt said, and for May and 
June produced 160,300 long tons of 
synthetics. 

“This record level of production, 
73 percent higher than May and 
June, 1954, was reached in spite of 
the fact that a plant at Institute, 
W. Va., is in idle standby,” he 





plants are now supplying 60 per- 
cent of the country’s needs. 

“The only two-month period of 
|man-made rubber production sur- 
passing that of May-June, 1955, | 
was the Korean war months of | 
April-May, 1953, when the Institute | 
plant was ‘in full production and| 
total U. S. output reached 168,254 
|long tons,” he stated. 











added, noting that synthetic rubber | © 
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SHORTSTOP = 
IGNITION SPRAY 


Takes but a few sprays 

to stort moisture soaked 
motors. And durable plastic 
coating gives months of protection against 
stalling due to condensation. Greatly reduces 
corrosion, seals out dampness. 

Comes in handy spray can with easy push 
button valve. 4 Oz size for glove com- 
partments — 12 Oz. Service Station size. 


ZACO CHROME SPRAY 
and PRESTO SPRAY ENAMEL 


% 


. - 


O LABS (Division 
ern 


of Zip Abrasiv 


ZAC 


9th St * Cleveland 13. Ohio 








CHROME NAME PLATES 


Precision Die-Cast 


Triple chrome plated for lasting 
beauty. Original designs. Sketch 
submitted for your approval. Quan- 
tities as low as 100 may be ordered. 
Free sample and prices on request. 


29th & McKean Sts. 
Phila. 45, Pa., Dept. A 





Hopes"? 
MmeTER 


tells you when 


For fewer repair bills and 
longer engine life, you need 
a Hobbs Hour Meter. 
Regular care is the way to 
full return on investment. 


RECORDS ENGINE TIME ACCURATELY 


An electric timing instrument that shows 
Hours and Minutes of engine operation—Not 
A Revolution Counter. Tells When to 
change oil and filters, lubricate, overhaul, etc. 
Approved and recommended by leading engine 
manufacturers. Ruggedly built . . . easy to in- 
stall . . . Low Price. 


WRITE FOR LITERATURE 
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New and improved 
through continu 
engineering researc 
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FIRST TIME EVER 
OFFERED! 


COLORFUL 
PENNANTS 


(Size 9” x 14”-Sewn on 10 25-Ft. Strings) 


@Sturdily constructed of weather- $925 


resistant polyethylene plastic in 

assorted solid colors. Makes an 
eye-catching display at an un- 

believably low price. Send check eT 

with order. immediate delivery 7 
— satisfaction guaranteed. 


STRINGS 
COMPLETE 
NATIONAL FLAG & DISPLAY COMPANY 
43 W. 21st ST., NEW YORK 10 = OR 5-5230 





Latest in Auto Auctions— 
The National Auto Dealers Exchange w 
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Alarmed by Mortality, Low Profits .. . 


Senators Sean Peril to Dealers 


ill open Aug. 3. Located at the junction 


of the Pennsylvania and New Jersey Turnpikes, the auction is headed by Armstrong 


Hadden, former Dodge-Plymouth dealer in Pleasantville, N. J. More than 400 cars 


can be displayed on the paved part of the 14 acres of fenced facilities. 


Gain in Consumer Income 


Props Auto Sa 


WASHINGTON.—The rapid ad- 
vance of consumer income in recent 
months reported by the July issue 
of the Survey of Current Business, 
published by the Department of 
Commerce, should provide a firm 
foundation for the strong automo- 
bile market for some time to come. 

The personal income during May 
(before taxes) was set at annual 
rate of $301 billion. This compares 
with a rate of $293,500,000,000 for 
the first quarter of 1955 and a 1953 
quarterly peak of $288 billion. 

The principal income gains this 
year have been in payrolls, which 


Willard Extends Period 


For Battery Warranty 


CLEVELAND. — Guarantees on 
top-grade Willard automotive bat- 
teries have been increased to four 
years, according to Willard Storage 
Battery Co. 


Increases ranging from three to 
18 months have been added to the 
present guarantees on batteries of 
other classifications. The new 
guarantees apply to both wet and) 
dry-charge batteries. 
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have been hitting new highs each 
month. 

Also employment continued to 
increase in June, up more than 
100,000 from May and 450,000 from 
April. All major industries were 
reported to have scored job gains. 

Wage settlements during June 
and early July in the automobile, 
steel and other industries—together 
with salary hikes for military and 
civilian government personnel — 
will operate toward further raising 
of income during .the summer. 

Manufacturers’ new orders, up 6 
percent from April, during May 
were said to be the largest placed 
in a one month period since the 
buying rush of Korean War days. 

This was nearly all credited to 
orders for durable goods such as 

automobiles. 

At the same time, consumer com- 
modity prices were reported to be 
lowering—although service prices, 
such as rent, were climbing. How- 
ever, based on evidence dating back 
to 1935, it was reported that serv- 
ice prices characteristically move 
differently than commodity prices 


(Continued from Page 1) 


ufacture and distribution of auto- 
mobiles “is probably the most im- 
portant single industry in the 
economy of the United States and 
also in view of the fact that the 
problems attending to the distribu- 
tion of automobiles are technical in 
nature and tremendous in scope...” 

It was decided to make the 
study, according to the report, 
last January after complaints had 
been received from auto dealers 


will give a measure to the incidence 
of this practice and will, therefore, 
suggest the seriousness with which 
it should be regarded. Also in this 
area of the study, interviews with 
franchised dealers and used-car 
dealers and scrutiny of the monthly 
sales records as reflected in trade 
publications have been compiled.” 
" * * * 
_— regard to phantom freight, 
the subcommittee report said, 
its staff has developed material 





throughout the nation and after 
NADA passed resolutions at its 
convention urging specific legis- 
lation. 

In outlining its present study, the 
subcommittee said: 

“As regards bootlegging, the sub- 
committee staff has obtained and 
is in the process of obtaining fig- 
ures from the various states which 
require licenses for automobiles 
transported under their own power 
or in tow into or through such 
states. 

“It is expected that these figures 


3 Canadian Firms 
Hike Tire Prices 
214 to 10 Percent 


MONTREAL.—A 2%-to-10 per- 
cent price increase for tires and 
tubes has been announced by three 
Canadian rubber firms, Goodyear 
Tire & Rubber Co. of Canada, Sei- 
berling Rubber Co. and Dunlop of 
Canada. 

The companies said the increase 
was prompted by a 30 percent rise 
in the price of rubber since April 
and marked increases in manufac- 
turing costs. 

Goodyear reported that the price 
of farm tires will be raised 2% 
percent; passenger, motorcycle and 


showing the difference between the 
actual cost of freight and the 
freight charged to the dealer and 
to the public. It also has compiled 
the economic justifications for and 
arguments against such freight dif- 
ferentials,” it said. 

This material was gathered, it 
said, in extensive interviews with 
representatives of the manufac- 
turers and with NADA. 

In expressing concern over tow- 
ering stocks of unsold new cars, the 
committee noted that record num- 
bers of cars have been sold so far 
this year. 

“We feel that this was primarily 
attributable to model changeovers 

and good general economic condi- 
tions,” the committee said. 
+ * * 

“@\yN THE other hand, a record 

number of unsold new models 
are presently on the market due to 
record levels of production. Previ- 
ous to 1955 the record number of 
new-car stocks (in field and in 
transit) was reached May 1, 1954, 
at which time 607,275 unsold new 
cars were reported by AUTOMOTIVE 
NEws. 

“As of May 1, 1955, the same 
source reports 757,856 such units. 
As of June 1, 1955, there were 
848,498. July 1, the number stood 
at 820,291. 


“It should also be noted that} 





industrial tires, 5 percent, and 
truck tires larger than 7.50 cross- 
section, 7% percent. Synthetic tube 
prices were increased 5 percent and 
crude rubber tube prices were hiked 
10 percent. 

Stating that manufacturing costs 
have made a “spectacular advance,” 
Seiberling announced corresponding | 
increases. Dunlop reported similar | 


|} average dealer operating profits 


while the production and sale of 
automobiles have established all- 
time highs since 1948, dealer mor- 
talities as reported by Dun & Brad- 
street have increased by approxi- 
mately 200 percent since 1951. Also 


before taxes, as reported by NADA, | 
have dropped from approximately | 





price boosts. 





for “various reasons.” 
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automobile marketing practices. It is part of an interim report. No indication has 


been given as yet as to when and if 


the committee will hold public hearings. 


proximately 0.6 percent on sales fr 
the year 1954.” 

The subcommittee was appointed 
March 9 by Senator Warren Mazg- 
nuson, Washington Democrat ard 
chairman of the full committee. 
Serving with Monroney are Senator 
J. Strom Thurmond, South Carolina 
Democrat, and Senator Frederick 
G. Payne, Maine Republican. Dav:d 
Busby is special counsel. 


Power Features 
Gain Popularity, 


Oldsmobile Finds 


LANSING. — Power assist fea- 
tures are becoming increasingly 
popular with car buyers, according 
to J. F. Wolfram, Oldsmobile gen- 
eral manager. 

Power steering is now ordered 
as optional equipment on 58 per- 
cent of all Oldsmobiles produced, 
Wolfram said, and 69 percent of 
buyers have erdered power brakes. 
Electric - powered windows are 
specified on 18 percent of the 1955 5 
Oldsmobiles, he noted, while 19 © 
percent of the cars are equipped | 
with two-way or four-way electri- | 
cally powered front seats. : 

Other accessories in demand are 
padded instrument panel, installed 
on 47 percent of Oldsmobile’s cur- 
rent output; tinted glass, ordered 
on 53 percent; radio, on 91 percent, 
and air-conditioning, 4.5 percent. 


AC Spark Plug 
Sets Sales Marks 


FLINT. — The AC Spark Plug 
division of General Motors last 
week reported record sales of auto- 
motive products for the first half 
of this year, 48 percent ahead of 
the corresponding period in the 
previous peak year of 1954. 

Joseph A. Anderson, general 
manager, announced that sales of 
original equipment had risen 59 
percent. Replacement-product sales 
by AC’s distributors were up 36 
percent, he added. 

Sales of commercial products are 
at the highest marks ever although 
there has been a drop in military 
business, Anderson said. A gain 
in aircraft items was noted. 

AC products include air cleaners, 
speedometers and a variety of in- 
struments as well as spark plugs, 
oil filters and fuel pumps. 


Studebaker Hails Latch 


As Crash ‘Life Saver’ 


SOUTH BEND. — Studebaker 
announced last week that a new 
interlocking door latch has 
proved successful in tests and 
would be installed as standard 
equipment on all 1955 models. 

The company said the latch 
was “an advance in automotive 
safety that may save many lives.” 
It was the result, Studebaker 
said, of a four-year search for 
a device to secure the doors of 
a crashed vehicle and to prevent 
the occupants from being hurled 
to their deaths. 
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AUTOMOTIVE NEWS, AUGUST 1, 1955 
Week Yields 165,960 Units... 


= Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 











Week Week Jan. 1 dan, 1 
Ended Same Ended Total to to 
duly 30, Week, duly 23, duly, duly 31, July 30, 
1955 1954* 1955 1955 1954* 1955 
AMERICAN MOTORS 2,610 1,150 3,464 13,299 58,153 117,346 
EE dessin sabincrvsisievevenss Tee. nevis 898 3,206. 17,181 37,231 
EE ttbaindthessassiviebeidiocensts 1,875 1,150 2,566 10,093 40,972 80,115 
CHRYSLER CORP. .... 21,740 14,595 27,344 95,344 428,723 888,370 
OEE ssvecsecescsccnsessnvens — divecevess 1,676 4,585 11,894 62,326 123,647 
SEE « Gethevindaudievicssizerie 1,650 1,514 2,241 8,220 41,992 88,115 
ED © Wesercbecccvvssesesesdvisess 5,500 2,972 5,706 19,031 74,502 198,219 
REINER, ssssssscsrseccsoseees 14,590 8,433 14,812 56,199 249,903 478,389 
FORD MOTOR. ............... 46,875 32,331 44,759 181,289 1,063,892 1,330,811 
ELL dabesSubvisietcascecevesussvit 37,500 27,738 36,196 145,765 867,356 1,040,712 
ME: <idscsrstsidcicsusicsonctah: ” catalan’ estninses, “Gh ssneanes 24,722 21,676 
PEED Svnsesexecisceaseseseses 9,375 3,979 8,563 35,524 171,814 268,423 
GENERAL MOTORS .. 92,193 55,738 91,040 367,655 1,768,663 2,454,578 
EE + “iilbalvevitiecsveteeuvestees 17,125 9,690 17,883 71,274 330,822 496,331 
ID Giissceseccsinenrssevevs 3,200 2,493 3,221 12,826 72,622 95,027 
OD ssessccvessccssnsvnces 44,500 30,052 42,707 173,283 882,980 1,112,225 
Oldsmobile _.................. 15,068 8,246 15,037 61,041 261,749 389,454 
ID ssbinsestblctviexsansexers 12,300 5,257 12,192 49,231 220,490 361,541 
KAISER MOTORS ................. Me uistrits ues 14,424 6,661 
RE 253 ccaccbaciecnaities ditvistnt,, - soxdeedc: . iiinntne:  _dateonen 5,803 1,002 
PED cetncdevecvivsarssessstarits sxsneustes a a 8,621 5,659 
SE GPE e seoscesenscrssccseese 2,542 790 2,489 10,407 69,299 126,084 
SNE. Nigeevesectinsdseaiieses 1,550 515 1,463 5,673 21,419 48,993 
Studebaker .......... 992 275 1,026 4,734 47,880 77,091 
Total Cars, U. S. ...... 165,960 104,644 169,096 667,994 3,403,154 4,923,850 
*Revised 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan, 1 
Ended Same Ended Total to to 
duly 30, Week, duly 23, duly, duly 31, July 30, 
1955 — 1954* 1955 1955 1954* 1955 
CHEVROLET ................. 9,600 6,307 9,618 39,565 208,288 256,863 
DIAMOND T ................ 125 61 117 420-2045 = 3,093 
IY ii giicipasicdabwassicanmniecs es  “wecseeans 80 314 2,049 2,148 
I sista yitiSccastecesizoonsnes 2,619 1,674 2,388 7,805 53,965 62,908 
IE. ocd hs Rideccaubieiaingsinseos 6,400 5,663 6,463 27,288 188,453 221,333 
MEE, cdesncstensapetpasveiziives onto 2,500 1,495 2,382 9,172 50,630 59,496 
INTERNATIONAL ....... 2,945 1,338 3,043 11,657 61,286 82,453 
NINE inet alsesssstaoussusessissics 410 146 337 1,417 4,100 8,214 
RIL Pitsish Ss Saaioninsndbias vei oaesiase 120 63 120 482 5,698 3,147 
STUDEBAKER. ............ 264 400 271 1,484 8,138 11,851 
IIE icv cabidabcchecssavisvococsnz. Shbdoptines ee wma 678 6,038 7,694 
I siscasdiailecessaxsossncess 1,850 1,410 2,029 74,170 37,598 47,159 
MISCELLANEOUS 105 59 100 395 4,364 3,905 
Total Trucks, U.S..... 27,018 18,826 26,948 107,847 632,602 770,264 





Total Cars, Trucks, 








SE ai otasassacbicsd 192,978 123,470 196,044 775,841 4,035,756 5,694,114 
Total Cars, Trucks, 

II sisccsccscccesesesenss 10,850 6,682 11,979 48,499 272,387 332,614 
Grand Total, 


Cars and Trucks, 


U.S. and Canada....203,828 130,152 208,023 824,340 4,308,143 6,026,728 
*Revised, Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, etc. 


N.B.: All U. 8. totals include cars and trucks for military orders. 





Dealers Learn How to Put 


Jeep Through 


TOLEDO. — Dealers from coast 
states will begin a Jeep “indoctri- 
nation” program today (Aug. 1) 
when Willys Motors, Inc., opens its 
third outdoor training school for 
dealers and factory personnel on 
a 1,700-acre leased ranch near San 
Francisco. 


Enrollment will be limited to 40 





Illinois Extends Length 
Allowed Semi-Trailers 


SPRINGFIELD, Ill.—Gov. Wil- 
liam G. Stratton has signed into 
law a bill increasing the permis- 
sible length of semi-trailer trucks 
to 50 feet. The old limit was 45 
feet. 

Approved by the General As- 
sembly, but still awaiting his sig- 
nature, is a bill relaxing overload 
restrictions on trucks. This bill 
permits a trucker to exceed the 
18,000-pound axle weight limit by 
5 percent or up to 1,000 pounds if 
due to unavoidable shifting of 
cargo. 

It also repeals the law which 
suspends road privileges of truck- 
ers who commit 10 overweight 
violations within a year. 





Its Paces 


dealers a week, with a new class 
every seven days through August 
and most of September, according 
to Walter Lorch, training director. 
Nearly 400 dealers are expected to 
enroll, he said. 

Ten instructors, under the 
supervision of Chris Cochrane, 
former Notre Dame football 
player, will put dealers through 
a@ course designed to acquaint 
them with the company’s four- 
wheel drive vehicles and numer- 
ous attachments for farm, indus- 
trial and commercial uses. Forty 
Jeep four-wheel-drive vehicles 
will be used. 

Hickman Price jr., sales vice- 
president, said that enrollment is 
voluntary. Dealers attend the school 


GM, Ford Push Keeps 
Car Production High 


(Continued from Page 1) 


in the first half gives the industry 
a total of 4,923,850 assemblies dur- 
ing the first seven months of 1955. 

That leaves the manufacturers 
only 76,150 units short of five mil- 
lion cars for 1955, a milestone 
that should be reached Wednes- 
day morning (Aug. 3). The corre- 
sponding car in the record year 
of 1950 rolled from the lines dur- 
ing the first week of September. 

GM, currently producing better 
than 55 percent of all U.*S.-made 
cars, built an estimated 92,193 cars 
last week and jumped its July out- 
| put to 367,655 units — a decided 
comeback from the 304,641 cars 
turned out during strike - riddled 
June, and nearly 20,000 units above 
the corporation’s average month 
during the first half. 

The corporation’s outturn of 
92,193 cars last week broke its old 
record of 91,940 cars during the 
week ended April 30. 

* * * 

HEVROLET and Oldsmobile, 

both producing above their av- 
erage weekly output of the first 
half, also established new monthly 
output marks during July. 

Oldsmobile produced 61,041 cars 


Morrell Promoted 
As Ford Realigns 
Public Relations 


DEARBORN. — Realignment of 
its public relations department has 
been announced by Ford following 
the promotion of Charles F. Moore 
to vice-president. 


S. W. Morrell has been named 
general public relations manager 
and director of the general public 
relations office. In addition to serv- 
ing as Moore’s top assistant, he will 
supervise archives and editorial 
service departments. 

Morrell’s is one of five offices un- 
der which all Ford public relations 
activities will be coordinated. The 
others are the public communica- 
tion office, with Jack W. Clarke as 
director; public relations projects 
and services, Leo C. Beebe, direc- 
tor; institutional advertising, Ben 
R. Donaldson, director, and civic 
affairs, Thomas R. Reid, director. 

T. H. Mecke jr. has been ap- 
pointed executive assistant to the 
vice-president of public relations, 
and Thomas L. Bewick will serve 
as administrative assistant. Dave 
Dowling will serve as Beebe’s as- 
sistant. 

Reporting to Clarke under the 
new organization will be three de- 
partments: News, headed by Ken 
Gregory; field operations, headed 
by Marc Parsons, and community 
relations, headed by Phil Martin. 
The news department in turn has 
been divided into the following 
operations: 

Media services, Roy J. Forrest, 
manager; Detroit-area press rela- 
tions, Robert W. Hefty, manager, 
and radio-television news, James 
P. Danaher, manager. 

In addition the company main- 
tains the following divisional 
offices: Ford, Holmes Brown, man- 
ager; Mercury and Lincoln, Wil- 
liam Maharry, manager; Continen- 
tal Richard Morris, manager; 
tractor and implement, Fred 
Thompson, manager, and interna- 
tional, Harrison Doty, manager. 


S. C. Dealer Fined 


For Tax Evasion 
GREENVILLE, S. C.—George L. 








by invitation and in two previous|Coleman, automobile dealer at 
schools there have been substantial | Travelers Rest, S. C., has drawn a 


waiting lists. 


$7,500 fine and a one-year sus- 


The other two schools conducted | Pended sentence on charges of U. S. 
by Willys were at San Antonio, last | i2come-tax evasion. 


winter, and Big Silver Lake, Mich. | 


which runs through August. 


Truck Hits Showroom 


UTICA, O. — A skidding semi- 
trailer crashed into the building 
of McKibben Motor Sales, causing 
loss of $50,000. 


Federal Judge Ashton H. Wil- 
liams said suspension of sentence 
was on condition that the fine be 
paid within 60 days. 

Coleman had pleaded “no con- 
test” to charges that he gave his 
income as $3,900.79 in 1947, rather 
than $12,999.02 as charged by the 
government. 








last month to erase its old mark of 
58,828 during March, while Chevro- 
let, aided by a record - breaking 
44,500 car assemblies last week, 
turned out 173,283 in July. The new 
weekly mark erased the division’s 
former high of 43,408 set two weeks 
ago and the new monthly record 
surpassed Chevrolet’s former high 
of 173,031 cars in March. 
Combined car-truck output rec- 


Extra Shift to Hike 
Ford Rouge Output 
Early Next Month 


DEARBORN.—Production of pas- 
senger cars at Ford’s Rouge plant 
will be placed on a two-shift basis 
starting in September to meet in- 
creased demand in the Detroit 
market area, R. S. McNamara, Ford 
division general manager, an- 
nounced last week. 

Most of the Dearborn output goes 
to dealers in Michigan, Indiana and 
Ohio. Starting next September, it 
will produce 1,040 Ford cars daily, 
as compared to present straight- 
time capacity of 600 cars on one 
shift. 

McNamara said expansion to two- 
shift car production at Dearborn is 
part of Ford division’s overall facil- 
ities expansion program, which has 
included completion of new assem- 
bly plants this year at Mahwah, 
N. J.; Louisville, Ky., and San Jose, 
Calif. 

In addition to cars, the Dearborn 
plant now produces station wagon 
bodies on two eight-hour shifts. The 
bodies are shipped to other assem- 
bly plants for final assembly. When 
country-wide facilities changes are 
completed this year, Ford will be 
able to build station wagon bodies 
in outlying assembly plants. This 
will release space at Dearborn for 
conversion to two-shift production 
of cars, McNamara said. 

The plant’s total employment will 
increase only slightly with the 
change, since employes now build- 
ing station wagon bodies will trans- 
fer to car production, he said. 
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ords for both last week and July 
also were established by Chevro- 
let. The division turned out 54,100 
cars and trucks last week to erase 
its former high of 53,510 units 
produced during the week ended 
July 16, and its new high of 212,- 
848 cars and trucks in July 
eclipsed its old high of 211,416 
units in May. 

Buick, Pontiac and Cadillac con- 
tinued to turn out cars at about 
their first-half pace. 

* + + 

LTHOUGH Ford Motor Co. is 

running 10,000 units a month 
below its average month of the 
first half, it is continuing to turn 
out cars at a much more rapid pace 
than during the third quarter of 
1954. 

Ford division, which has been 
working about two-thirds of its 16 
plants on Saturdays over the last 
month, rolled an estimated 37,500 
cars from the lines last week and 
145,765 units during July. 

Mercury upped its schedules to 
9,375 cars last week to bring its 

July output to 35,524 units. Lin- 
coln has been down for change- 
overs during the entire month. 

Chrysler Corp., with Chrysler di- 
vision down for changeovers, drop- 
ped its schedules to 21,740 units 
last week. Plymouth remained 
steady at around the 15,000 mark; 
Dodge for the second consecutive 
week scheduled 5,500 cars, and De- 
Soto dropped its sights to 1,650 
units. 

* * * 

— CORP.’s July out- 

put totaled 95,344 units, a con- 
siderable drop from its first-half av- 
erage of better than 132,000 cars a 
month. Plymouth led with 56,199 
units; Dodge was second with 
19,031; Chrysler third with 11,894, 
and DeSoto fourth with 8,220. 

American Motors, hampered by 
a slowdown due to the heat, and 
Studebaker-Packard, still plagued . 
by labor troubles at the Studebaker 
plant in South Bend, remained 
steady at 2,610 and 2,542 units re- 
spectively. Kaiser Motors did not 
build any cars during July. 

Truck production was estimated 
at 27,018 last week, a slight in- 
crease over the 26,948 commercial 
vehicles turned out the previous 
week. Truck production for July 
totaled 107,847 units, a decided drop 
from the 118,944 trucks turned out 
in June. 


Rochester (N. Y.) Cleanup Drive .. . 


‘Make Us an Offer!’ 


ROCHESTER, N. Y.—“Make us 
an offer! We will probably accept 
your deal!” 

That’s the common wording in 
current newspaper ads of Rochester 
auto dealers. Sales are called “clear- 
ance,” “sacrifice,” and “factory 
bonus.” 

In a full-page ad, W. C. Zink 
(Chrysler-Plymouth) announces he 
has bought the entire stock of a 
nearby Chrysler dealer and will 
conduct a sale that will last until 
he has sold 100 new ’55 cars. The 
ad continues: “Up to $600 savings 
on Plymouths, up to $800 savings 
on Chryslers—plus terrific trade-in 
allowance. Up to $1,500 savings on 
wide choice of company official 
cars and demonstrators.” 

Hallman’s Central Chevrolet 
says: “These salesmen have been 
instructed to deal—regardless.” 

Seneca Motors (DeSoto - Plym- 
outh) calls itself “upstate New 
York’s largest volume dealer” and 
adds: “For five days only! $500 for 
anything that runs.” 

Says Piehler Pontiac Corp.: 
“Ninty-five brand new Motorama 
Pontiacs fresh off the assembly line 
to be sold at savings up to $800— 
plus Piehler’s terrific allowance for 


your car. No money down — 36 
months to pay—no payments for 
one year.” 


Earl Schoen, sales manager for 
Ralph-Pontiac, comes back with 
It’s a Steal! 


CHARLESTON, W. Va. — Valley 
Motor Sales, Inc. (Ford), placed a 


sign on a truck on the company’s} 


lot containing the following invita- 
tion: “Come in and steal this one.” 
Company officials told police that 
is exactly what thieves did. 





this: “T’'ll give you double what your 
car is worth! According to average 
cash value as listed in the Red 
Book.” The offer, he says, includes 
most models except ’53s and ’54s. 

Two other firms throw out teas- 
ers. “Sh-h-h-h! There are some 
things that can’t be said in an ad,” 
is the theme of Whiting Buick. Ken 
Ralph-Ford, located just outside 
the city, whispers, “Get our hush- 
hush deal. We sell for less. There’s 
@ reason.” 


a aC ERTS | Want Ads - - 
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HELP WANTED 


SERVICE MANAGER — Suburban Harris- 
burg, Pa. Progressive 200 car GM deal- 
ership needs qualified man to handle all 
phases of service operation, Salary and 
bonus. This is an unusual opportunity. 
Full particulars first letter. Box 5157, 
c/o Automotive News, Detroit 26. 


FORD DEALER IN New England needs 
volume minded sales manager. Well fi- 
nanced large metropolitan area. Will pay 
top money and share of profits. Must be 
able to hire, train large sales force, Our 
employes know of this ad. Write Box 
5158, c/o Automotive News, Detroit 26. 





COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 


a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser ig one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 


WANT ADS 


Continued on Page 46 











Reaching an estimated 150,000 readers engaged in all branches of the nation's 


automotive industry. RATES: TWENTY-TWO CENTS (22c) PER WORD FOR EACH 
INSERTION. POSITION WANTED ADS, llc PER WORD. PAYMENT IN ADVANCE OF 
INSERTION REQUIRED. Ads may be signed with full name and address at regular 


rates. Add One Dollar ($1) per insertion for use of a box number. Replies to 


Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per 
column inch. CLOSING: TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract 


rates supplied upon request 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING 
1 DETROIT 26, MICH 


HELP WANTED 


SALESMEN 


We want automobile salesmen who are inter- 
ested in going all the way—that is to have 
our own dealership and life-time security. 
We. being the world's largest General Mo- 
tors dealers, are interested in hiring top- 
notch salesmen who have the desire to be- 
come dealers. We want men that are good 
automobile salesmen with the desire and de- 
termination to go forward. If you are a top 
producer and cannot see any immediate 
prospect for advancement where you are, get 
in touch with me right away. Keep in mind 
that you must be a leading salesman. 


Call or Write Charlie Burnham 
MILNER CHEVROLET 


2500 N. Main Fort Worth, Texas 
Northcliff 8211 








NEW CAR SALES MANAGER—Volume 
operation, Chrysler Corp. car, excellent 
facilities. Compensation open. Florida 
Metropolitan area, Previous successful 
experience past three years in similar 
capacity required. Prefer men under 45. 
Give complete work history past ten 
years with dates and references. State 
age and personal data, Enclose photo- 
graph, State date available. Box 5177, 
c/o Automotive News, Detroit 26. 





SALES MANAGER—Experienced for Ford 
Dealership northern New Jersey, 1500 
car volume. Modern facilities. State age, 
experience and availability. Box 5176, 
c/o Automotive News, Detroit 26. 





LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 





MIDDLE ATLANTIC 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


AUTO AUCTION 


TIM ANSPACH 
"“Midway,"" Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





MANHEIM AUTO 
AUCTION 


MANHEIM, PA. 
On Route No. 72—4 Miles Off 
Pa. Turr 5:=< 


10 year continvous operation 
Exclusive dealer auction 
Checks & Titles guaranteed 


Sale every Friday 10:00 A.M. sharp 


Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.A.A.A. 


Phone Manheim 5-2401 








HELP WANTED 





Sales Representatives 
Wanted 


To sell and supervise installation and 
operation of unusual merchandising 
program. No competition; franchise 
agreement available. Dealer contact 
experience of automotive background 
in sales or service required. Our sales 
representatives enjoy permanent, dig- 
nified, high income bracket positions. 
Program approved by major automo- 
tive manufacturers and sold interna- 
tionally. Expansion program provides 
immediate openings over the entire 
U. S., Canada and Alaska. 


Write Sales Engineering Institute, 
Inc., P.O. Box 150, Detroit Lakes, 
Minn., giving full details and rec- 
ommendations; appointments will 
be arranged. 





AUTO COLLISION ESTIMATORS in the 


New York metropolitan area. Must be 
able to write own itemized estimate. 
State experience in reply. Good salary 
and car expense. Box 5145, c/o Automo- 
tive News, Detroit 26. 


MIDDLE ATLANTIO 


NEW JERSEY'S ORIGINAL 
AND ONLY AUCTION 








LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 


Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 





EAST NORTH CENTRAL 


WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 


U. S. 16 and 24 
On the outskirts of Detroit, Mich. 


THURSDAY 
At 12:30 P.M. — KE. 1-9694 











MONTPELIER AUTO AUCTION CO. 


MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn 
Your Good Will—Our Most Valuable Asset 
On U. S. Poute 20A Phone 9009 








LANSING AUTO 


AUCTION 
{Dealers Only) 


Wednesday, Aug. 10—1 P. M. 


3 Miles North of Lansing 
on U. S. 27 at Solon Rd. 








Art. Butler, Owner Jack Cone 


Phone IV 5-7010 Bus. Mgr. 
Res.: IV 4-7201 Ph. Niagara 6-5031 








Crossroads ... Where they meet . . . buyers and sellers . . . new and | 


used cap dealers. They meet at the dealer auctions of the nation. . . 
and on the ‘pgges of Automotive News. 


You will reach both groups through an ad in Automotive News. 
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HELP WANTED 


WANTED: SERVICE MANAGER to take 
complete charge of service department. 
Our shop is one of the most modern in 
the south, completely equipped with the 
best that money can buy, in a dealership 
selling approximately 175 new Fords per 
month, The man we are looking for must 
have a proven record of past perform- 

ability to make money; 

customers con- 

tented. We want someone who is not a 

second guesser, but knows he can man- 

age a service department, and manages 

To this man we have a proposition 

that, in all probability, will be consider- | 

ably more than he is making now, and | 
as he increases his business, he will par- | 

Floaters and daytime 

drinkers, please do not apply. Box 5175, 

c/o Automotive News, Detroit 26. | 


GENERAL SALES MANAGER desired by 
Oldsmobile dealer. The man I am looking 
for is between the ages of 30-40, a good | 








POSITION WANTED 


To encourage this classification for the 
benefit of those seeking employment 
Position Wonted Ads are accepted at 


holf regular rates alelaal iba rae Ts 
word for each insertion. $1.00 per in- 
sertion for use of a box number. Cash 
TM RA lsd (Half-rate does not apply 
to display ads in this section.) 





SERVICE MANAGER, Thoroughly experi- 


enced in all phases of service depart- 
ment operation, customer, dealership, fac- 
tory and personnel] relationship, owner's 
follow-up and ail department records. 
Can keep old customers and make new 


ones and show a good figure in service | 


absorptions for a dealer that is service 
minded, Have thorough product knowl- 
edge. I prefer Lincoln-Mercury or Ford. 
No small towns. Box 5185, c/o Automo- 
tive News, Detroit 26. 





producer who knows the automobile busi- 
We have 150 car quota but the 
right man could sell 250, and have no 
trouble making $10,000 per year. | 
ing salary $5,000 per year with an in- 
centive. Box 5190, c/o Automotive News, 


WANTED—SALES MANAGER for Dodge- 
Plymouth agency 
Island Marine Base. Good proposition for 
man capable of handling sales personnel, 
appraisals, etc. Paul H. Taylor Motors, 
Dodge-Plymouth Dealer, Beaufort, 8S. C. 


TRUCK SALESMEN—We are paying up 
to 50% of gross profit to truck salesmen, 
with drawing account and protected ter- 
ritory to those who can qualify. Houston 
is really a city of opportunity with over 
5,000 GMCs running the streets. General 

4104 Harrisburg Bivd., 


near Parris 





Truck Sales, 
Houston 3, Texas. 


ASSISTANT 
of Big Three. 


MANAGER—Dealership; 
Write fully. Department | 
A, Drawer 391, Florence, South Carolina, 





DISTRICT SALES MANAGERS 


Large automobile manufacturer has openings 


CHEVROLET PARTS MANAGER, now 


employed, desires permanent position 
with aggressive dealership. Sixteen years’ 
experience as parts manager of dealer- 
ship selling $15,000 to $25,000 parts per 
month, Age 33, married. Best of refer- 
ences. Box 5147, c/o Automotive News, 
Detroit 26. 


TRUCK MGR. OR SALES MANAGER. 25 


years’ experience. Heavy duty and light 
trucks. Well qualified to handle volume 
sales, also top notch used truck merchan- 
diser. Know Hull Dobbs system. Can fur- 
nish best references as to ability, etc. 
Write or wire Box 5191, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER—Specialized heavy- 


duty truck sales. Employed, age 43, 
family. 20 years’ experience—dealership 
and factory branch management. Desire 
position western or southern states. Ex- 
cellent references. Box 5126, c/o Auto- 
motive News, Detroit 26. 


SALESMANAGER DEALER ASSISTANT. 


Many years’ experience in all depart- 
ments. Thoroughly familiar with the Hull 
Dobbs system of operation. Wishes to 
become associated with Ford dealer who 
desires to organize to attain outstanding 
results. Box 5178, c/o Automotive News, 
Detroit 26. 





in several locations for experienced district | 
sales managers or for men with successful | 
automotive sales experience who are capable | 
of building a dealer organization and assist- 
ing with marketing problems, Prefer college | 
graduates, age 25-40. Company car and ex- 
penses, Excellent opportunity. Reply Box 5138, 


c/o Automotive News, Detroit 26, giving 


AUTOMOTIVE ACCOUNTANT, formerly 


zone business manager, desires position 
as office manager. Ten years’ experience 
as officer and office manager for mid- 
west dealership. Fully qualified in dealer 
accounting and business management. 
Best of references. Prefer Eastern or 
Midwest location. Box 5179, c/o Auto- 
motive News, Detroit 26. 





details of experience, personal qualifications 
and snapshot. 





PARTS MANAGER, Young, aggressive, 


thoroughly experienced in Ford auto and 
truck parts. Presently employed but de- 
sires permanent change to South or West 
for family health, Box 5180, c/o Auto- 
motive News, Detroit 26. 





EAST NORTH CENTRAL 
HOME OF GUARANTEED 


MOBILE'S INC. 


Ohio's Largest Automobile Dealers’ 


WHOLESALE AUCTIONS 


COLUMBUS—FRIDAY 
DAYTON—TUESDAY 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half gee west of Grandvilie 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 





EAST SOUTH CENTRAL 


JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 





MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 


Sale Every Monday—11:00 a.m. 








Francis R. Cassell 
Carroll Kopfer 


Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 
Auctioneers: 
Colonels Johnny Wood and Dean Davis 
All cars paid for by our own check through 
the First National Bank of Englewood. 








| EXPERIENCED SERVICE MANAGER, 22 


years, all phases any dealership. Pres- 
ently employed, Desires change with pro- 
gressive dealership, Guarantee to make 
money and customer satisfaction. Can 
handle any size operation. Will furnish 
references to character and experience. 
Box 5181, c/o Automotive News, Detroit 
26. 


| TRUCK AND FLEET SALES MANAGER. 


Eight years’ experience. Young, aggres- 
sive with proven record of accomplish- 
ment. Presently employed by volume 
dealership in sales capacity. Married, well 
educated. Prefer Midwest or Southwest. 
7? 5182, c/o Automotive News, Detroit 


GENERAL SALES MANAGER. Experi- 


enced in all phases of management. Well 
equipped to hire, train and direct sales 
force. Able to handle volume operation. 
— 5183, c/o Automotive News, Detroit 


| SALES MANAGER, 35, fine education, ap- 


pearance and all the know-how to do a 
tremendous job. Proven record of achieve- 
ment in selling and management. Fac- 
tory and other exceptional references. 
Prepared to relocate. No ties. Available 
shortly. Box 5184, c/o Automotive News, 
Detroit 26. 


| AUTO SALES CLOSER, 18 years’ experi- 


ence in closing and readjustments, Ex- 
pert pencil man and on appraisals. Capa- 
ble manager. 40 years old, married, 
reliable. Chicago area only. Armitage 
6-9605 after 6, Chicago, Il. 


MANAGER USED CAR DEPARTMENT. 


Prefer new car dealer any place in Flor- 
ida. Furnish top references. Complete 
knowledge all departments. Box 5150, 
c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP BUYERS WANTED. No 


matter where you want to locate from 
Main to California, we can serve you. 
OUR SERVICES FREE TO BUYER. 
The seller pays our fee. Let us: (1) Find 
just the right dealership for you; (2) 
Negotiate its purchase without exposing 
you until you are ready; (3) Assist you 
with factory approval; (4) Arrange for 
any additional capital you may need. 
All in strictest confidence. Our success 
depends on that. Automotive Enterprises 
(Dealer Agents), 1042 National Bank of 
Commerce Building, New Orleans, La. 
RAymond 4856. 


| DEALERSHIP NOW HANDLING PACK- 


ARD. Trade territory 300,000. Outstand- 
ing facilities. Good lease. Will sacrifice 
for 60% of sound depreciated book value 
or will sell parts and fixed assets sep- 
arately. $25,000 maximum sale price. 
Gulf Motors, Inc., 701 9th St., South, 
St. Petersburg, Fla. 


DEALERSHIP HANDLING CHRYSLER- 


PLYMOUTH in small industrial city in 
South. Annual sales $250,000. Potential 
greater. No accounts receivable or used 
cars to buy. Box 5193, c/o Automotive 
News, Detroit 26. 


DEALERSHIP NOW HANDLING CHRYS- 


LER PRODUCTS. North Florida, Won- 
derful fishing and hunting. Marvelous 
climate. Box 5194, c/o Automotive News, 
Detroit 26. 


DUAL DEALERSHIP now handling Chev- 


rolet and Oldsmobile in rapidly growing 
Florida West Coast town. 150 cars per 
year potential, Large building and lot on 
Highway 41. Low rent. Price $35,000, No 
real estate. Contact Box 5195, c/o Auto- 
motive News, Detroit 26. 


ESTABLISHED ‘‘BIG-THREE”’ dealership. 


W. Va. area. Sell or lease building and 
equipment. Same owner 30 years. Mod- 
ern equipped, hustling locale, profitable. 
Box 5196, c/o Automotive News, Detroit 
26. 


EXCELLENT “BIG THREE” dealers{iip, 








FOR SALE—DEALERSHIP handling Stu- 


DEALERSHIP AVAILABLE HANDLING 


DEALERSHIP HANDLING FORD in pros- 


DUAL AGENCY, NOW HANDLING GEN- 


DEALERSHIP HANDLING BUICK, Rich 


HANDLING PLYMOUTH. Established, 


AUTO AGENCY, Rhinelander, Wisconsin. 





15 years’ profitable operation, 150 car poten- 
tial. New building. Large car lot, Excellent 
location. Parts and tools only, to buy, Real 
estate to lease or buy. 


a nn 












DEALERSHIPS AVAILABLE 





Well equipped and manned for purchzser 
who can qualify financially and ot) er. 
wise with factory. Strictly retail oper. 
ation in prosperous city of 150,000 in 
southwest. Excellent lease and no *eaj 
estate to buy. This is a set-up in which 
you secure immediate possession and 
begin without a pause. Many years’ suc. 
cessful background. Because of this being 
a large dealership, your inquiry should 
reveal your ability to handle. This is 
owners ad—no agent. Box 5132, c/o Au- 
tomotive News, Detroit 26. 































































For Sale — Large 
Successful Dealership 


Only Dodge-Plymouth Dealership in 
expanding southern city of 200,000. 
Profitable operation by single owner 
for nearly 20 years. Excellent lease, 
completely equipped modern set-up, 
in full operation by experienced per- 
sonnel. Deal direct with owner. An 
unusual opportunity if you can qualify. 


Box 5141 c/o Automotive News, 
Detroit 26, Michigan 


DEALERSHIP LOCATED IN large indus- 


trial city in Ohio handling Dodge and 
Plymouth, Doing close to one million 
dollars worth of business per year. Will 
sell building, land and parts inventory 
or parts inventory and lease building on 
long term lease. Large modern building, 
2000 square feet of show room on main 
highways. Large blacktopped used car 
lot adjoining building. Fully equipped | 
service shop. An excellent-going business. | 
Selling due to ill health, All replies! 
strictly confidential. Reply Box 5191, c/o 
Automotive News, Detroit 26, j 








GM 200 CAR DEALERSHIP in fast grow- 


ing county seat trading center—90 miles 
NYC. Sell or lease modern building with 
adjoining paved used car lot. Box 5162, 
c/o Automotive News. Detroit 26. 


DEALERSHIP HANDLING one of the 


‘‘Big 3’’ in Madison, Wis., doing in ex- 
cess of 3 million a year. Excellent facil- 
ities and making a profit. Single dealer 
town over 150,000 potential. One of the 
best dealerships in the north central 
states. Owner wants to retire. $150,000 
will handle. Box 5137, c/o Automotive 
News, Detroit 26. 


DEALERSHIP 
FOR SALE 


HANDLING 
BUICK — PONTIAC 


250-300 Car Potential 


Well established 
Finest location 
Replies will be kept in strictest 
confidence 


Box 5167, c/o Automotive News, 
Detroit 26 




















debaker-Packard in growing California 
valley town, 30,000 trading area. Present 
rate is 100 units with a much greater 
potential, Stock and equipment $25,000 
with lease on modern quarters. Box 5152, 
c/o Automotive News, Detroit 26. 



























Buick—Alabama. Located on two main 
highways. Good lease and building com- 
plete. Extra nice display room and used 
car lot. Trade area includes thirty towns. 
J. 8. Webb, Box 444, Demopolis, Ala. 


















perous Iowa county seat town. Sales in} 
1954 — $450,000. Complete facilities. 
Owner retiring. Box 5153, c/o Automo- 
tive News, Detroit 26. 










ERAL MOTORS, Long established, good 
parts business. Sell parts, equipment, sell 
or lease real estate. Confidential dealings. 
Contact W. A. Batey, LaNoble Realty, 
1516 E. Michigan, phone IV 2-1637, Lan- 
sing, Michigan. 










section near Memphis. 150 cars yearly. 
Trading area 60,000. Good lease, modern 
building. Equipment, parts, fixtures: 
$25,000. Box 5189, c/o Automotive News, 
Detroit 26. 









profitable, in eastern Nebraska town over 
12,000. Excellent facilities, moderate rent. 
Buy equipment and parts only. Reason- 
able price. Box 5190, c/o Automotive 
News, Detroit 26. 







Healthful climate. Completely equipped. 
Handle with small down payment. ‘‘Big 
2’’ qualifications required. T. Michaels, 
2720 N. Harding, Chicago, Ill, Phone: 
Dickens 2-5269, 








DEALERSHIP HANDLING FORD 









H. R. Sivers, Phone 24320 or 27309, 
Fulton, N. Y. 











DEALERSHIP WANTED 








DEALERSHIP HANDLING CADILLAC or 
Cadillac combination. Will pay cash {for 
deal around 200-300 units. All replies 
will be strictly confidential, Factory ap- 
proval assured. Box 5192, c/o Automo- 
tive News, Detroit 26. 

PRESENT G.M. DEALER wants larg:r 
G.M, deal. 300 cars minimum, Have cash 
and ready to act. Box 5186, c/o Auto- 
motive News, Detroit 26. 
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» 5188, c/o Automotive News, Detroit 26. 


AUTOMOTIVE NEWS, AUGUST 1, 


DEALERSHIP WANTED BUSINESS OPPORTUNITIES PARTS FOR SALE 


E> PERIENCED AUTOMOBILE dealer with | BUSINESS CARDS—Priced $2.95 to $7.25 
ample finances interested in securing for 1,000. Samples. Scull’s, Dept. G, 121 


7. 9dge-Plymouth cr a gg West 25th Ave., Wildwood, N. J. BU | CK Pp A RTS 
fr nchise. Can quali ‘factory. - | "BUSINESS WANTED #+&©&» 

acs; maneinet of too waite upward, West, snc acest 

séuthwest or Rocky Mountain location. All Other GM Parts Also 
UP TO 50% DISCOUNT 


All replies strictly confidential. You can 
Extra Discount on 


be assured this is not a factory or/|| AUTO OR TRUCK LEASING 
Special Phone Orders 


agents ad. Box 5129, c/o Automotive 
Fast—Direct-—C.0.D. Service 


News, Detroit 26. COMPANIES WANTED 


WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of ‘ P 
Florida. Lease building or will buy. All| |} Will purchase your leasing company 
cash; consider ing some blue sky for : 
jesteaae Galati. Factory approval ||| OF assets for cash taking over all or 


already assured. Box 4992, c/c Auto- part of existing equipment and con- 


motive News, Detroit 26. A : . 
$$ |] tracts. Inquiries handled in the strict- 
SUCCESSFUL, AGGRESSIVE and higher — 
type used car dealer just sold business. | || est confidence. Principals only. 
Wishes to purchase outright or buy in ‘ 
dealership with one of the Big Three. Write or call: 
My experience in car merchandising and 
administrative phase of the automotive Rollins Fleet Leasing, Inc. 


business is far above average. Contact 


Small or Large 
SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 
1000 S. Wabash Ave., Chicago, Ili. 





Paul Freeman, 5244 N. 9th St., Phila- “Nation-wide Service” Phone WAbash 2-1030 
a H. B. Tippie, Moore Building 
ANY G.M. DEAL, single or dual; or Rehoboth Beach, Delaware 

Chrysler-Plymouth located up to 250 PARTS WANTED 

miles north of Los Angeles. 125 to 200 Telephone — 3261 WANTED COMPLETE MOTOR TRANS 


contract, Ample cash available. All re- 
plies confidential. Box 5187, c/o Auto- 
motive News, Detroit 26. 





MISSION unit with all parts for 1950 
Sunbeam Talbot. Avery, Hawthorne, 
we. Bs 


WILL PURCHASE FOR CASH Ford deal-|______ DEALER SERVICES CARS FOR SALE 








ership in Eastern region United States. 

Prefer southern location. Will lease or INVENTORY SERVICE 

buy building. Will deal direct with dealer 

in strict confidence. Prefer 400 units or BUYING OR SELLING A S ° M E T H i N G N E w 
more. Have factory approval, Will an- DEALERSHIP? 


swer your reply within few days. Box) » Buy Right © Sell Right USED CARS DELIVERED 


BUSINESS OPPORTUNITIES 5 = o-—cneeeres =— We have for sale a large number of 


inventory will save you money © © | 1953 and 1954 fleet leased cars. Many 
DON'T GUESS—BE SURE 


f . makes and body styles. We can deliver 
AUTO LAUNDRY EQUIPMENT “aavelanae uaneaY most locations. Phone or write for infor- 


FRANCHISES AVAILABLE SERVICE CO. mation. 
Sensational line of advance caciace eae einadcieateniiniats Robinson Auto Rental Div. 


design equipment, moderately MR. DEALER 229 $. Hansen St. Philadelphia, Po. 


priced, ready for marketing, | Are you getting your full share of service 1. © Spetig, — 
backed b ti 1 advertisi business? Are customers returning for re- Sherwood 

ae y nantona! aavernsing. peat service and car sales? What do most 
Maintenance - free, 2 - year | people think of you and your service? 
Our consultant service has the answers 




















t . 
es 0 — . fo Sousiee ar Wk unas 7200 Swallow Drive ATTENTION DEALERS : : 
are So ‘| SPECIALIZING IN THE SALE OF 
take market by storm. Only ee + "noe EX-TAXIS 
qualified parties will be consid- Excellent Bodies - Good Motors - Heaters 
ered. Prompt action required pep Paigoes 
: : ncatitenei FOR SALE BUY NOW — LOWEST PRICES EVER 
International Equipment 1951-1952 
Corporation Plymoaths — Fords — Chevrolet: 
2209 Michigan Ave., Santa Monica, Calif. Quantity 1 te 500 
Phone TExas 0-557! 
Write, phone or wire us today 1954 and 1955 MORRIS FREEDMAN 
Hth & LINDBERGH BOULEVARD 
Complete Chevrolet PHILADELPHIA 43, PA. 





SARATOGA 17-2300 





AUTHORIZED DEALERS Front Axle Assemblies 
CARS WANTED 


Are you interested in year-round new car|| Box 5169, c/o Automotive News, || GanitLAG, CHRYSLER, DeSOTO eight 
sales and service department volume? A passengers wanted. Cash or liberal allow- 
nation-wide fleet leasing company is pre- Detroit 26 ance. Sharp late models. McClintock- 
paring to place 1956 car and truck orders Cogies, hens IV VEG seamee 


. : * Mich. 
in all areas. Your letterhead will bring WE BUY STATH, COUNTY, city and fleet 
all details and a profitable opportunity to ; A 


owned cars. What do you have to offer? 





participate with prestige accounts. For Quick Results Keller’s Automotive Service, R. D. No. 1, 
New Cumberland, Pa., Phone Harrisburg. 
Write Box 5166, c/o Automotive News, Use Automotive News CEdar 3-4565. 


. USED NASH HEALEYS and Ramblers. 
Detroit 26 WANT ADS Phone 1109, Caswell & Company, Ionia, 
Mich. 











HELP WANTED / 


New Car Salesmen 
SELL A “HOT LINE" IN CALIFORNIA 


Here's Our Offer: 


® $300 per month drawing account 

$15 per month gas allowance 

3% commission on delivered price (no deducts) 

Generous Insurance and Hospitalization benefits 

Advancement for those who demonstrate ability 
® Over 100,000 population 

Have opening for 2 men with following qualifications: 
® 25 to 40 years of age 

Retail New Car selling experience 

Proven ability to close and sell 

Good health, energetic 

Willingness to assume responsibility 

© Desire to advance in automobile business 


Forward full resume and recent snapshot in first reply. 


ELDER PONTIAC 


847 No. El Dorado St., Stockton, Calif. Telephone HOward 4-9461 


A National Used Car Merchandising Director 


If you are a top man, with plenty of fact experience in all phases of used 
car merchandising programs, it will be well worth your time to investigate 
this opportunity. 

You must be able to produce a proven record of successful accomplishment in 
this field, and be able to originate, coemep eat direct nation-wide used car 


‘ograms effectively. This is a saaneaeped vel sition and your sai will 
be commensurate with your responsibility and ity. , ~ 


Retail experience will be an asset in this work, but we are interested in the 
man whose experience has been predominately at the factory level. 


If you feel you can fill the bill, write and tell us about yourself. Be sure to 
include a snapshot. We will answer all letters, and, naturally, we will keep 
your interest confidential. Box 5174, ¢/o Automotive News, Detroit 26. 





WANTED 
1954 - 1955 
CADILLAC 
7-PASSENGERS 


AA Auto Service, Inc. 


349 E. 76th St. New York 21, N. Y. 
Phone Regent 7-6600 



























TRUCKS FOR SALE 


FOR SALE: HOLMES wrecker, heavy 
duty, serial No. HI 6587, Cat. No. W35E, 
mounted on 1953 Ford F7, 144’’ wheel 
base, 6 cylinder, mileage 11,202. Dealer- 
ship owned, excellent condition, heavy 
duty Braden front end winch, all neces- 
sary wrecker attachments. Registered 
ready for service. This equipment too 
heavy for our business. Will sell or trade 
for $2,500. Cade Motor Co., P. O. Box 
352, Bryan, Texas. 

WRECKER — 1953 Dodge i1-ton express. 
Complete Ashton equipment, All power 
complete and ready to work, Excellent 
condition. $1,750. Myers Auto, Box 802, 
Phone 9285, Alliance, O. 


TRUCKS WANTED 


WANTED USED WRECKER, State price, 
make, model, etc. Also send photo to 
Lew’s, 4025 Salem Ave., Dayton, Ohio. 





EXCESS SHOP EQUIPMENT ? 


Why not sell that extra equipment now 
standing idle in your shop? 


An advertisement in this section is the 
answer! 


AUTOMOTIVE NEWS 














1955 47 


TRUCKS WANTED MISCELLANEOUS 
WANTED BELL & HOWELL 16 MM sound 


Ww A NTED Banton oO = screen, Glenn Walraven, 


Old Sandow Motor Truck and Taxi. Ask the Man Who 
Tows—He Knows 


_soses von sace It Automatic BraKinG 


State condition and furnish photo. 


K. Wm. Beach Mfg. Company 
Springfield, Ohio 











meee: || tthe Cheapest 
For Sale = INSURANCE m 
New - Used and You Can Buy 
Demonstrator 
SCHOOL BUSES eri ig 9 
Immediate BRAKE HOOK-UP......... 


Delivery for those Meets ALL 1.C.C. Requirements 
Emergency orders 
Deal direct with Manufacturer 
Box 5198, c/o Automotive News, 
Detroit 26 


WITH BRAKE HOOK-UP 


ONLY... °51% gus 





©.C, i 
BUSES WANTED Meets 1.C.C, Strength Requirements 


WILL BUY USED school buses—36 to 66 —-SPECIAL— 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 4993, c/o Automotive 
News. Detroit 26. 


WILL TRADE 


TRADE — REGISTERED CHINCHILLAS STEEL (Tow Bar) CARRYING $13 9s 
and 1954 Pontiac Chieftain eight for new CASE with Wheels & Handles e 


1955 air-conditioned Oldsmobile or Buick. Add for Padiock with 2 K 
James L. Wright, 601 Fordham, Perry- ( Se eys) 


ton, Texas. Quicx-row 
NEW LINES WANTED to-Bumper Tow Bar $1 9.50 


SALESMAN WITH NEW CAR DEALER TRI-KING 3-Point Hook- $42 50 
following in the state of Louisiana wants Up Intra-State Tow Bar ° 
parts and accessory line. Box 5197, c/o 
Automotive News, Detroit 26. 


MISCELLANEOUS 





WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-746 
40 So. Clinton St., Chicago 6, Ill. 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE || ——snor courment ror sate 


en see RADIATOR SHOP 
MOTO-MATIC EQUIPMENT 


TOW e GUIDE Near New Inland radiator shop in- 


and cludes: 


BRAKE-MOBILE —tTest and repair bench with electric 


TOW @PILOT || =" 


—Hot cleaning vat with automatic lift. 
with Automatic Brake 


—Flo-test machine. 
—Leak exposer. 
Cannot Be Matched 
At Any Price 


Write Today for 
Illustrated Catalog 





—Internal - external back flushing— 
washing and paint spray booth. 
—All plugs, fittings and supplies nec- 

essary for a complete shop. 


Cost $3,800 new. Will sell for 
$1,800 


Write for literature. 


LAUTERBACH CHEVROLET 


805 Railroad Phone 820 
Perry, lowa 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 





BATTLE CREEK 9, MICH. 

Phone WO. 2-5257 All Dept's. FOR SALE—WE ARE closing out our dis- 

tributorship on Bay lifts. Automobile 

“Leader: ry” lifts, list price $285—sale price $200 fob 

s In The Indust y Xenia, Ohio. Truck lifts, $375 list—sale 

Since 1939 price $260 fob Xenia. Chenoweth Motor 

Co., 301 8S. Detroit St., Xenia, Ohio. 
Telephone 2-6947. 








New Subscription Order: 


| 
Send Automotive News to Address Below 
U. $., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 
All Other Countries — One Year $12 [J or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Before your 
decision Is final, 
Cuca 


~ 


Every truck owner is a prospect for the INTERNATIONAL Dealer 


The INTERNATIONAL Dealer offers the 
world’s most complete truck line, from 
¥%-ton pickups to 90,000 pounds GVW 
off-highway models. He offers 32 en- 
gines, with the widest choice of gasoline, 
LPG or diesel fuel systems. He has 
trucks that are exactly right for every 
hauling job. For the INTERNATIONAL 
Dealer, every truck owner is a prospect. 


INTERNATIONAL all-truck quality has 
kept INTERNATIONAL the heavy-duty 
sales leader for 23 straight years, 6-wheel 
leader 20 straight years, leader in multi- 
stop trucks 17 straight years. 

It is this kind of quality that keeps the 
INTERNATIONAL Dealer’s customers with 
him, year after year, for greater profits. 
Only INTERNATIONAL Offers all these ad- 


vantages that assure a reliably profit- 
able business operation throughout the 
years. 

Franchises are available in a few 
choice locations. Before you decide on 
any change, write your nearest district 
office or: 


INTERNATIONAL HARVESTER COMPANY 
180 N. Michigan Avenue * Chicago 1, Illinois 


ed 


International Harvester Builds McCORMICK® Farm Equipment and FARMALL® Tractors...Motor Trucks...industrial Power...Refrigerators and Freezers 


Watch “The Halls of Ivy,” with Ronald Colman and Benita Hume, CBS-TV, Tuesdays, 8:30 p.m., EST 


INTERNATIONAL TRUCKS 


Standard of the Highway” 








